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The BEAVER MODEL-B...now redesigned 
with many new improvements added! 





@ During the past 10 years, the BEAVER MODEL-B has won the warm 
respect of thousands of owners through its unfailing,trouble-free performance. 
So that you may better understand the class of such owners, it is fitting to 
tell you that “DuPont” used 75 BEAVER MODEL-B’s on a single job; a 
number of plumbing and heating contractors own more than 50 each; 
many industrial plants and railroads have from 10 to 40. 


After ten years’ experience with a product it is natural that ways and 
means are discovered to make further improvements. Therefore, we are 
starting the Model-B off on its second “decade” with a complete redesign 
which includes a streamlined aluminum housing; an automatic switch lock 
which makes it impossible to start the motor if the operator forgets to 
remove the chuck wrench from the chuck; an outboard eccentric spool 
steady-rest—which prevents the “whip” of long lengths of overhanging 
revolving pipe from “rocking” the spindle, causing premature wear of 
bearings and, worst of all, flat-sided threads which are likely to leak. 


You will like the Beaver Model-B—it is an excellent “utility” machine! 


PIPE 


216-300 DANA AVE. atten OHIO, U.S.A. 





BEAVER MODEL-B 





PERFORMANCE. Will cut, thread 
and ream pipe, Ye” to 2”. With 
driveshaft and geared tools, 21" 
to 8”. Will cut off bolts, 1,” to 
¥,". Thread bolts, 4” to 11%”. 


MOTORS. Choice of 110 or 220 volt 
universal reversible motors. For 
“special” voltages, see Model-A. 


AUTOMATIC SWITCH LOCK. Pre- 
vents injury to workmen and pro- 
tects machine against damage. 
Patent pending. 


ECCENTRIC SPOOL PIPE STEADY- 
REST stops the “whip” of long 
lengths of revolving pipe from 
rocking the spindle and causing 
“flat-sided” threads. 


AUTOMATIC OIL PUMP. uly 
closed gears, running in oil. Twin- 
jet oil distributor. Perforated 
chip tray. 

Choice of knife or wheel cutoff of 
superior patented design. 


Standard heavy-duty universal } 
jaw chuck. 


Right-Hand operation—like a lathe. 
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Sell Cost Reduction —An editorial. 

Business Conditions Today —A report from the firing-line on sales and inventory 

Microfilm: A Time and Space Saver —Here’s the way to simplify record keeping and checking . 
Down on the Farm —Sioux City salesman tells how to sell the farmer. 

New Salesmen When Needed —Boston training program geared to growth of firm 

The Postman Rings the Sales Bell —Distributor mails 10,000 items a month 


Filling Orders—Warehouse facilities revamped to step up efficiency 


You Can Improve Your Use of Space —Cleveland distributor tells how to doit.......... eats 


Convention in Cleveland —IJndustry prepares for April gathering 


Grinding Wheels —Light pages of facts to help you sell grinding wheels . 


D EP ARTM EN T S 
Talk of the Trade ue Production Indexes 110 News .. 
Supply Sales Trends How They Dolt..... 112 Qustions & Answers 
Keeping Up With Business... ... Sales Tips 114 New Products . 
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STATEMENT 


a) 


“We Sell Through Authorized 
STOCK CARRYING DISTRIBUTORS” 


HOLO-KROME has proven, through years of 
practical experience, that Holo-Krome_ serves 
industry better, more economically and more effi- 
ciently because —“‘We sell through Authorized © 
Stock Carrying Distributors.” 


HOLO-KROME nadie its Authorized 


Stock Carrying Distributors as .advantageously 
located Branch Warehouses and as important a 
part of the Holo-Krome organization as any 
department of the Company. 


HOLO-KROME requires of all Authorized 
Stock Carrying Distributors that they maintain, at 
all times, an adequate stock sufficient to serve the 
Industries located in their respective territories. 


HOLO-KROME Authorized Stock Carrying 
Distributors are staffed with trained representa- 
tives fully conversant with Holo-Krome Products 
and Policies. They are ideally equipped to serve 
industry, and in a manner not equalled by any 
other distribution method. 


HOLO-KROME and their Distributors, at all 


times, realize their responsibility to Industry. 


To this “Statement of Facts” all HOLO-KROME 
DISTRIBUTORS wholeheartedly subscribe. 


THE HOLO-KROME SCREW CORPORATION, Hartford 10, Conn. 
O 
DISTRIBUTOR DISTRIBUTION SALES POLICY 


FOR 1949 HOLO-KROME REPEATS 
“A STATEMENT OF FACTS”. 
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Enjoy the Sales Advantages of LINK - BELT 


\. “ screw Comw, 


~vay4 


HELICOID 


SECTIONAL FLIGHT 


HANGERS 


SADDLES 


WORM GEAR DRIVES 


LINK-BELT 
PRODUCTS 
YOU 
SHOULD 
KNOW 
ABOUT 
AND 
SELL 





LINKiO 


COLLARS » COUPLINGS - HANGERS - TROUGHS - BOX ENDS - FLANGES - THRUSTS « DRIVES 


> 


Tie wee 


FEATURES 


COMPACT: take less space 
than other types of convey- 
ors; no return run. 


DUST-TIGHT: tight covers and 
joints, dust seals, and L-B 
spring cover clamps keep dirt 
out, keep dust inside. 


SIMPLE: no elaborate chutes, 
skirting, etc.; simple loading 
spout through cover; or side 
inlet (shown below) enables 
conveyor to regulate input 
of material to its carrying 
capacity. 


INSTALLATION: easy, simple, 
economical; note supports— 
simple steel spacers from 
floor; ease of passing through 
wall, with small opening. 
(Conveyor also picks up ma- 
terial from beyond the wall 
—two feeds— another con- 
venience. ) 


ECONOMY: first cost, installa- 
tion, and maintenance are all 
low; and L-Bscrew conveyors 
can be made as durable as 
necessary for the materials 
handled. Wear is very grad- 
ual; no costly shutdowns. 


road 


O28 


The wide variety of 
| MARKETS | Screw Conveyors made 

by LINK-BELT —the 
various lengths and diameter of screws—the vari- 
ous metals available—the many designs—make 
it possible for you to sell all industries. There is 
nothing to limit you where there is a need for Screw 
Conveyors. 


Simplicity, compact- 
ness, efficiency, con- 

venience, durability, 
and economy characterize LINK-BELT Screw 
Conveyors — everything your customers want. 
AND included is clean, dust-tight, trouble-free op- 
eration. This kind of performance is being realized 
by industries everywhere — whether installations 
are horizontal, inclined, or vertical—dependability 
of performance is assured for your customers. 


LINK-BELT COMPANY 


Chicago 8, Indianapolis 6, Philadelphia 40, Atlanta, Dallas 1, 
Minneapolis 5, San Francisco 24, Los Angeles 33, Seattle 4, Toronto 8. 
Offices and Distributors in Principal Cities. 11,017 


Typical LINK-BELT SCREW 
CONVEYOR installation with 
part of cover removed to show 
flighting. 
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Dodge Diamond D Friction Clutch — 
noted for its ruggedness and simple, 


-point adj i 
pcceeurtninmcnomagaas : HERE A Dodge other Dodge“first’”— one of many Dodge“irsts” 
Diamond D Clutch in the field of power transmission machinery. 
takes the tremendous shock loads of a veneer For information on how Dodge products can 











peeler lathe. Huge logs are revolved and improve machine performance, save power 
“peeled” by knives, with 150 to 200 engage- and keep production steady, call the Trans- 
ments per hour! Precision-built clutches, ca- missioneer, your local Dodge Distributor. He 
pable.of performing dependably where profits has information on new and better develop- 
depend upon uninterrupted operation, are an- ments for the mechanical transmission of power. 


DODGE MANUFACTURING CORPORATION «© MISHAWAKA, INDIANA 





TAPER-LOCK DODGE- ROLLING GRIP TAPER-LOCK 
SHEAVE CLUTCH FLEXIBLE 


TIMKEN ~* 
BEARINGS “i No toggles! Com- COUPLING 
mechanism ever \ aaieas of in. pact. Extreme Available from stock 
devised forholding dustry’s tough- flexibility with ready to install 
wheels to shafts. est jobs. positive drive. without reboring! 


Simplest, surest 











CALL THE TRANSMISSIONEER 


—graduate of a Dodge 
factory course, quali- 
fied to help on your 
power transmission 
problems. Look for his 
name under ‘Power 
Transmission Equip- 
ment” in your classi- 


of Mishawaka, Ind. fied telephone book 





IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTI WORKS TO? TANCE orcrerRUTORs 
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You stand to gain much in dealing with your Fairbanks- 
Morse Branch as the single source for al] your 
electric motor requirements. Not the least are the 
benefits of undivided responsibility, unprejudiced 
advice and application assistance. For your copy 
of the handy “Pocket Panorama” which illustrates 
the complete line .. . write Fairbanks, Morse & Co., 
Chicago 5, Illinois. 


m4 
® FAIRBANKS-MORSE 


A name worth remembering 





DIESEL LOCOMOTIVES + DIESEL ENGINES + STOKERS - SCALES - MOTORS - GENERATORS 
RAILROAD MOTOR CARS ond STANDPIPES + PUMPS + FARM EQUIPMENT + MAGNETOS 


Axial Air Gap Motors Low-Speed A.C. Generators 





UNSEEN 
VALUES 


in every Shield Brand Tool 


QUALITY THAT 
REDUCES YOUR 
CcOosTs! 


Because of unexcelled 
a 


design, material and PERFORMANCE 
workmanship. ]HAT SPEEDS YOUR 
PRODUCTION! 


Proved because Shield Brand 
Tools are specified and used in 
every mass production 
industry. 


SERVICE 
THAT SAVES YOUR TIME! 


Over 10,000 items carried in stock; 
warehouses in principal cities; a 
complete line of tools stocked ASK YOUR 
coast to coast for prompt delivery DISTRIBUTOR TO 


to you by leading Mill Supply SUPPLY YOU WITH 
Distributors. THESE EXTRA VALUE TOOLS 


THE STANDARD JooL (0. 


CLEVELAND 
Warehouses: New York + Detroit + Chicago 
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~ How to get more Abrasive Business from 





S HIGH as the demand for abrasives by 

the Foundry industry was during the war, 

today the demand for wheels, discs and belts 

by this same industry is even higher and still 

climbing. Evidence of this increasing demand 

is seen in more than 16 million tons of castings 

turned out last year...a figure that more than 

doubles the 1939 output. Production capacity 

continues to expand, and, the present high op- 
erating level is expected to be maintained. 


This is an abrasive market that deserves the 
serious attention of every distributor who sup- 
plies abrasives by CARBORUNDUM. It is 
a continuing market for abrasive sales in quan- 
: tity. It is made to order for the industrial supply 
=~=— distributor. The Penton Publishing Company, 
“~~ __——~publishers of the authoritative FOUNDRY 
™ ee magazine, tell us there are 5,452 foundries in 
<<. “this country. As evidence of abrasive purchasing, 
s~ FOUNDRY informs us that of this total, 4,985 
} foundries operate 27,682 grinders. These units 
include stand, portable and swing type grind- 
ers. They average 5 grinders per plant, ranging 
from 2 in shops with less than 25 employees to 

27 in the largest plants. 


Abrasives by 


“Carborundum” is a registered trademark which indicates manufacture by The Carborundum Company 
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This is a market that has been on the receiving 
end of The Carborundum Company promo- 
tional program for years. To help build it for 
our distributors, a steady stream of hard-hitting 
advertising is banging out a strong product and 
service story. It persistently pushes the only 
complete line of abrasive products offered under 
one brand name. 


From snagging wheels that remove excess metal 
in a hurry to a belt that gives a fast smooth 
finish, there is a product by CARBORUNDUM 
to meet every abrasive requirement. With your 
assistance in proper selection, abrasives by 
CARBORUNDUM will give your customers 
time and cost saving figures that spell out 
efliciency and economy. 


This is a market that is well-known technically 
to The Carborundum Company engineering 
and research staff. Close contact is maintained 
to develop abrasive products and applications 
in line with advances in industrial production. 
The considerable time and money spent in this 
cooperative effort results in techniques and prod- 
ucts that do a better job, faster and at less cost. 


The size and value of this industry as a market 
for abrasive products is well-established. The 
volume and profit opportunity is there. In 
going after this business you have several ad- 
vantages when you recommend abrasives by 
CARBORUNDUM. First, you have a complete 
line of abrasive tools. You can talk to foundries 
about any grinding, sanding or finishing opera- 
tion in terms of quality, speed and economy. 
These products have a brand name that is 
known and accepted on a top performance basis. 
In recommending and specifying the proper 
abrasives and applications, your judgment is 
backed by the latest facts and information. This 
information is put together by an abrasive engi- 
neering staff thoroughly familiar with foundry 
operations. It is an authoritative basis for dis- 
cussing your customer's abrasive requirements 
intelligently. It is a basis for encouraging full 
coverage of a large volume abrasive market. 
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21,509,599.190. GLAE 


.--but no two alike! 


VER wonder how many fingerprints there 

are in the world ? We’ve checked and found 
there are approximately twenty-one and a half 
billion! Amazing? Sure! But more amazing is 
the fact that no two are exactly alike. Each is 
distinctly different ...an unmistakable “trade 
mark” which identifies its owner... and its 
owner alone. 


In like manner, the Keystone trade mark is the 
only one of its kind. 


For nearly three-quarters of a century the word 
Keystone and the symbol thereof have been 
used continuously by the Keystone Lubricating 
Company as the registered trade mark for its 
lubricating oils and greases. It has become the 
symbol of quality lubricants, respected 
throughout American industry. 


SPECIALIZED 


Yet, we have found that unscrupulous lubri- 
cant manufacturers have made unlawful use 
of the Keystone Company’s trade mark. Take 
warning! The use of the word “Keystone”, 
the Keystone symbol, or any combination 
thereof on lubricants, constitutes an infringe- 
ment of our trade mark rights and an attempt 
to defraud the public. Infringers will be 
prosecuted vigorously to the full extent of 
the law. KEYSTONE LUBRICATING 
COMPANY, 21st, Clearfield and Lippincott 
Sts., Philadelphia 32, Pa. 


Trade Marks Registered in U. S. Pat. Office; 
also with Commonwealth of Pennsylvania 


el 


LUBRICANTS 
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..- the market for 
Beau SPRING WASHERS 


—the accepted type of fastener—is immense 

and constantly expanding. Almost every one 
of your customers who buys nuts, bolts and screws—indus- 
trial plants, machine and equipment manufacturers, etc.,— 
now uses or can be sold BEALL KANT LINK SPRING 
WASHERS. 


One sale leads to another and to continuous repeat busi- 
ness for industrial distributors. 


THE BEALL HELICAL SPRING WASHER is the only 
type that has adequate “live action”, regardless of wear, 
breakdown of paint, scale, rust and bolt stretching. 


Nationally advertised to industry and purchasing agents. 


IN STOCK in all standard sizes (in cartons and bulk); 
carbon steel, stainless steel, Everdur, Duronze and other 
metals. 


BEALL T001 DIVvIsion 


HUBBARD & COMPANY © EAST ALTON, ILL. 


KANTUNK 
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The building of the present Bunting Disctibuicor i 
organization has not been a matter of weeks 
or months; it has taken yeats. 
Beginning before the war and finishing in these first 
»\ post-war years we, at Bunting, know we have the 
finest Distributor organization in our history. 
These Distributors have, instantly available’for you, 
Bunting Standard Stock Bearings and Bunting 
“Bars of Cast Bearing Bronze. The leading Distributor in 
your community is, almost certainly, the Bunting ~~ 
Distributor. The Bunting Brass & Bronze Company, 
Toledo 9, Ohio. Branches in Principal Cities. 


On, 4 ae oC) 
PRECISION BRONZE BARS 


BUSHINGS 
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F R E E to industrial distributors and 


their sales staffs. 


USE COUPON (or letter) 


for request for individual copies or for 
such numbers as you can judiciously 


distribute throughout your organization. 


Ol 
"OW Fy, Coy 
PAY 


“FILE FILOSOPHY,” a practical guide in the art of filing, is 
an invaluable aid to industrial distributors’ salesmen. It 
enables them to recommend The right file for the job, thus 
rendering good service to customers and building good will 
for the house. “File Filosophy” has become universally 
accepted as an authority in its field. Sixteen editions, totaling 
nearly half a million copies, have been printed — making this 
the most widely distributed book of its kind. 


This latest edition comes to you in up-to-the-minute form, 
with special thought given to specialization in files for dif- 
ferent uses. It reflects the leadership Nicholson holds as 
the largest and one of the oldest and most progressive file 
manufacturers in the world. 


Sto, NICHOLSON FILE CO., Providence 1, R. I. 


U.S.A. (In Canada, Port Hope, Ont.) 





Me 
i 3 R 


78.8 4 


48 interesting, instructive illustrated 
pages. Subjects include: 


© The exclusive and radically different Nicholson 
Super-Shear and Machinist’s G. P. Files. 


© Special-purpose files for Brass, Lead, Aluminum, 
Stainless Steel, Foundry Castings, Die Castings, 
Die Making, Lathe Filing, Curved Tooth and 
Shear Tooth Filing. 


¢ All representative regular-purpose files and rasps. 
© Swiss Pattern files. 

¢ History and manufacture of files. 

e File terminology. 


e Filing methods and how to get the most out 
of files. 


© Saw files and filing. 
© Precision filing. 
¢ Sharpening tools and implements. 


NICHOLSON FILE CO., 42 Acorn Street 
PROVIDENCE 1, R, |. 


copies of the new 1949 edition of 
e Filosophy.” 


Proprietor or firm name 


Address_ 
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on welders! 






















One-piece Welding Horns — A 
solid, high-conductivity, high- 
strength copper alloy casting. 
Eliminates inefficient electrical 
joints, reduces maintenance costs, 
and provides maximum current 
for spot welding. 








Calibrated Current Scale—Infinite 
adjustment and current control. 
Gives actual reading of current 
output. Allows accurate job records 
to be kept for future reference on 
identical set-ups. 





Full Spot Weld Pressure 
Adjustment—Gives infinite 





control from minimum to 
maximum pressure — es- 
pecially important for non- 
ferrous and extremely 
light jobs. 











Simple Contactor — Provides easy 
operation and control of weld 
cycle, when operated manually. 
Fasy to change over for timer oper- 
ations. Equipped with silver alloy 
contact points for maximum life. 





10” Throat Depth—You can spot 
weld to the center of a 20” sheet. 

















Wound Transformer Core — An 
exclusive Delta feature, for ex- 
tremely low watt-loss, 

















Coil Insulation—To protect against 
burn-out, double glass-covered 
wire is used in all transformer 
coils, plus a wrapping of glass- 
mica-glass insulation and fiber- 
glass tape. Coil will not ground 
out or short. 











DELTA 


MILWAUKEE 






New! Delta 5KVA 
Spot Welder 


Delivers a maximum -of 7000 amperes. 
Operates on 230v., single phase, 50/60 
cy., A.C. Welds at production rates of 
2 pes. 16-gauge clean mild steel (not 
as a limit, but as a rating). Easily con- 
verted to fully- or semi-automatic, timer- 
controlled, high-production welder. 


including power cord 4 00* 
and steel stand 


New! Delta 120-Ampere 
Portable Arc Welder 


Operates on 230 v., single phase, 50/60 
cy. A.C. A light-duty limited-input, 
transformer-type welder rated at 120 
amperes at 25 load volts, 


as shown, with helmet $] Ay" 


*Prices subject to change without notitt 
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3 New Machines! 


Each meets an existing demand! 


DELTA “Dual-Weld™ 


Combination Welder 


You can sell a 5 KVA Spot Welder 
and a 120-ampere Arc Welder 
in one combination unit — both 
for much less than the cost of 
separate units! 


Wherever there’s intermittent welding 
to do, there’s a place for this Delta 
Combination Welder. With this single 
machine, your customer can spot weld, 
arc weld, braze, and solder! He can 
work on fine wire without burning or 
overheating — and spot weld up to 
16-gauge steel on a production basis. 
He can change from one operation to 
‘another in a hurry. 


That gets you many an order for 
this useful machine. That — and these 
other good reasons: 


1 The price of this dual-purpose unit 
is considerably under that of an in- 
dividual 5 KVA spot welder and a 
120-ampere arc welder. That's due to 
Delta’s unique design, careful engi- 
neering, and high-production methods, 


TEAR OUT COUPON AND MAIL TODAY! 


DELTA MANUFACTURING DIVISION 
638D E. Vienna Ave. Milwaukee 1, Wisconsin ~ 


Complete information on 
the new Delta welders has 
been mailed to all Delta 
distributors. If you have 
not received it as yet, send 
in the coupon today! 


feeueeeeeueeesees 


2 Delta is a name your customer knows 

he can count on for high quality It’s 
a new name in welding — but in 
metalworking and woodworking 
plants, in schools, and in home work- 
shops, low-cost Delta Machine and 
Power Tools have long been recog- 
nized as the finest. 
You can extend liberal credit terms 
under Delta's deferred payment plan. 


Your Delta district man can give 
you the full story of the new Delta 
Combination Welder—and of the new 
Delta 5 KVA Spot Welder and Delta 
120-ampere Portable Arc Welder. Ask 
him about them. Order samples for 
display and additional units for stock. 


DELTA MANUFACTURING DIVISION 
ROCKWELL MANUFACTURING COMPANY 


Send me complete distributor information 
on the new Delta Welders. 


Name. 
Title. 
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CHICAGO SCRE 
AUTHORIZED 


EW C 
oF TRIBUTOR 


EVERY ONE A V.I.P. 


First and foremost, of course, in our distributor policy is 
the maintenance of the highest standard of quality, accuracy 
and dependability in every one of our products he sells. 


Every one of our distributors is a Very Important Person in 
our estimation. His work in the field .. . his sales and tech- 
nical problems . . . and his happiness with our products are 
of vital concern to us. 

Our crew of factory-trained salesmen give individual atten- 
tion to each of these VIP's in his territory — in a personal, 
interested manner. Not only are they concerned with distrib- 
utor dilemmas, but they are alert to make every assist possible 


in the field. 


See us at the Triple Mill Supply Convention * Conference 


Booth No. 809 + April 25-26 * Cleveland, Ohio 


Chicago “SAFETY PLUS” Products include: 


Socket Head Cap Screws * Socket Set Screws °* Stripper 
Bolts * Square Head Point Set Screws * Socket Pipe 
Plugs ¢ Keys for “SA PLUS” Products * Hexagon 
Head Cap Screws * Square Head Cup Point Set Screws ° 
Headless Set Screws ¢ Fillister Head Cap Screws * Taper 
Pins ¢ Milled Studs * Semi-Finished Hexagon Nuts ° 
Semi-Finished Hexagon Castellated Nuts. 


Our method of selective distribution, margin of profit, sturdy 
packaging and aggressive advertising combine to assure our 
distributors that Chicago “Safety Plus’ Screw Products are 
made right and sold right. 
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Spectrographic analysis is but one of many 
Controlled Quality tests conducted by the 
Ladish Metallurgical Laboratory. 


Unsurpassed metallurgical stand- 


ards...are important safeguards 
by which Controlled Quality as- 


sures Ladish fittings of maximum 
physical properties necessary for 
peak performance... extra protec- 
tion that you value more with each 


added year of reliable service. 





A COMPLETE LINE PRODUCED UNDER ONE ROOF 


(001 ..°2 YS 
LADISH CO) 


CUDAHY, WISCONSIN 
MILWAUKEE SUBURB 
DISTRICT OFFICES: New York © Buffalo « Pittsburgh « Philadelphia 
Cleveland « Chicago « St. Lovis * Atlanta « Houston « Los Angeles 


TO MARK PROGRESS 


piping system deserves the protection of Controlled Quality fittings 











In your plant, no matter what the handling 
problem or how difficult the layout, Richards- 
Wilcox Conveying Equipment can lower costs 
and speed production. Find out which R-W 
Conveyor most advantageously fits your pro- 
duction picture. 


1. Tru-Tred Beam Track Over-Way Systems— 
For heavy duty handling and electric hoist 
service—eight different sizes of track. Designed 
to handle heavy loads over long spans with- 


There’s a 
Richards-Wilcox 
Conveyor 


for Every Job 


out superstructure—capacity 8,000 pounds. 


2. Lock-Joint Trolley Track and Ball-Bearing 
Hangers—Tubular track systems for handling 
lighter loads with maximum flexibility —capac- 
ity 3,000 pounds. 


3. Zig-Zag Continuous Power Conveyor—For 
smooth continuous movement of light loads 
within confined areas, and the handling of 
products through de-greasers, dip tanks, spray 
booths, drying ovens or similar applications. 


Your nearest Richards-Wilcox branch will gladly furnish you with 
full details and complete engineering consultation without obligation. 


RICHARDS 


a et-deeke 


ilcox Mfg. Co. 


“A WARGES FOR ANY DOOR - THAT SLIDES” 
AURORA, ILLINOIS, U.S.A. 


Branches: New York Chicago Boston Philadelphia Cleveland Cincinnati Washington, D. C 


. U.S, Pat. Off. 


Reg 
OVER 69 YEARS 


Des Moines 
Seattle 


St. Louis New Orleans 


San Francisco 


Indianapolis 
Los Angeles 


Kansas City 
Pittsburgh 


Minneapolis 


Denver Detroit Atlanta 











® It’s simple arithmetic. And it’s good 
business, too. on This PEERLESS High Speed Expansion Reamer is 
the best you can buy, regardless of price. When it becomes dull it may 
be expanded and resharpened, not once but many times. The number 
of times that it may be restored to its original serviceable condition 
depends on the care you give it. > og For helpful hints on the proper care 
and sharpening of expansion reamers, ask our nearest Stockroom to 
send a Service Representative, or... 


Telephone Your Industrial Supply Distributor 


THE CLEVELAND TWIST DRILL CO. 
1242 East 49th Street Cleveland 14, Ohio 


Steckreoms: New York 7 © Detroit 2 ¢ Chicago 6 * Dallas 1 * San Francisco 5 * Los Angeles 11 
E. P. Barres, Ltd., Londen W. 3, England 





- 


ASK YOUR §INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER Cleveland TOOLS 


SS 
~— cr ¢ 
49> ee, 
PLE VEL EAS) 1 
pooteeand 
DISTRIBUTORS EVERYWHERE 
are ready.to poe yous ) ) 





this advertisement reaches your customers who read the leading magazines in the metal-working field. 
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Passing strands of Wickwire Rope through a special roller 
head causes them to set in a wave-like pattern. The result 
is WISSCOLAY Preformed—a rope that not only lasts 
longer than non-preformed rope, but is_kink-resistant; 
easier to cut, splice and install, and safer to handle. 


Before any order of WISSCOLAY Preformed is run off, 
samples are subjected to several tests—most important of 
which is the Strand IIelix Test. Individual strands are 
placed between the plates of the testing apparatus and 
checked with a micrometer. These tests are made by in- 
spectors whose approval demands that the helix diameter 
be controlled within the closest of tolerances in meeting 
the specified standard. 


This and countless other tough tests, coupled with over 
125 years of wiré-working know-how, make Wickwire Rope 
the logical choice of rope users who demand the utmost in 
performance, safety and long life. 

Wickwire Distributors and Wire Rope Engineers in key 
cities. everywhere are ready to help solve your wire rope 
problems and to provide prompt delivery of the rope you 
need: Wickwire Rope is available in all sizes and construc- 


tiéns—both regular lay and WISSCOLAY Preformed. 


" 


THIS 82-PAGE BOOK ON WIRE ROPE IS FREE. 
WRITE FOR YOUR COPY TODAY! 


Thousands of wire rope users have found that the informa- 
tion packed in the pages of “Know 
Your Ropes” has made their work eas- 
ier. It’s full of suggestions on proper 
selection, application and usage of wire 
rope. It’s easy-to-read and profusely il- 
lustrated. For your free copy, write— 
. Wire Rope Sales Office, Wickwire 
Spencer Steel, Palmer, Massachusetts. 


WICKWIRE 


A PRODUCT OF THE WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL AND IRON CORPORATION 


WIRE ROPE SALES OFFICE AND PLANT—Paimer, Mass. EXECUTIVE OFFICE—500 Fifth Avenue, New York 18, N. Y. 


SALES OFFICES—Abilene (Tex.) + Boston « Buffalo * Chattanooga * Chicago * Denver + Detroit + Emlenton (Pa.)+ Fort Worth » Houston » New York «Philadelphia + Tulsa 
- PACIFIC COAST SUBSIDIARY—The California Wire Cloth Corporation, Oakland 6, California 


E SUBSIDIARIES 
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New SKIL on vt 
a Tools Distributor Franchi 
PROTECTS YOUR MARKETS! 


We believe in support for our distributors assurance of volume... profits. ..and support. 
_..and the new SKIL Tools Distributor Franchise Study all 7 points. Evaluate each one 
means just that. Each of its 7 important points thoroughly --: in i your own 
offers the kind of cooperation aggressive dis- business. Then, let’s get together and talk it 


tributors want...and deserve. i over.-: soon! 









mee, 


MARKET PROTECTION UNDER 
THE SELECTIVE DISTRIBUTION PLAN 


In every trading area and in all three major fields (Industrial, Construction and Autom 
_.. SKIL Tool Distributors are carefully selected, carefully limite 

bigger volume . - - faster turnover --- bigger profits for all. Each distributor gets 4 bigs 

the whole available market - - - because SKIL Tools are sold only through authorized & 

tors, and all inquiries are referred directly to them. It's a close-working, profitable 


relationship that insures volume and profit for the authorized SKIL Tool Distributor 


HERE'S JUST A 





SKIL Tool LINE 





ae" 
f f advantage fo p 


| the 7 points 
‘zed 405 To 


o 
ol Distributor 











- 


A COMPLETE LINE SALES TRAINING 
OF QUALITY PRODUCTS FOR DISTRIBUTOR PERSONNEL 





AGGRESSIVE 
MERCHANDISING SUPPORT 





MARKET PROTECTION UNDER PROMPT AND EFFICIENT 
THE SELECTIVE DISTRIBUTION PLAN REPAIR AND PARTS SERVICE 





Autom 
d that! 
. bigs 
ized di 
able b 
sutor. 


TRADE-MARK 


PERSONAL ASSISTANCE SKILSAW, INC., 5033 Elston Avenue, Chicago 30, Illinois 


Factory Branches in Principal Cities 


FROM SKILSAW REPRESENTATIVES in Canada: SKILTOOLS, LTD., 66 Portland St., Toronto, Ont. 











On the production Floor--:-: 


ere 


sales Floor, too! 


ow IN pRODUCTION: Assembly rolls along smoothly in high s¢@* with 
American Phill s that tur ight and tight every time 
meled 
ut-of- 
ion American Phillips 


ark of Americao Phillips’ cornerless, crossed 
pia of top cars and trucks - - - a feature looked for 
It means 20 unsightly burred heads to mar sales appeal 
++ means extra yibration-resistance to keep bodies 

is double-feature of production 


AMERICAN SCREW COMPANY, PROVIDENCE 1, RHODE ISLAND 
Chicago 1: 589 E. HWinols St- Detroit 2: 502 Stephenson Bullding 
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THROUGH PEAK DRIVE EFFICIENCY 


Here’s plain talk about American Econ-o-Matic Drives that will enable you to save vital 
production dollars for your customers. Amortized over a short period of time, the low initial 
cost of an American Econ-o-Matic Drive can be figured in pennies! Yet where else could 
your customers invest these few pennies and be sure of getting big dollar returns like these: 


75% Less Downtime! Automatic belt tension control means longer belt and 
bearing wear. Actual reports show labor costs and downtime for belt and 
bearing maintenance are reduced at least 75%! 


15% More Production! Because belt slip is eliminated, driven speeds are 
sustained even at peak loads—resulting in production increases up to 15%! 


Double Belt Life! The American Econ-o-Matic Drive is the only Drive that 
instantly, automatically matches belt tension to the load! Belt slip and 
excessive belt tension—the two major causes of belt failure—are positively 
eliminated. Actual job reports from many plants proving that belt life has been 
doubled are available upon request! 


It's easy to sell your customers'‘‘dollar 
savings’ instead of ‘penny savings” 
when you handle American Econ-o- 
Matic Drives. For franchise details 
—and complete selling ammuni- 
tion— drop us a line, today. 


4216 WISSAHICKON AVE., PHILADELPHIA 29, PA. 
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’ MORSE: FRANCHISED 


DISTRIBUTOR 


AN . & Suge LU your 
To ol Requiremenis— 


Watch the May issues for CONTEST WINNERS! (Best names for New Dril!) 
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It’s a long way, in only 85 years, from the invention 
of the first twist drill by Stephen Morse . . . to today’s 
full Morse Line of drills, reamers, taps, dies, end mills, 
milling cutters, wood bits, and special cutting tools 
made to your order. But now Morse is moving ahead 
faster than ever before, in research, in service, and with 
new products like the small drill that gives 50% more 
production. Always see or call your Morse-Franchised 
Distributor’s salesman ... he’ll give you top service 
on all these top tools. 

An Unbeatable Combination: Morse-Franchised 
Distributor Service ... and Morse KNOW-HOW! 


Sold Exclusively Through Morse-Franchised Distributors 


BRANCH WAREHOUSES: NEW YORK, DETROIT, DALLAS, CHICAGO, SAN FRANCISCO 
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3 popular types from 
a complete line... 





3 and 4 plies, each ply 
approximately %"' thick. 








KeaM AIR CELL 
PIPE INSULATIONS 
for temperatures up to 300° 








Fine corrugated, 4 and 6 plies, each ply approximately 1/6’’ thick. 


When you sell any of these K&M Low 
Pressure Pipe Insulations, you supply 
a product that offers many advantages 
over insulation of ordinary air cell 
construction. 


K&M Air Cell Pipe Insulation provides 
increased mechanical strength . . . the 
alternate layers of corrugated and flat 
asbestos felts are firmly bonded by 
a special laminating process. It has 
greater rigidity ...the strong, arch- 
shaped corrugations run the entire 
length of each section. It assures mini- 
mum heat loss...due to the larger 


number of dead air cells. ©” Special fine corrugated, 4, 6 and 8 plies, 
‘ each ply approximately Yg"’ thick. 








Other sales features include: light 
weight ...less effort to handle; split 
construction ...for easy application. 
Wrapper strip acts as hinge, enabling 
one man to snap sections quickly in 
place. Supplied in regular 3’ sections, 
in standard thicknesses and sizes. Com- 
plete with canvas jacket and brass 
lacquered bands. 





Write for further information regard- 
ing these and other K&M insulating 
products. Your inquiry will receive 


prompt attention. y 
ANatine made bisbeslos... 


Keasbey & Mattison has made it serve mankind since 1873 


KEASBEY & MATTISON 


COMPANY e AMBLER ee PENNSYLVANIA 
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Check 


@ ¢ 
this List / 
* Proof Coil Chain” 
* BBB Coil Chain’ 
* Hi-test Chain* 
*McK-Alloy Chain* 
*lron Dredge Chain* 
* Feed Chains 
¢ Conveyor Chain 
* Ohio Pattern Cow Ties 
* Victor Breast Chains 
* Harness Chains 
* Tie-Out Chains 
* Halter Chains 
* Wagon Chains 
* Breast Chains 
*Trace Chains * Heel Chains 
*Pump Chains *Log Chains* 
* Well Chains 
*Stage Trace Chains 
* Stretcher Chains 
* Victor Pattern Coil Chain 
* Twist Link Coil Chain 
*Sash Chain 
*Machine Chain 
* Tire Chains 
*Sling Chains* 
*Repair Links * Chain Hooks 
*These Chains are 


always Proof Tested 
CHAINS 

for Every Use 
from ONE Central 

Source 


mnenenniemmanaenannmand 





McKay is the chain line that most 
dealers prefer for all-around satis- 
faction. Made in types and sizes to 
fill every requirement, McKay “En- 
gineered” Chain offers steady and 
profitable sales volume. 

When you stock McKay “Engi- 
neered” Chain you make “every sale 


—every time”... for you can supply 


your customers with exactly the 
chains they need for every home, 
farm, shop and factory use. 

For full details on the many types 
and sizes of McKay Chain available 
—see your nearest McKay jobber or 
representative. Write us for his name 
and address. 


FOR MORE INFORMATION — 
See your Jobber or Write Direct... 


WELDING ELECTRODES 


‘McKAY BUILDING 
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COMMERCIAL CHAINS . 
en as Th heed 


A bs See. 
PITTSBURGH 22, PA. 


. TIRE CHAINS 











MAINTENANCE work zips up amazingly when ‘‘Porto-Power’’ goes 
on the job. It’s so exclusively superior to old methods and other 
devices that Blackhawk ‘'Porto-Power’’ has become standard 
maintenance equipment in progressive shops, large and small. 
Why? This patented versatile hydraulic jack has exclusive attach- 


PRODUCTION operations are often speeded by building simple, 
fast-acting, hydraulic home-made fixtures and tools—using stand- 
ard, attractively-priced Blackhawk ‘‘Porto-Power’’ pumps and rams. 


ments for push, pull, bend, clamp, spread and press jobs, And 
remote control permits safe, all-directional action. Hand operated 
or electrically pp wa pumps plus rams of 2, 4, 7, 10, 20 and 
50-ton capacities serve every maintenance job requiring con- 
trolled force. And, Porto-Power cuts down accidents, too! 


MACHINERY ADJUSTMENTS are rushed by Blackhawk Wrenches. 
LOCK-ON feature pects sockets 
1¢e 


A patented ‘‘Thumb-Release’’ | ] 
and wrench handles to build into integral assemb 
dental, dangerous disengagement. 
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SHIFTING AND MOVING MACHINERY was once a back-breaking, 
time-taking, crow-bar wielding operation. Today a ‘‘Porto-Power"’ 
toe-lift combination can be assembled on the spot to safely lift 
machinery for levelling, shifting, or placement on rollers. 


TESTING to assure proper uniform stress on nut and bolt assem- 
blies is accomplished with Blackhawk Torque Indicators. Black- 
hawk’s ‘‘Torkflash’’ flashes a light when operator has pulled to 
desired tension. These instruments are low-cost, durable. 


“FOR EVERY CUSTOMER...BLACKHAWK FURNISHES LOW-COST, 
WIDE-UTILITY, PORTABLE EQUIPMENT 


6 


WEIGHING VAST TONNAGES, testing strengths of materials and 7 ASSEMBLY jobs requiring force-fitting get the above answer for 


pressing to pre-determined pressures are feats of Blackhawk Hy- 
draulic Jacks equipped with simple, low-cost gauges. 


PIPE BENDING is now done efficiently and at surprisingly low 
costs when using Blackhawk ‘‘Porto-Power’’ with Blackhawk Pipe 
Bending attachments. Up to 4°’ diameters are handled. Either 
hand-operated or electrically-driven pumps are standard. 


HYDRAULIC 


HAND JACK 
HY 


rapid output. It’s inexpensive to use a standard ‘‘Porto-Power’ 
hydraulic unit in a ‘‘Porto-Power’’ bench press-frame. 


INDUSTRIAL SUPPLY SALESMEN .. . HERE’S 
THE BIGGEST SALES-MAKING IDEA OF ALL! 


Show your Blackhawk catalogs to every 
customer in your territory. They'll spot 
dozens of valuable ideas, of which the pic- 
tures shown here are just a small sample. 
Wherever you call, there is something in 
your Blackhawk catalogs which the cus- 
tomer needs for profitable operation. Let 
’em know you're the source of supply... 
they’ll be thankful for your thoughtfulness 


and business is sure to follow. 


fons 
and socke 
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THIS NEW 


CUTTING TOOL 
is slashing 

time and costs 
on heavy-duty 


stock removal 


RESINALL METALITE® BELTS 


The reports are rolling in— "Two to four 
times more production with the new RESIN- 
ALL METALITE Backstand Belt." "“RESINALL 
METALITE Cloth Belts produced 113 pieces 
as against only 37 by our former belt." 
“Our regular belts last one day — the 
new RESINALL METALITE Belts lasted four 
days." 


SEE IT IN ACTION 
Watch the new RESINALL METALITE Belt in 


our own shop on your own work. Our Field 
wetted will be glad to make this demonstra- 
tion without any obligation. Write us about 
it today. 


BEHR-MANNING -: TROY,N.Y. 
WRORTON abrasives 


ALSO QUALITY OILSTONES FOR INDUSTRIAL NEEDS 
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In heavy-duty grinding or finishing, RESINALL 
METALITE Belts cut faster — cooler — longer. 
The reason is simple. A heat-proof, thermo- 
setting resin bond locks the abrasive grains 
in place for “keeps” and won't soften and 
load up when the sparks fly under fast, con- 
tinuous heavy-duty grinding. RESINALL MET- 
ALITE beats the heat. 


1949 








tell your customers about the tube coupling that assembles 








STANDS UP BETTER UNDER VIBRATION 


Because they keep tubing deformation 
at the minimum, Imperial Hi-Duty 
Fittings withstand over 5 times as much 
vibration as joints made with compres- 
sion or flared brass fittings. (See chart 
below.) Sleeve is a part of nut, thus 
assuring perfect alignment with tubing 
in assembly. 


Comparative Vibration Test Results 


MUMBER OF VIBRATIONS IN CYCLES 
209 200009 10 €62202 $39639 


+ 








Flore Fitting foiled oie 72,450 cycles 
+ + es + 


Compression Fitting failed after 79,350 cycles 
‘ : ; ' 1 








withstood over 400,000 cycles 








FOR O.D. 
TUBING SIZES 
FROM %" TO 34" 








é 


EASIER AND QUICKER TO ASSEMBLE 


Fitting comes with nut assembled. You 
simply push tube into fitting and 
tighten the nut to make depend- 
able, pressure-tight, leak-proof 
joints. No loose sleeve to con- 

tend with... no tube flaring 
required. 





With Imperial Hi-Duty Fittings you offer your customers a 
better fitting—one that gives them all the advantages illus- 
trated. Use it as a business builder. Now being used as 
original equipment by many manufacturers. 


With the growing use of aluminum tubing, Imperial 
has developed the Aluminum Hi-Duty Fittings. They offer 
such advantages as light weight, 


C os high strength and good corrosion 
a aoe) resistance, Ask for Bulletin 365. 
, ees Ask for Catalog 350 

and Bulletin 365 


IMPERIAL 


REPEATED TIGHT RECONNECTION 


Sleeve shears off at groove 

when nut is tightened and 

becomes attached to tubing. 
creating a union joint which will make 
repeated reconnections. 





TUBE FITTINGS over 2000 STOCK ITEMS. 


Catalog 350 shows a wide range of — 
sizes, types and styles. Write for copy. 


‘Look for the Diamond) on every fitting you buy” 








THE IMPBRIAL BRASS: MANUFACTURING COMPANY e 511 South Racine Avenue, Chicago 7, Illinois 
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YOU CAN SELL 
REX 
TABLETOP | 


Conveyor Chain 





TO... 





Rex Table Top Chain is a natural conveyor for 
any of these applications . . . the smooth-travel- 
ing chain that easily handles all types of con- 
tainers. The simple design of this sturdy chain 
. +. a one-piece platform link and pin are the 
only parts... assures greater steadiness and 
longer life. Because there is no continuous gap 
across the width of the link, there is nothing to 
catch or trip containers at transfer points. 
Smooth as a belt but as positive and durable as 
a chain. It’s a chain that stays cleaner and is 
easier to clean when necessary. 


... sell Rex Table Top, you have Catalog No. 47-15 that 
gives the complete facts on Table Top ...a mailing piece and 
envelope stuffer that can make sales calls for you... and the 
handy little Table Top Notebook that not only tells the Table 
Top story, but is a useful memorandum book for your cus- 
tomers and prospects. 


Use these sales tools ... call on the breweries, bottlers, 
canners and plants that handle small parts and packages and 
you'll see that é?’s easy to sell Rex Table Top. If you need any 
additional sales help or information, write us.We’ll be happy 
to assist. Chain Belt Company, 1622 West Bruce Street, 
Milwaukee 4, Wis. 





DRIVE’ AND CONVEYOR CHAINS 


FIRST FOR LASTING SERVICE 
ee 
now available from stock 
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no other 
distributor-cooperation 
will outperform 


UNIONS 


/ ¢ National Advertising That Features You 


This year, Union is publishing well over 1,000,000 hard-slug- 
ging sales messages in foremost industrial magazines. These 
dramatic, full-page-and-color advertisements do double duty. 
By pounding home two basic ideas — ‘‘NO OTHER CUT- 
TING TOOL WILL OUTPERFORM A UNION” and 
“CONTACT YOUR LOCAL DISTRIBUTOR’’—they build 
nation-wide business for Union ... and steer that business 
directly to you! 





2 ¢ Merchandising That Sells For You 


For your point-of-sale, Union supplies a timely tie-in with the 
national campaign. An attractive counter display for featuring 
each Union ad as it appears, while pockets on either side con- 
tain fact-full folders — with your imprint — which are equally 
effective as direct mail. In addition, tell-at-a-glance decimal 
equivalent and drill size charts make selection easier for the 
customer... and selling easier for you! 


3S ¢ A Distributor Policy That Protects You 


In Union’s statement of policy, everything — from allotment 
of territories to technical aid from factory-trained personnel — 
is down in black and white. It even includes this exclusive 
Union advantage — your listing in a special two-page insert 
in the 1949 THOMAS’ REGISTER. Ask to see this policy. 
Read how Union puts the final seal of 100% cooperation on a | 
promotional package filled with steadily growing profits! § e 


UNION TWIST DRILL COMPANY, ATHOL, MASSACHUSETTS 
MILLING CUTTERS e« GEAR CUTTERS e¢ TWIST DRILLS « HOBS e« REAMERS « CARBIDE TOOLS 
We own and operate S. W. CARD MANUFACTURING CO. Division, Mansfield, Mass., Taps, Dies, Screw Plates. 
BUTTERFIELD DIVISION, Derby Line, Vt., Taps, Dies, Screw Plates, Reamers. 

BUTTERFIELD DIVISION, Rock Island, Que., Milling Cutters, Twist Drills, Hobs, Reamers, Taps, Dies, Screw Plates. 
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MODEL A HEAVY DUTY 
PINKING SHEARS 


Designed for pinking heavy fabrics, air- 
plane cloth, overcoating, upholstery fab- 
rics. Will also cut light fabrics perfectly. 
Oversize teeth, aluminum frame, high car- 
bon steel blades. 1012” long, 4%” cut. 


STRAIGHT TRIMMERS 


Most popular pattern made. Widely used 
in both industry and home. Crucible steel 
inlaid blades. 10’’ and larger have two 
sharp points and are fitted with special ad- 
justable steel bolt and nut. 6” to 12” sizes. 


forved 
Thope ly 


ont... 


FAMOUS WISS 
SCISSORS AND SHEARS 


DOUBLE-BLUNT 
POCKET SCISSORS 


Also popular in schools and for small chil- 
dren. Solid steel, light flat pattern. Plain 
bow handles. Fully nickel plated. No. 164, 
4", No. 165, 5”, No. 166, 6”. 


BENT HANDLE TRIMMERS 


Shaped like tailors’ shears with bent han- 
dles. Ideal for cutting out patterns, etc. 
Crucible steel inlaid blades. 10’ and larger 
have two sharp points and are fitted with 
special adjustable steel bolt and nut. 6” to 
12” sizes. 
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METAL CUTTING AND 
HEAVY DUTY SHEARS 


Extra rugged construction, capable of cut- 
ting light metal. Widely used by dental 
technicians, florists, auto body trimmers, 
etc. Crucible steel inlaid blades with screw 
and nut. No. 1 D.S., 8” long. 


DOUBLE-SHARP 


SEWING AND EMBROIDERY 


Solid steel oval pattern, plain bow or ring 
handles. Double-sharp points. Fully nickel 
plated. 6 sizes, from 342” to 6”. 


HEAVY PATTERN 
SEWING SCISSORS 


Solid steel heavy, flat pattern. Plain bow 
handles. Fully nickel plated. No. 155, 5” 
long, No. 156, 6” long. 

QUALITY 

For More Than A Century 


J. WISS & SONS CO. 
NEWARK 7, NEW JERSEY 











Ecouomeze Space—Time —Effort 4 
Tucrease Profits a : 

















NOTHING LIKE IT 
ON THE MARKET 


Valve service NOW 
modernized with 
greater profits— 


increased efficiency and decreased overhead 
with No. 1795. Everything handy. 





For efficient and profitable operation—this is 
the cheapest investment you can make. Has 
disappearing rack for cylinder heads—Valve 
in sequence rack—Space for all necessary 
SIOUX units, wrenches and other equipment, 
plus other advantages. SEE IT TODAY at your 
SIOUX DISTRIBUTOR. 

Length 8 ft., Height 6 ft., Depth 28 in., 
Bench height 33 in., durably constructed of 
steel—white enamel finish. 





Sold Only Through Authorized SIOUX Distributors 
ARN 


SU Ks 
ary 
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STANDARD THE WORLD OVER 








“Where can I get 
compact, high quality, 


\ cy high pressure Gate Valves 


ye for general service?” 
J 
\ 








Operating men everywhere 
rate these valves as 
tops for general gate valve service including meter 
and gauge lines, drip and drain lines, etc. 
Series 9850 valves have drop forged carbon steel bodies 
and konnets, rolled in 1 1!/.-13% chrome stainless 
steel seat rings which can be easily renewed, and 
a solid stainless steel wedge. A ground joint insures 
tightness between body and bonnet. The stuffing box 
can be repacked under pressure when the valve is open. 


Also available is Series 9750, completely 
fabricated from 18-8 stainless steel for services 
«Series 9850 where internal or external corrosion is severe. 


EEL} hand ent oo Series 9850-F8 valves have 18-8 stainless steel 


for UEDE00 pounds qunerel servic trimmings and carbon steel bodies and bonnets. 
Union Bonnet © Ground Joint © Inside 
Screw Stem @ Renewable Seat Rings 
® Solid Wedge — Slotted Type ® 11'/2- 


13% Chrome Stainless Steel Trimmings WEN RY VOG T MA CH i i E co. 


Sizes 1/4" to 2" inclusive. Leuleville 10, Ky. 


BRANCH OFFICES: NEW YORK e PHILADELPHIA 
CLEVELAND e@ CHICAGO e ST. LOUIS e DALLAS 





DROP FORGED STEEL VALVES 
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Du Pont "Cordura”’ 


yarn gives these 
products high strength 
at low cost 
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V-BELTS made with Du Pont Cordura* High 
Tenacity Rayon are stronger .. . have longer 
life. Because of their strength, “stretch” is vir- 
tually eliminated. There is less slip. You have 
fewer take-ups and less maintenance. 


TIRES run cooler, resist excessive bruising and 
ruptures under the most punishing operating 
conditions when the carcass contains “Cor- 
dura.” The thinner carcass made possible by 
strong “Cordura” cords not only contributes 
to better performance, but also reduces raw 


material costs. 


- CONVEYOR BELTS sinewed with “Cordura” 
are light in weight. They’re easier to carry 
about, install and take down. And for long-lift, 
fixed installations, “Cordura” provides neces- 
sary extra tensile strength plus remarkable 
troughability and resilience. 


ete 
A — HOSE reinforced with “Cordura” offers many 


advantages. Safety factors can be well-nigh 
doubled. Or hose weight can be reduced— 
sometimes as much as 50%. And “Cordura”- 
reinforced hose has greater flexibility, extra 


durability. 


*REc. U. S&S. PAT. OFF. 





Help your customers PROFIT with “Cordura” | 
Inherently stronger than natural fibers commonly used f ry 
... and usually more economical! “Cordura” is a yarn HIGH 


your customers can’t afford to overlook. Remind them 
about the advantages of products made with “Cordura.” 
And perhaps you can help customers find still another 

aS 


use for “Cordura.” Du Pont will be glad to furnish a 
i i Ree u.s PAT OFF 


E.I.du Pontde Nemours & Co.(Inc.), Wilmington 98, Del. 


For rayon ... for nylon.. . for fibers to come... look to BU PONT 
INDUSTRIAL DISTRIBUTION ¢ APRIL, 1949 
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ARMSTRONG TOOL HOLDERS 
are an Industrial Distributors Success Story 


Few, if any, industrial products have ever attained the wide distri- 
bution of ARMSTRONG TOOL HOLDERS which are used by over 
96% of the Machine Shops and Tool Rooms; are the standard tools 
the world over. wherever metal is machined. This tremendous sell- 
ing accomplishment is a tribute to the capabilities of the nation’s 
Industrial Distributors and their salesmen, for ARMSTRONG TOOL 
HOLDERS have always been sold through Industrial Distributors. 


ARMSTRONG TOOL HOLDERS and TOOLS pro- 
vide a continuous source of sales and profits to 
those distributors who go after this ever-present 
business—who capitalize on this universal pref- 
erence of ARMSTRONG Quality and catalog, 
stock and sell ARMSTRONG Lines “Across-the- 
Board.” | 





ARMSTRONG 
TOOLS 





ARMSTRONG BROS. TOOL CO. 


"The Tool Holder People’’ 
5205 W. ARMSTRONG AVENUE + CHICAGO 30, ILL. 
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This is one of a series of ads that 
are appearing regularly in DO- 
MESTIC ENGINEERING; FACTORY 
MANAGEMENT AND MaAINTE- 
NANCE; HEATING, PIPING AND 
AIR CONDITIONING; MILL AND 
FACTORY; and PURCHASING. 





@ Every month another double-barrelled Spang ad reaches your 
customers and prospects through leading trade journals. These ads remind them that you 
treat everyone's demands for pipe with equal consideration. Each ad also directs customers 
to you... not only for Spang CW Pipe but for fixtures, fittings, valves and all the other things 


you have to sell. 


Messages like the one above are just one of the ways we are trying to help you. Recently we 


replaced existing equipment with a new 10-stand Continuous Weld pipe mill for producing 


VY" to 1%” sizes. While this new mill will not increase production enough to help increase dis- 


tributors’ stocks materially, it is tangible evidence of our continued efforts to make greater 


quantities of Spang CW available for your customers. 


SPANG-CHALFANT 


Division of The National Supply Company 
EXECUTIVE OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Chicago; Detroit; 
Houston; Los Angeles; New York; Philadelphia; Pittsburgh; 
St. Louis; San Francisco; Tulsa 
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At Cast! K WIRE ROPE HANDBOOK 
FOR THE MAN ON THE JOB! 


I It’s different . . . It’s easy to understand 
'smew.,. 





TABLE OF CONTENTS 


Introduction 


Section | 
Installing, and Operatin 


Unteeling, UNCoiling, Spoolin 
Sheaves and drums, break. 
eration, lubrication, ins 
abuses, when to get ar 


9 Wire Rope 


N€W rope, 
Section I] 


Selecting the Correct Wire Ro 
Strength, flexibility, resistance to abrasion, 
crushing Strength, dimensions, Strands and 
rope Construction, 8rades of Stee], fabrica- 
tion, type 


of core, lay, examples of orders, 
and where to buy rope, 


Pe for the Job 


Section ij 


Catalogue of Standard 


J&L Wire 
Rope Constructions 


Section IV, "98 Se abe cx 
Standard Fittings, 


Available with J&L Wire Rope 





General Recommen 
Standard Equipment 





' 
SEND FOR YOUR COPY NOW! 


Jones & Laughlin Steel Corporation 
420 Jones & Laughlin Building 


» Pittsburgh 19, Penna. 
£' 


Gentlemen: 


e—4 ‘ r 
its handy siz 34" x TY8! Please send me a free copy of Hg 
stantly on his job. And its handy new handbook “Wire Rope i 
ire rope con 
who handles w 


I 
1 
4 
i 
1 
£ 
: 
i 
king! : 
r the asking! ~— 
dy for instant reference. It’s yours fo Dietitian’ 
. rea oO 
—fits into your pocket, y | 
i] 
1 
I 
i 
‘ 





Name 





N 
JONES & LAUGHLIN STEEL CoRPORATIO 


FINISHED 
. LLED AND COLD 

al ius SAR OND SHAPES. © STRUCTURN. SHAPES. © WOT AND MLL 
From its own raw Du ff ARS AND SHAPES « S ULAR, WIRE AND TIN L 
sae nae - IP AND SHEETS » TUBULAR, 

mt steel products, as wellas = > en orp 


. Y 
:. in OTISCOLO 
certain products 


hi-tensile steels a 
" PE © COAL CHEMI 
PRODUCTS + “PRECISIONBILT” WIRE RO — 
— INDUSTRIAL DISTRIBUTION © APRIL, 
40 
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1, Exclusive Sales Features: Simonds process of Crescent 
Grinding does uniform job on both sides at once 
—gives even taper. Large raker gullets prevent 
“choking up.” These, plus Simonds special methods 
of tempering and testing, guarantee the finest 
cross-cut saw that can be made. 


Quality Name: Simonds is most experienced U. S. 
saw-maker ... makes only first quality lines... 
no secondary grades. 


Simonds Tie-In Sales: Special “Red Tang” Cross- 

cut Files, saw handles, setting hammers and blocks, 
frames, and other crosscut saw tools. Also Simonds 
Abrasive Company’s Borolon Saw-Gumming Wheels. 


That’s why Simonds Crescent-Ground Crosscuts give 
you the /op cut in profits! Get in touch with the 
nearest Simonds office. 


BRANCH OFFICES: 1350 Columbia Road, Boston 27, Mass.; 127 S. 
Green St., Chicago 7, Ill.; 416 W. Eighth St., Los Angeles 14, 
Calif.; 228 First St., San Francisco 5, Calif.; 311 S. W. First 
Avenue, Portland 4, Ore.; 31 W. Trent Avenue, 

Spokane 8, Washington. Canadian Factory: 

595 St. Remi St., Montreal 30, Que. 


B= AND STEEL CO. 
FITCHBURG, MASS. 
Other Divisions of SIMONDS SAW AND STEEL CO, 
making Quality Products for Industry 


tee eee Grinding 
LOCKPORT, wy. Wh Is 


Furnace Steels ond Greies 
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Everybody 
LIKES 


TO 
MAKE 











... and it’s easy when you sell Johnson Bearing Bronze. Here’s 
why—you sell a complete line . . . UNIVERSAL Bronze Bars, 
General Purpose Bearings, Electric Motor Bearings, Ledaloyl, 
Self-Lubricating Bearings and Babbitt. You give your customers 
everything they need . . . you make more profit per call. When 
you sell Johnson Bronze you find a quick acceptance among 
your trade. No other Bearing Bronze enjoys such wide and 
consistent advertising. Then too, you will enjoy the friendly 
co-operative treatment we give our distributors. Want more 
details? Then write today. . 


JOHNSON BRONZE COMPANY 


§35 $. MILL STREET © ©0@ © NEW CASTLE, PA. 
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Consistent 
Thread 


Accuracy 

















Ce all 








A N OT H ER’ Reason Why 


/ the New and Finer 


BORTY- NINER”’ 
: Captures More Sales for Distributors 


4 Absolute Control of Thread Form 


+ Less Drive Power Needed 





* Positive Control of Pitch Diameter 


Just have your hard-to-sell tap prospects try this new Besly “FORTY- 

/ NINER” on a tough tapping job! Let them see how thread follows 

NSURPASSED ACCURACY through for perfect tapping results. That’s because it’s ground from 
; ry the solid to a higher degree of accuracy than ever before. Then, check 

at all vital points these other points of thread superiority: 
/ 


Microcentric CHAMFER Accurate THREAD FORM —Absolute control of angles and 


Micro Anish. concentric to tenths lead eliminates gauging problems. 
of thousandths. Cuts freely and to i : : ; . 
size without burring or welding. Superfine FINISH—High polish; less power required to drive 


Pu the tap. 


Solid G d THREAD F M P = ‘ ‘ P . 
One Ground THREAD FOR Consistent Precision in SIZE--Pitch diameter controlled to 
For ; angle and lead accuracy. 


gauging problems tenths of thousandth—tap to tap. 
and control of pitch diameter to 


tae of Conde. Ground The “FORTY-NINER” is all new . . . produced by new manufac- 
from the solid. . : ° ° ° ° 
turing techniques and new machinery—much of which is exclusive 
with Besly. See for yourself what this can mean in more tap sales to 
more markets. Ask your Besly representative for full details today! 





"Right" ROCKWELL 


Taps pre-inspected for correct 
Rockwell hardness. 


Mirror Finish FLUTES @ Fast Delivery 


: : ——24 hrs. on high speed spe- 
Correctly designed to provide BESLY'S 


freer chip flow and longer tap life. cials from hardened blanks; 


“HELPING HAND" —3 weeks on bar stock specials. 
HAS 5 STRONG @ A Complete Line 

Tru-Square DRIVER FINGERS pe ty“ , 

: . ngineering Counse 

—— = Rs owe = cme = e@ Sales Helps That Sell 

cause oversize holes. 





THIS TRADE MARK IDENTIFIES THE WORLD'S MOST ACCURATE TAP 
| BESLtY TAPS © BESLY TITAN ABRASIVE WHEELS — 
FBESLY GRINDERS AND ACCESSORIES: 


CHARLES H. BESLY & COMPANY, 118-124 N. Clinton Street, Chicago 6, Illinois 
Factory: Beloit, Wisconsin 
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Foote Bros. Hypower Enclosed Worm 
Gear Drives assure economy in origi- 
nal cost and economy in operation. 
They bring a new compactness in de- 
sign plus greatly increased thermal 
capacity. Available in vertical and hor- 


izontal types. 


Foote Bros. Straight Line En- 
closed Gear Drives will shortly 
be introduced. These compact 
units may be used with any 
standard motor. Ratios range 
from 5 to 240 to 1. 


THEN LOOK TO FOOTE BROS. 


If your customers require enclosed gear drives, the 
Foote Bros. line will offer them a wide variety of 
types, sizes and ratios to meet any need. 


Nearly a century of engineering and manufacturing 
experience is back of Foote Bros. Drives. Two 
large plants contain the newest in gear generating 
equipment—new techniques in manufacture— 
better metallurgical control of materials—improved 
manufacturing methods—all assure you superior 
drives to meet the demands of your customers. 


Mail the coupon for information. 


AVAILABLE FROM STOCK 


A new policy of distribution now 
makes Foote Bros. Enclosed Worm 
Gear Drives available from stock. A 
range of sizes and ratios is offered to 
meet many industrial applications. 








FODTESBROS 


Baller Power Tharteoisoion Mnough Collor Beans 


FOOTE BROS. GEAR AND MACHINE CORPORATION 





Dept. I. D., 4545 S. Western Blvd., Chicago 9, Illinois 


Foote Bros. Hygrade 
Enclosed WormGear 
Drives have been 
newly engineered 
and now offer the 
maximum in rugged 
dependability. Spe- 
cially designed for 
heavy-duty applica- 
tions. Available in 
both horizontal and 
vertical types. 


Foote Bros. Hytop Enclosed Worm 
Gear Drives provide wider low-speed 
bearing span. Ideal for installation 
where low-speed shaft extensions can- 
not be supported by pilot or guide 
bearings at the end of shaft. Available 
in both Hygrade and Hypower types. 


Foote Bros. Maxi-Power Heli- 
cal Gear Drives are available in 
single, double and triple reduc- 
tions. A newly engineered line 
that represents the last word in 
modern power transmission 
equipment. 





Foote Bros. Gear and Machine Corporation 
Dept. I. D., 4545 S. Western Blvd., Chicago 9, Ill. 


Gentlemen: Please send me information on drives 
checked below: 


O Hypower Enclosed Worm Gear Drives 

O Hygrade Enclosed Worm Gear Drives 

O Maxi-Power Enclosed Helical Gear Drives 
O Straight Line Enclosed Gear Drives 


Company 
Address 
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CORNING AND PYREX BRA 
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Thousands of gauge glasses are used every week in such 
major industries as petroleum, marine, power, building — 
to mention a few. The largest selling brands are Corning, 
Pyrex, and Macbeth. They are the products of Corning 
research. They are superior. They last longer. They are 
constantly advertised. 

To support your selling efforts, Corning keeps telling 
its story to America through the leading trade publica- 
tions in the field. This makes it easier for you to sell and 
profit: by handling Corning products. 

Corning Mill Supply Glassware is sold exclusively 
through stock carrying distributors who are able to give 
quick service to supply distributors in every field. If you 
are not handling the Corning line now, ask Corning for 
the name of your nearest stocking distributor today! 


THIS MILL SUPPLY GLASSWARE 


IS USED IN EVERY INDUSTRY 


. PYREX and CORN!INGbrand tubular gauge 


glasses which will handle pressures up to 
500 p.s. i., depending upon type and size. 


MACBETHbrand flat gauge glasses—good 
for pressures up to 2,000 p.s.i. 


. PYREX brand sight glasses for ovens, 


absorption columns, reaction kettles, fur- 
naces, pressure vessels, stills, tanks, etc. 


—up to 300 p.s.i. 


. PYREX and CORNING brand oil cup and 


lubricator glasses for rugged service con- 
ditions on machine operations. 





bm It’s best by test! It’s packaged for easy stocking and selling! 
, It’s advertised to your Customers! 


CORNING GLASS WORKS e CORNING, NEW YORK 


SALES OFFICES: NEW YORK « CHICAGO e SAN FRANCISCO 


MILL SUPPLY GLASSWARE 


TECHNICAL PRODUCTS DIVISION: GAUGE GLASSES + GLASS PIPE « LIGHTINGWARE + SIGNALWARE 
LABORATORY GLASSWARE + OPTICAL GLASS +» GLASS COMPONENTS 


~+. Stocked by leading Mill Supply dealers 
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for the little red schoolhouse” grow up 


The American system of free public education has 
become a symbol of democracy through its thousands 
of magnificent school buildings from coast to coast. 
The number, size, beauty, and superior physical 
equipment of these schools demonstrate our public 
understanding that ‘higher education leads to higher 
ideals, to greater wisdom, and to contentment.” 

Coordinating the physical functions of these modern 
school buildings are countless thousands of tons of 
steel pipe . . . implementing the heating and sanitary 
systems, air conditioning units, laboratory equipment, 
cleaning devices, machine shops, kitchens and other 
facilities of the educational ‘‘plant’’. 


COMMITTEE ON STEEL PIPE RESEARCH 


For these essential services the qualities inherent 
to steel pipe . . . adaptability, durability, service- 
ability, and economy . . . make it the undisputed 
leader for school piping installations. Yes, for these 
and other piping services, the dominant percentage 
of all pipe used in buildings today is stee/ pipe. 

The men who specify and use it know. Steel pipe 
is first choice. 


Ask for your copy of the interesting story ‘‘Pipe in 
American Life.” 


OF AMERICAN IRON AND STEEL INSTITUTE 
350 Fifth Ave., New York, N. Y. 
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* Here are six typical Alemite “Barrel- 

to-Bearing” Lubrication Systems that 
can open the door to more and bigger 
sales for you. Are you using them? 


It’s easier than you think to sell com- 
plete “barrel-to-bearing” 
Because you can actually prove it saves 


lubrication. 
time, work, and lubricants... reduces 
maintenance costs...increases produc- 
tion and profits. And those are things 
that every plant operating man in every 
industry wants, especially in these days 
of high costs! 


So don’t be satisfied with selling a 
few hand guns and fittings... get the 
equipment business too! Sella complete 
Alemite “Barrel -to- Bearing” System 
consisting of all equipment necessary 
(1) for transferring lubricants from 
original drums quickly, without mess 
or waste, (2) for loading lubricants into 
guns with a saving of 334 man hours for 
every 100 lbs. and (3) for applying lu- 
bricants to machines with a saving of 
up to 23.9 man hours for each 100 Ibs. 


You'll find it pays off in more sales 
and bigger dollar volume per sale. In 
better served, better satisfied custom- 
ers, too! Alemite, 1886 Diversey Pkwy., 
Chicago 14, Illinois. 





STEWART 
WARNER 


ALEMITE 


Modern Lubrication Methods 
That Cut Production Costs 











From Barrel 


~ 


From Barrel through Transfer Pump 


ie = 


rough Loader Pump for filli 


ng Hand Gun 


to Loader 


through Transfer Pump—to 


From Barrel 


(0° )) —— 

/ 
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From Barrel gh 100 Ib. portable Bar: 


| Pump with ho 


.) 


po 


from Hand Guns 


ump—to Hand Gun 


table Pow 


Portable Lubrikart 


e and control valve 





From Barrel Barrel Pump 


h 


through pipe line, | 


se and control valve 


to Bearing 


to Bearing 


to Bearing 


to Bearing 


Lemmas 


to Bearing 


to Bearing 


Why the Alemite Line is Easier to Sell 
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Jt takes POWELL VALVES to 


Fig. 500 — 125-pound Bronze 


complete your ‘production ict 


The selling impact of Powell advertising is one of the ; screwed-in bonnet, inside screw 
many reasons why Industrial Distributors find it so — rising stem and tapered wedge: 

; . solid in sizes 14” to 34”, incl.; 
profitable to represent this century-old maker of the double in sizes 1” to 3”, incl, 
best in flow control equipment. lf ibe lo a 


: . ° Fig. 1503—Class 150-pound Cast Steel 
Every month an advertisement such as this appears in P Gate Valve with flanged ends, bolted 


a long list of national business publications represent- 1 flanged yoke, outside screw rising stem 
ing every phase of modern industry. a, erase ee 


The purpose of these advertisements is to acquaint 
valve users with the many advantages of installing 
Powell Valves. One of the most important of these—to 
distributor and user alike—is the completeness of 
the Powell line of valves especially adapted to meet 
the requirements of each individual branch of indus- 
try. This is continually emphasized and, by suitable 
variations in copy and valves shown in each publica- 
tion, the advertisement is made to apply specifically to 
the branch of industry which the publication serves. 


Fig. 241—Large 125-pound Iron Body 
Bronze Mounted Globe Valve. Made in 
sizes 2” to 16”, inclusive. Has outside 
screw rising stem, bolted flanged yoke 
and regrindable, renewable bronze seat 
and disc. Also available in All Iron. 


+ 
Fig. 560—200-pound Bronze 
Regrinding Horizontal Swing 
Check Valve. Screwed ends, 
screwed-on.cap and regrind- 
able, renewable bronze disc. 


Fig. 1793—Large 125-pound Iron Body 
Bronze Mounted Gate Valve. Made in 


° ° ® ® sizes 2” to 30”, inclusive. Has outside 
The Wm. Powell Co., Cincinnati 22, Ohio srw rising stem, botted flanged yoke 
and tapered solid wedge. Also available 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES in All Iron for process lines. 
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Me and more the need for quality 


control grows OF modern man- 
agement. It cuts down the wasteful 
scrap heap- It develops 4 reputation 
that builds sales. “Greenfield” recog 
nized this at the turn of the century when 
it designed its own gages to check its 
threading tools. “Greenfield” sold the 
first commercial thread gages in 1908. 
In World War I, the government 
turned to “Greenfield” for gage-making 
leadership. Ever since, “Creenfield” 
has been 4 headquarters for quality 
control on threading operations: To 
obtain maximum precision without 
sacrificing mass production means the 
right tools— taps» dies AND gage: For 
intelligent, resultful help in the selec- 
e of the right threading tools 





s, you have available a local 
“Greenfield” distributor and trained 


Green field” threading engineers. 


GREENFIELD TAP and DIE CORPORATION 


Greentield, Massachusetts 


and 
EOMETRIC TOOL CO. 


aven 15, Connecticut 
and 


“ 
awpco TWIST DRILL CORP. 
Jackson. ichigan 


. 


Divisions of Greenfield Tap and Die Corporation 








A 


Now is the time when Champion 
Fluorescent tube and Incandescent 
Jamp sales can mean a lot to you. 
Champion Lamps represent a steady 
flow of repeat business at a time when 
you need volume and need to reduce 


your selling cost. 





























Champion Lamps are easy to handle 
and sell. When you take on Champions 
there’s nothing to hinder you from 
getting new lamp accounts and new 
lamp profits. Now is the time to get 
the Champion picture. Just say the 


word to 


Lynn, Massachusetts 


OIVISION OF CONSOLIDATED ELECTRIC 


LAMP co 


























OPEN END, BOX, ADJUSTABLE & RATCHET WRENCHES; DETACHABLE SOCKETS 
& SETS; IMPACT SOCKETS; TOOL HOLDERS; LATHE DOGS; ‘’C’ CLAMPS; 
CHAIN PIPE TONGS & VISES; FLANGE JACKS; PLIERS; SCREWDRIVERS; PUNCHES 
& CHISELS; SOFT FACED ‘’NUPLAFLEX’’ TIPPED HAMMERS; HOIST HQOKS; 
EYE BOLTS; ROD ENDS; CRANK & BALANCE HANDLES; THUMB SCREWS & NUTS. 


J. H. WILLIAMS & CO., BUFFALO 7, N. Y. Qisibulou Locrywhove 


) 
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Yes, sir—you’re in this picture month after month. Armour’s hard- 
hitting, fact-giving ads in these leading publications keep selling your 
customers and prospects on Armour’s complete line of quality coated 
abrasives. And, remember, every Armour ad supports you with the line: 
WE RECOMMEND BUYING THROUGH YOUR INDUSTRIAL DISTRIBUTOR. 


That’s why you’re in this profit picture, too, all year round! 


Least IS 


? 
. ‘Bite 


. 7, 
may 
Wien i 

Coated Absasives Division,  rsmovr and company + 1255 Wes — + tleiaiy ls 
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Century 40 horsepower, type SC motor driving an 
induced draft fan for a stack. 


) 


From 


Line of Electric Motors 
You Can Select 


nt supply 


Rig Right Kind_+- match your curre 


} (2) Rig aut Type-"- meet your loa 
Right P Protection —«s= « " 
f Ra sue 1/6 to og hersonower 


d characteristics 


? . pheric hazards 


| a Right 


‘ , : r wide range of kinds, types and sizes 
F of Century motors makes it possible to select 
a standard motor to meet the requirements 
of all popular applications. 


They are available for both AC and DC 
current—high, normal and low torque char- 
acteristics. Types are also available for 
applications requiring varying speeds and 
reversing direction of rotation. 





Century 150 horsepower, type sc motor driving a - To protect against atmospheric hazards, 
two-stage centrifugal pump in a city water plant. Century motors are enclosed in open rated 
* drip proof, splashproof, totally enclosed fan 
cooled and explosion proof frames. Many 
types are available with vertical and flange 
mountings as well as standard horizontal 

bases. 


Specify Century motors for all your electric 
power requirements. 


Popular sizes and standard ratings are generally 
available from factory and branch office stocks. 





CENTURY ELECTRIC CO. 


1806 Pine Street, Saint Louis 3, Missouri 


Two Century 75 horsepower SC high torque motors aes Offices and Stock Points in Principal Cities 


Illinois driving refrigeration compressors. 
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- PETROLEUM 
KENNEDY Advertising  pRocessine 
Plambing 
| Healing’ Beasiness 























CHEM. ENGINEERING 
CATALOG 








to help you sell KENNEDY 


VALVES and FITTINGS 


KENNEDY advertising performs the first 3 steps of the 
selling job for you: 





POWER 


IND. EQUIPMENT 
NEws 





CHEMICAL 
1. It contacts your valve customers and prospects ENGINEERING 


through the publications they read (2,640,453 “sales 
calls”)*. 
































Engineering News 
2. It arouses their interest by showing how RECORD 


KENNEDY VALVES fill a definite need. 
3. It creates a preference for KENNEDY VALVES 


by clearly demonstrating superior features of oper- Fhomas Register 


ation and construction. 














Operating 
ENGINEER 





. when you sell KENNEDY VALVES you can con- 
centrate on the last two steps: 


























4. Making the specific proposal . . . or applying the 


: , a G 
product directly to the prospect’s specific problem. PLUMBING & HEATIN 


JOURNAL 
5. Closing the order . . . or signing the customer on 
the dotted line. 


Use the KENNEDY ads when you sell valves. They | Midland Factoyy 
help you illustrate your sales points . . . they help 
you to bigger and better sales! 














FOOD INDUSTRIES 


* Circulation per issue x number of insertions — total “sales calls” 








THE 


KENNEDY vcccsss 
1040 EAST WATER ST. 
ELMIRA, NEW YORK 


VALVES + PIPE FITTINGS + FIRE HYDRANTS 
OFFICE-WAREHOUSES IN NEW YORK, CHICAGO, SAN FRANCISCO » SALES REPRESENTATIVES IN PRINCIPAL CITIES 
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...NOW in capacities 
from 250 pounds 
to 10 tons 


Illustrated here 
is the No. 1 SPEEDWAY Electric Hoist with 
capacities from 250 to 2000 pounds 


NEW SPEEDWAY Electrics—No. 2 
and No. 3—are now available in capaci- 
ties from 14 ton to 10 tons. These heavy 
duty Speedways have all-steel hoist 
frames, hardened alloy gear trains, NEMA 
standard motors and controls. Furnished 
with lug, hook or base mounting; also 
Timken trolley suspension, either cross or 
parallel mounted. Trolleys for either 
manual or motor operation. All parts 
easily accessible for adjustment. 





SUVEUVONAWAOANONOWARAOUDEOTOROOROGEOQHOUOOUOOOODAOHOUOAOOQOAbvennanennesndQHQQUQ0U0U0HH1 


For complete information about Wright 
Speedway Electric Hoists, get in touch 
with the nearest Wright District Office 
or the factory in York, Penn. 


- 


co York, Po., Chicago, Denver, Los Angeles, New York, Portland, San Francisco, Bridgeport, Conn. 
~& 


. WRIGHT HOIST DIVISION 


TH 


Sis AMERICAN CHAIN & CABLE 


C 
OW 
=O In Business for Your Safety 
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“MARVEL saws. 


Better Machines-Better Blades 


- ~ ~ ~ ~ ~ ~ 


Regardless what type hock saw machines and 
metal-cutting band saw machines you use, MARVEL 
BLADES will-improve performance. There are sound 
reasons why this is true; practical reasons that are 
easily understood and demonstrated. 


MARVEL High-Speed-Edge Hack Saw Blades, with 
a genuine high-speed-steel cutting edge integrally 
welded to a tough alloy steel body, are both fast- 
cutting and positively unbreakable. This construction 
permits greatly increased speeds and feeds and 
tauter blade tensioning. Still, they last much longer 
than ordinary blades. 


MARVEL High-Speed-Edge Hole Saws, with this 
same unbreakable construction and heavy-duty 
arbors, have the extra strength required for drill 
press and lathe use...rapidly saw holes from %’ 
to 42" diameter thru steel of up to 1” thickness. 


MARVEL Band Saws are of selected quality. They 
come ready for use, pre-welded to size for each 
make and model saw. Individually boxed, they are 
protected against kinking, rusting or damage to 
teeth! 


Write for Blade Catalog Sheet. 


ARMSTRONG-BLUM MFG. CO. 


5700 BLOOMINGDALE AVE. © CHICAGO 39, U.S. A. 
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More OEM's Specify US Gauge 
Than Any Other Make! 


more ~ .. profit 


rs - 
— this one a in- 


ates ever 


ional mage open. 


territories Ore 





Throughout industry, the story is the same 
from year to year. Original equipment é SUPERGAUGES 
manufacturers (OEM’s) demand substantial 
gauge value ... accuracy, durability, and 
quality at economy prices ... and 6 out of 10 
specify US Gauges. 

They know that US Instruments give more 
service, more accuracy, more value for the. 
money. They know USG can supply all their 
needs-~—from highly specialized instrumenis 
measuring as low as 1” of mercury absolute, 
to standard type gauges measuring from 30” 
vacuum to 100,000 pounds pressure per square 
inch. And they know that for more than 40 
years US Gauges have been the standard of 
dependability. So more original equipment 
manufacturers specify US Gauges than any 
other make. 

_ Next time you order gauges, follow the lead 
of these satisfied users ... buy US Gauges. 
For more information about US Gauge write 
today. United States Gauge, Division of 
American Machine and Metals, Inc., 
Sellersville, Penna. 


US GAUGES—BETTER INSIDE... BETTER 
OUTSIDE...BETTER ON YOUR PRODUCT 


uff slits (ie 
ad | THERMOMETERS 

















PRODUCTS OF UNITED STATES GAUGE::> Absolute Pressure Gauges « Aircraft Instruments « Air 
Volume Controls « Altitude Gauges + Boiler Gauges « Chemical Gauges « Dial Thermometers * Glass Tube 
Thermometers « Flow Meters « Inspectors’ Test Gauges « Laboratory Standard Test Gauges + Marine, Ship 
and Air-Brake Gauges « Recorders « Controls and Alarm Gauges « Voltmeters « Ammeters « Welding Gauges 
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NOW... 
there’s a big change 
in this picture 





And you see it in quicker 
P-K Self-tapping Screw 
deliveries 


REMEMBER THIS PICTURE? We used it in an 
August, 1946 advertisement to illustrate the 
serious shortage of raw materials, a main Nt 
reason why deliveries of P-K Self-tapping 1 
Screws were so slow. 








NI 
T ° . ; 
Now, there’s a big change. Supplies of IC 
steel wire are almost normal. Backlogs have 
been worked down. Stocks have been built Al 
up. As a result, on most sizes of screws, in A 
all types, prompt deliveries are again be- 
ing made. W 
, LC 
Today, there is no longer any reason why 
any manufacturer need accept a substitute when he 
wants P-K Self-tapping Screws. D 
Likewise, today, the opportunity for P-K Distribu- a 
tors to build up sales of P-K Self-tapping Screws is b 
again wide open. Parker-Kalon Corporation, 200 Varick I 
Street, New York 14, N. Y. b 
H 
Ww 
b 
— L 
4 4 — es a ® n 
: < W 
—— ee ee | Ul AVAILABLE THROUGH | * ACCREDITED DISTRIBUTORS le 
ee : a P 
@ ORIGINATORS OF SELF-TAPPING SCREWS a ay : 
@ ONLY COMPLETE LINE t 
, t 
@ 35 YEARS’ APPLICATION EXPERIENCE e A R 4 e R - K. A L '@) N : 
@ EXPERT ASSEMBLY ENGINEERING opto es t 
@ UNSURPASSED QUALITY CONTROL LABORATORY a A F R F W S$ A 
@ STRONGEST SALES PROMOTION SELF TAPP N G S C 
@ UNIQUE JOBBER PROTECTION POLICY FOR EVERY METAL AND PLASTIC ASSEMBLY 
@ PRODUCT DESION LEADERSHIP OTHER PARKER-KALON PRODUCTS: Cold-Forged Socket Screws, Wing Nuts, Thumb Serews H 


Hardened Screwnails and Masonry Nails - Shur-Grip File and Solder Iron Handles 
Metal Punches - Damper Regulators and Accessories 
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W! A REALLY MODERN 
IRE BRUSH...WITH BRISTLES 
IN EY S as 


OCKED 








NO METAL FLANGES 
TO MAR SURFACES 


NO RIGID HINGE POINT 
TO BEND OR BREAK WIRES 


ALL-RUBBER CORE 
ABSORBS VIBRATION 


WIRES COMPLETELY 
LOCKED IN RUBBER 


Due to a new process for imbedding 
wire in rubber, you can now sell a 
more efficient kind of rotary wire 
brush. 


It’s the new HEwitr RUBBERLOKT 
Rotary WIRE BrusH ... with 
bristles that are locked in rubber! 


Here are some of the many reasons 
why your customers will say it’s a 
better brush in every way! 


Less Vibration—Its special rubber 
mounting soaks up vibration. So 
workers will find it easier . . . and 
less fatiguing . . . to use on both 
portable and bench tools. 


Easier on Tool Bearings—Less vibra- 
tion means greater protection for 
tool bearings and arbor shafts. It 
means less maintenance on those 
tools, too. 


More Brushing Points—Exclusive 


Hewitt rubber flange keeps bristles 
in an upright position all during the 
life of the brush. That provides more 
brushing points . .. and gives a 
smoother job. 


Better Flare Control—Special rubber 
flange always brings the wires back 
to their upright position . . . won’t 
let them bend out or mat down. 
Gives brush longer usable life! 


Less Wire Breakage—Rubber mount- 
ing reduces bristle ejection. And it 
also eliminates the rigid hinge point 
that causes wires to fray and break. 
Result—a much safer brush! 


Faster, Better Work—Unlike a rigid 
metal mounting, the Hewitt flexible 
rubber-locked mounting allows the 
wires to “give” without bending or 
breaking. Yet it holds them together 
compactly under working pressure. 
So it allows workers to do a much 


faster, better job . . . even on irregu- 
lar surfaces. 


Investigate the sales and profit possi- 
bilities of the new Hewitt RUBBERLOKT 
Rotary Wire Brush today. Sales terri- 
tories are still available in some areas. 
Write Hewitt Rubber Division, Dept. ID-4, 
240 Kensington Ave., Buffalo 5, N. Y. 


HEWITT 


Rotary Wire Brush 


HEWITT RUBBER DIVISION HEWITT-ROBINS INCORPORATED 
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WORTHINGTON BALANCED ANGLE AIR COMPRESSORS 


A complete line of single and two-stage models 

bare or tank-mounted, in sizes from 1 to 15 hp. Bal- Hoag 9 

anced matched pistons... aluminum heads... Tim- 

ken main bearings... Worthington Feather* Valves. *Reg. U S. Pat. Off. 


FF pw 
PUMP AND COMPRESSOR MERCHANDISING DIVISION 
HARRISON, NEW JERSEY 
WHEN YOU'RE IN CLEVELAND 
(APRIL 25-28) FOR THE 
TRIPLE MILL SUPPLY CONVENTION 
VISIT US AT BOOTHS 1303 AND 1304 
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Gifs” a wa” ee i“ 


~ Bait for 
Business 


on your line of 
Worthington 


Air Compressors 


We’re giving our distributors the 
help they need to make the Worth- 
ington line of air compressors a 
consistent profit-maker. 


A complete line of water-cooled 
and air-cooled compressors with 
plenty of good talking points... 
aggressive national advertising . .. 
broadsides and stuffers for your local 
mailings .. . and the engineering as- 
sistance of factory-trained Worth- 
ington district office representatives 
—make the Worthington line a good 
one to push. 


Sales emphasis on the up-to-date 
Balanced Angle Air Compressor— 
the unit with many features for 
efficiency and dependability—will 
bring in profitable business. 


So get in touch with Worthington 
to make sure you have all you need 
to get all the business that this line 


merits. 
PCe-2 





A PARTIAL 
LIST OF 


LYON 


PRODUCTS 


Shelving 
Lockers 


@ We buy the steel from you or 
your customers and ship the pound- 
for-pound equivalent in any selec- 
tion of LYON products, at regular 
published prices (see partial list 
below) or special assemblies, sub- 





assemblies, parts, etc., for your 
customers’ products—to their 
specifications. 

For complete details of the 
“customer steel plan” contact your 
nearest LYON District Office. 


LYON METAL PRODUCTS, INCORPORATED 





General Offices: 453 Monroe Avenue, Aurora, Illinois 
Branches and Dealers in All Principal Cities 


, 
e Kitchen Cabinets Filing Cabinets -Storage Cabinets ¢ Conveyors ¢ Tool Stands Flat Drawer Files 
© Display Equipment Cabinet Benches Bench Drawers e Shop Boxes ¢ Service Carts Tool Trays ¢ Tool Boxes 


Wood Working Benches © Hanging Cabinets Folding Chairs Work Benches 


Economy Locker Racks 


e Welding Benches Drawing Tables Drawer Units 


¢ Bar Racks ¢ Hopper Bins Desks © Sorting Files 
¢ Bin Units e Parts Cases Stools ¢ Ironing Tables 
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yhen it 


@ Buckeye gives you everything you want ina THESE WELL K 
bronze maintenance bearing line;—a quality product; HANDLE /2 NOWN DISTRIBUTORS e-plan 


wide coverage of customer’s needs; a recognized “name”’; Badger Beari, : BEARINGS ples an 
9 Co, 


adequate factory inventories upon which to draw; and Bearing Distributor Inc Milwaukee, Wis idely-k 
full distributor protection. Bobker Bearings, Inc. ° Pittsburgh, Pa, orld’: 


Bobker Bearing ~ a Newark, N. J. 


Manufactured from selected materials under our exact- ~ tang ppeat s 
ew Yo 


ing laboratory and metallurgical controls of charging rk & Jersey City nd hv 
ratios and pouring temperatures, every bearing is a ; che — Ont. 
quality product, free from porosity — of uniform metal 

analysis throughout—and accurately dimensioned within d& 0 ; 
the required limits. Buckeye fully-finished ready-to-use wwuntes ialties Co idge, Mass, ally 
sleeve bearings, and fully machined cored and solid ‘ie , Ore, ave a 
maintenance bars are nationally recognized for long, 
efficient trouble-free service. 


Dols to 
bj—e0 


incinnati, Ohio 
: — : Buff, 

Stocked and sold by representative distributors in the aa Y. 
principal industrial centers, — some of whom have Ss Baltimore, Ma, ash, 


handled the Buckeye line for more than 25 years. 


BRASS AND MANUFACTURING COMPANY 


BRONZESMITHS SINCE 1900 


6410 HAWTHORNE AVENUE CLEVELAND 3, OHIO 
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STEADY PROFITS ON. 


Everyday 


TOOLS 


EXTRA PROFITS ON 


e pecially Reacguee 


TOOLS 


Jhen it comes to standard tools for ‘round- Being a Bonney distributor means you don’t 
have toskip themany plants whosemachines 
and equipment call for “‘special’’ tools. 


We may have them in stock because we've 


e-plant use, Bonney is the best bet for easy 
bles and steady profits. You'll find Bonney’s 
idely-known reputation for making the 
orld’s finest tools’’ will bring steady designed so many unusual tools to reach 
ppeat sales. Your customers have hundreds “out-of-the-way’’ adjustments. If we don’t, 
md hundreds of handsome, extra-tough a blueprint or a description of the hard-to- 
bols to pick from in the new Bonney Cata- get-to spot is all our tool engineers need to 
make the tool for the job—and you get all of 
this plus business. You needn't pass up a 


single sale when you handle Bonney Tools. 


bj—easy-handling tools to service prac- 
ally all plant requirements. If you don’t 
ave a copy... 


IF IT’S NOT IN OUR CATALOG 
- + » WE'LL DESIGN IT! 


MAIL COUPON BELOW FOR 
THE NEW BONNEY CATALOG 








EE TOOLS 


BONNEY FORGE & TOOL WORKS, ALLENTOWN, PA. 
3ONNEY 20) <C) a. am pele) m'fe)'s ¢ Please send me full ‘nformation on the sales and profit 


possibilit.es of Bonney Tools. 1D-1-49 


NAME 
| 


ALLENTOWN, PA. [an 











Barry Conveyor Pulleys 

Of welded steel construction . . . light in 
weight . . . great in strength .. . easy to 
install . . . non-breakable. Available in a 
wide range of sizes. Applications include 
all general conveyor services. 


Barry Steel Split Pulleys 


Of tubular construction, electrically welded. 
Light in weight, balanced and maintain 
exact shape under all loads. Easy to install. 


Dick Rope V-Belt Drives 


Provide strength without loss of elasticity. 
Minimum stretch. Carefully machined and 
balanced sheaves. Applicable to a wide 
range of industrial power transmission. 


Dick’s Balata Belting 

Impervious to water and steam. High in 
tensile strength and durability. Textile por- 
tion of belt is of highest grade, strongest 
weave cotton duck. High in power trans- 
mission efficiency when properly installed. 


THE DIGK LINE 


meets the greatest variety 


and number of applications 
with the least possible 
stock carrying ... 


because: 


Industrial distributors making “Dick” their source 
of supply have an “in” on the many power trans- 
mission applications around them. They can meet 
the needs of these potential customers for the 
essential items in power transmission and convey- 
ing equipment with a minimum inventory because 
the Dick line is standardized as to typ7s and sizes. 


However, the Dick line, although essential, basic 
and complete, is not ‘just another’ line to stock. 
There are distinctive features in every item which 
provide convincing sales ammunition and which 
result in better performance . . . features which 
are ‘proved out’ in everyday operation. 


Industrial distributors like the Dick line because 
it meets their requirements for rendering a profit- 
able, sales-building service. 


R. & J. DICK COMPANY Inc. PASSAIC, NEW JERSEY 


San Francisco, Cal. Chicago, Seattle, Wash. 
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Look at the bank vault door. 


Let it remind you of Master Padlocks! 
LAMINATED — steel plate upon steel 

plate, united under pressures up to 
300,000 pounds. Like a bank vault 

door here’s padlock strength you can 

see and feel — strongest construction 
known! @ Recommend Master Pad- 

locks — the finest for protection of 

plant and property. Special keyed- 

alike and master-keyed systems built 

to order in a hurry. Sold only through 
distributors, “¢4 
~~ 
Make sales faster with 2 


Py) EXTRA STRENGTH \aioomes 


Master Padlocks" 


= FOR 
Nye EXTRA SALES 


EVERY ONE AN OUTSTANDING VALUE ‘ 





Master Jock Company, Milwaukee, Wis.* World's Leading 
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The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 





Maximum holding power per dollar of 
investment—helps your customer get True 
Fastener Economy. The dependability of 
RB&W Nuts is the product of more 
than a century of continuous research 
and progressive development 
in nut manufacturing .. . backed 
by the skill of four generations of 
RB&W men and women. 


Plants at, Port Chester, N. Y., Coraopolis 
Pa,, Rock Falls, Il., los Angeles, Calif 
Additional sales offices at: Philadelphia, 
Detroit, Chicago, Chattanoogo,; Oakland, 


Portland, Seattle 


THE COMPLETE QUALITY LINE 
104 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 


RUSSELL, BURDSALL & WARD 6 
BOLT AND NUT COMPANY 
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SELL 


DISSTON 
STEEL 


LIVE TOOL NEWS FOR INDUSTRY... 
THE NEW DISSTON INDUSTRIAL CATALOG 


It’s complete. It’s in line with your customers’ present nzeds. 
It proves that Disston is fully ready to help them battle the 
buyers’ market. Their best weapons are Disston Tools, 
designed to do better work faster. That’s what your customers 
want—to safeguard quality—to safeguard profits—to safe- 
guard their own competitive position! 


Important people in important plants will be interested in 
this new Disston catalog . . . a money-saving service for them 
... a money-maker for you. 


THE DISSTON COST-CUTTING PLAN 
“Encyclopedia of Tool Economies” 


This 80-page booklet reproduces all thirty-four 4’’ x 6’’ cards 
that make up the plan. Each card covers one tool—lists 
uses—explains troubles and how to correct them—provides 
practical cost-cutting tips. This valuable information will 
be appreciated by shop foremen, production men and many 
others. Another real Disston service and sales advantage. 


WHICH TOOL TO USE..WHY?..WHEN?.. HOW? 


A big saving often comes from a “‘slight”’ specification change 
in a cutting tool. Often, all that’s needed is correct informa- 
tion—fast. Disston supplies it, ready to use, in handy Disston 
leaflets. They provide a service that wins a big hand. Enclose 
them with mail. Pack them in shipments. Distribute them 
when making plant calls. They’re good salesmen for your 
Disston Tools. 


722 
Fost 


BITE-RITE 


' 
zeg° 3 
feisili 


it Pistecrboe'ig 


, Philadelphia 35, Pa., U.S.A. 

















ee is the copyright name for a completely new 
line of Solders produced only by Federated Metals. 


CASTOMATIC is a patented process for casting metal in a 


completely automatic and closed system. 


CASTOMATIC is the product of many years of research and 
development by Federated’s experienced metallurgists and 
engineers. It offers unique advantages in metal structure and 
in shop work. It will be available soon in bar solders of 


all compositions. 


Watch for detailed description of CASTOMATIC 


in later issues of this publication. 


Sedvutae METALS 


Division of American Smelting and Refining Company, 120 Broadway, New York 5, N. Y. 
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Full-Port Stainless Steel 
—three separate and distinct disc-and-seat combina- Plug Disc and Seat 

: abl h h 1 For severe operating conditions where throt- 
tions are now avadable so that the proper valve can ting is required and FULL PORT opening is 

" also necessary. Provides advantages of FULL- 

be matched exactly to your need. You can choose be PORTWAY with plug type dise and seat. 
tween a FULL-PORTWAY or a THROTTLE-PORT : 
type each with a heat-treated stainless steel plug disc 
of approximately 500 Brinell hardness or a nickel alloy 

radial disc and seat. In addition, seat rings are the back 
seated type with pressure tight joint between seat ring 
threads and line pressure. 





For high pressure service, Fairbanks offers you a rugged new 
line of globe and angle valves with outstanding engineering 
advances that mean improved flow control... longer valve 
life... mew freedom from maintenance ... greater valve Cone-Plug Dise and Seat 

economy and wider service through interchangeability of For the most severe operating conditions and 


valve parts throughout the entire line. where constant throttling is required. 75% of 
full flow area is provided by this new Fair- 
banks construction. The depth of the contact 


ALL 3 HAVE THE UNIQUE COMBINATION between the cone plug disc and seat is twice 
OF THESE @ FEATURES... ro ae 


P STRENGTHENED BODY — Heavily ribbed bodies for greater rigidity. 
e 


Throttle Port Stainless Steel 


2 SPECIAL STEM ALLOYS — Stems are of a special high tensile strength 
® bronze alloy which has increased resistance to corrosion, abra- 
sion and distortion. 


RADIAL BONNET-TO-BODY JOINT — which makes a better pressure 
tight joint. 


GUIDED DISC ACTION — A new type of stem and disc connection 
has been developed for these valves. The shoulder type is im- 
proved by extending the stem below the shoulder. This extension ? ¥ . 
fits snugly into a disc recess, acting as a disc guide and prevent- Nickel Alloy Radial Disc and Seat 


lng coating ot cocking of the diss. For service where throttling is mot re- 
quired but pressures and operating con- 
. ditions tend to shorten the life of 


For further information, write us or your local Fairbanks distributor. an ordinary valve. 


milla) 


INDUSFRIAL DISTRIBUTION © APRIL, 1949 











AMERICA’S MOST COMPLETE AND LARGEST LINE 
OF ELECTRICAL TOOLS FOR INDUSTRY 


You can show and SELL these electrical tools with every confidence of acceptance and performance 
. . .. backed up by over 51 years of pioneering, progress and improvement .. . . PLUS 


THE U. S. SIX-POINT ; on line ” : apnea | 
: : 
DISTRIBUTION PLAN vesintinated profits 


3. Economical prices 6. Sales aids 





Here is how we 
help you sell—in 
all leading trade 
publications. 


THE QUALITY OF YOUR WORK 
DEPENDS ON THE TOOLS YOU USE 


< > @ @ ca @®ram.e-< > 


GOOD MECHANICS’ CHOICE IS ALWAYS 


THEY COMPETE UNITED S Ta TéS 
eae ELECTRICAL TOOLS 


superb examples of 














the Toolmaker’s 
Craft 


MODEL 12SP 

Y2"" Special Drill 
The standard for medium duty 
drills for all industry, for all-pur- 
pose work and maintenance. 


AMERICA’S MOST COMPLETE LINE includes: 


drills . . . bench and floor buffers . . . rotary files . . . flexible shaft 

TERRITORY machines . . . bench and portable grinders . . . heat guns . . . hole saws 

AVAILABLE . .. bench, floor and portable grinders . . . reamer drives . .. sanders... 

* 2 0 screw drivers ... surfacers ... tappers . . . valve refinishing shops . . . 
WRITE Servi-Set valve seat grindi t 
FOR DETAILS , me 


CINCINNATI, OHIO, U.S.A. 
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ALL DRESSED UP AND SET TO GO! 
—That’s the “new look” for this new, more colorful 
edition of the Simplex Utilities Bulletin. Its appearance 
demonstrates T-K’s “complete line” approach to an im- 
portant market and this makes it of interest as well to 
non T-K distributors who would like to know more about 
the Simplex sales appeal. Ask for your supply of the new 
bulletins now — and make sure that those important 
prospects see it, too! 


XJ1UMiea 7° 
TOAUIGIVOA 
Vf, 
Y 


A 





MAYBE THE DAY WILL COME...BUT 
NOT YET!—Simplex advertising this spring won't 
include any bathing beauties or quiz programs but it will 
be doing a selling job for you, reaching your prospects and 
customers in every important market. Here’s the line-up 
for ads which will continue right through the summer : 
General Industrial Field, seven publications ; Oil Field, 
three; Construction, four; Marine, two; Mines, three; 
Railroads, three; Utilities, two — plus all the important 
directories. 





A PERSONAL MES GE 
FOR SALES MANAGERS 





A PERSONAL MESSAGE FOR SALES 
MANAGERS —F specially for those who have their 
sleeves rolled up looking for extra sales and profits. It 
will pay you well to investigate the potential of your local 
market on low priced, high profit Simplex Steamboat 
Ratchet Jacks. There are all types and combinations of 
fittings to suit every customer's preference. We've got the 
»roduct at prices to please both you and the customers. 





(ADVERTISEMENT) 


ain 


WHY “DIG” FOR MINE JACK SALES? 


—It’s easier and far more profitable to let customers see 
for themselves the many proved safety advantages of 
Simplex Mine Jacks. These include generai duty Ratchet 
Jacks, Mine Roof Jacks; Pin-Up Jacks and many other 
types specifically engineered for service and safety 
in a field where safety is of top importance 365 days a 
year. Let us help you go after more sales in this field with 
Bulletin Mines 49. (And if you’re in the vicinity don’t 
forget the T-K exhibit at the American Mining Congress 
in Cleveland May 9-12.) 


0°20 


.e) 
O 
oO 


“ Ay IF yee THINK 
7 E'S 
VERGATI LE 


No/ 


HOW TO SELL 4-WAY LIFTING POWER! 


—It’s much simpler than you might think, provided you 
offer customers the Simplex Emergency Jack. Here’s a 
ratchet jack that does just about everything except put 
itself into position. Lifts full 15 tons capacity on the cap, 
on the auxiliary cap shoe, on the serrated toe lift, or at 
any intermediate point by using the chain as a sling. Who 
could ask for anything more — and where could you find 
a better sales winner for every market for every day in 
the year? 





WHEN WE GET 
OVER 1044 = 
LET ME OU 





RECENT VISITORS TO THE T-K PLANT 


—Among those who rang the T-K doorbell in recent 
weeks was W. E. Foreman, vice-president and general 
manager of Railway & Power Engineering Corporation, 
Ltd., Toronto. Another visitor was W. Frank Horne who 
represented us in the Northwest before Phil McManus 
took over. 


IF YOU'VE GOT SPRING FEVER, why not get out 
in the open? Let a prospect talk you into making a 

tration of Simplex Jacks on construction or 
re-modeling job. Take along the right Simplex and 
shove off. You'll get some fresh air and, chances 
are, you'll make a sale! 





TEMPLETON, KENLY & CO 
1036 S. Central Ave., Chicago 44, Ill 


INDUSTRIAL DISTRIBUTION © APRIL, 1949 





Py 
FOR A COMPLETE LINE OF 


4, POWER TRANSMISSION 
EQUIPMENT 


We want wide awake distributors to stock and sell our complete 
line of Mechanical Power Transmission Equipment. Wood's Products 
have consumer acceptance and good-will—offer you liberal profits. 
Our firm—with more than 92 years’ specialized experience—is a 
reliable organization that makes a good, dependable line of prod- 
ucts. Write for our attractive Dealer Proposition. 


PULLEYS *« HANGERS «¢ PILLOW BLOCKS 
COUPLINGS «© BEARINGS #¢ COLLARS 
“SURE-GRIP” SHEAVES ¢ “SURE-GRIP” PULLEYS 
“SURE-GRIP” V-BELTS and COMPLETE DRIVES 


Write for your copy of our new 96-page V-Belt Drive Catalog. 
Visit us at Booth 207 and 208 


Triple Industrial Supply Convention, Cleveland 
April 25, 26, and 27, 1949 


SONS COMPANY CHAMBERSBURG, PA. 


BOSTON, MASS. NEWARK,N. J. 


BRANCHES:  pittspurGH, PA. CLEVELAND, OHIO DALLAS, TEXAS 
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Some Ropes FOOL YOU 




















UW 6%/9 FILLER WIRE CABLE = 
IS IDEAL FOR BOOM FALLS = f / 
AND HOIST ROPES OW POWER < all | 


SHOVELS BECAUSE I(T 1S — > 
FLEXIBLE AND RESISTS=—~ I 7 Wi) 











FATIGUE AND ABRASION 


607... 


- 
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FOR DRAG CABLES ON DRAG 
LINE EXCAVATORS, U-W 61/6 
FILLER WIRE 1S BETTER BECAUSE 
IT 15 COARSE AND RESISTS ABRASION 
BETTER, YET IS SUFFICIENTLY FLEXIBLE 


~~ 


soe = 3 


~ 
° For longest and best service, always specify 
U-W LAYRITE (Preformed) IMPROVED PLOW STEEL 


We invite you to letp UPSON-WALTON engineer your tough rope jobs 


Copyright 1948—The Upson-W alton Company 


THE UPSON-WALTON COMPANY 


Manufacturers of Wire Rope, Wire Rope Fittings, Tackle Blocks, Brattice Cloth 
Wain Offices and Factory: Cleveland 13, Oba 


114 Broad Street 3525 West Grand Ave. 241 Oliver Building 
New York 4 Chicago 51 Pittsburgh 22 
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Sec how Card stacks the deck 
IN YOUR FAVOR! 


‘wT 1949, nearly a million sales messages . . . 972,079 to be exact... are 
going out to Card customers and prospects through the medium of trade 








othing is left undone at the S. W Card 
Manufacturing Company's factory at Mans- 
field, Massachusetts, to insure that every tap 


. 
reaching your hands is 100%, perfect ready to give you top 
performance over a long service life. © H ECKE e 


But to make doubly sure of your continuing satisfaction we .! 
have retained the outstanding PITTSBURGH TESTING LABOR- M4 ERE 
ATORY to buy Card Taps periodically on the open market any 
where in the United States. and subject them to rig- —° 
orous tests to make certa:n that Card Taps reaching the market 
are right up to standard! °, 

No wonder increasing numbers of metal-working plants whose 
production schedules demand accurate, dependable cutting 
tools are turning to Card. . 

And for fast, dependable service*that saves you time and 
money, contact your nearby Card Distributor. 

. 


A 





The Covlifiect 
ng Fools 


S.W. CARD || “@z: 


Ahe meters of DIES « '9 Laboratory 

MANUFACTURING COMPANY DIE StocKs ns “yah tw Piare 
Mansfield, Massachusetts Ncnes 
DIVISION OF UNION TWIST DRILL CO. 





MANUFACTURING COMPANY 
Mansfield, Massachusetts 





publication advertising. Andamong 
them will be your prospects. 
Reaching out further into the 
metal-working field than ever be- 
fore, we've added MODERN MA. 
CHINE SHOP to our present publi- 
cations (AMERICAN MACHINIST, 
MACHINERY, MILL & FACTORY) 
to get our message to more and 
more metal-working firms. 


And the message itself is powerful: 
CARD TAPS...THE CERTIFIED* 
CUTTING TOOLS. 


*Certified by known, respected, 
independent Pittsburgh Testing 
Laboratory. Card's double check 
on quality ... factory inspection 
plus Jaboratory inspection .. . 
builds confidence and sales for 
you because every Card adver- 
tisement carries this message: 
“CONTACT YOUR NEARBY CARD 
DISTRIBUTOR.” 


Advertising that carries a real 
sales punch .. . merchandising ma- 
terials your prospects welcome... 
factory - trained representatives 
ready to help you... . plus a Dis- 
tributor Policy that makes clear 
your rightful place in our market- 
ing picture .. . all stack the cards 
in your favor for greater volume 
and profits. 











wlling Jools 


*by the Pittsburgh Testin 


Also mokers of Dj ES 
DIE STOCKS . 





TAPS5 


9 Laboratory 


SCREW PLATES 
TAP WRENCHES 
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Industrial distributors often ask manufacturers, 
“How about your house accounts?” That’s a 
question we couldn’t answer. We don’t have ‘‘house 
accounts.” All R/M packings for maintenance are 


sold through our authorized distributors. 








RAYBESTOS-MANHATTAN, INC. 


PACKING DIVISION, MANHEIM, PA. | rr 
Bridgeport, Conn.; Manheim, Pa,; 
No, Charleston, S.C.; Passaic, N.J. 
RAYBESTOS-MANHATTAN, INC., Manufacturers of Packings + Asbestos Textiles » Mechanical Rubber Products 
Abrasive and Diamond Wheels + Rubber Covered Equipment + Brake Linings + Brake Blocks + Clutch Facings 
Fan Belts « Radiator Hose +» Powdered Metal Products + Bowling Balls 








ee 
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Second in a series of eres 
Unusual Grinding 
Wheel Operations 


@ One of the toughest problems of aspirin 

manufacturers is to produce tablets that will dis- 
integrate and “go to work” quickly. This is partly 
solved by grinding the dried mixture into the exact 
consistency before pressing the tablet. 
Whatever your customers’ abrasive problems may 
be, BAY STATE can solve them . . . fast. Possibly 
the exact specifications can be supplied directly 
from large stocks either in Westboro or from our 
branch warehouses. 


Highest quality abrasive products plus a coopera- 
tive engineering program for distributors spells 
repeat sales. If you are not carrying an abrasive 
line or are contemplating a change, it will pay 
you to investigate Bay State. 


Photograph of Aspirin Grinder, Courtesy of The Bayer 
Company (Sterling Drug Inc., Successor) 





BAY STATE ABRASIVE PRODUCTS CO. 
Westboro, Massachusetts, U. S. A. 


Branch Offices and Warehouses 
Chicago, Cleveland, Detroit 


Tote Performance Conrcstently Depleted 
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HERE’S WHY 
NEOPRENE PRODUCTS DO 
SO MANY JOBS SO WELL 


They resist 
OXIDATION by air, oxygen, ozone— 
hove outstanding resistance to aging. 


They resist 
HEAT—ore exceptionally stoble at 
temperatures up to 250° F. 


They resist 
SUNLIGHT AND WEATHERING—in oa 
class by th Ives in resistance to 
rubber's worst enemies. 





They resist 
OILS, SOLVENTS, MOST CHEMICALS — 
set the standard for oil resistance 
throughout industry. 


They resis? : 
ABRASION, CUTTING, CHIPPING —ore 
tough ond durable under severe serv- 
ice conditions. 


FREE! THE NEOPRENE NOTEBOOK— 
interesting stories ... new unusual applico- 
tions of neoprene. Write E.1. du Pont de 
Nemours & Co. (Inc.), Rubber Chemicals 
Division C-4, Wilmington 98, Delaware, 


76 





Better rub 
made with Du Pont NE 


For example: 


2 


pee products are 


Neoprene V-belts resist 
heat, oil and flexing ...stand up 
where ordinary belts fail 


Oil and temperatures up to 300°F. cut 
the life of ordinary rubber V-belts to 
two weeks in a textile finishing plant, 
where they drove the fans in a gas-fired 
drying oven. Their short life caused 
frequent breakdowns resulting in a seri- 
ous plant bottleneck... untilthechiefen- 
gineer tried V-belts made with Du Pont 
neoprene. 

He found that neoprene V-belts lasted 
a minimum of six months in this severe 
service .. . over 12 times as long as the 
ordinary V-belts previously used. For 
neoprene is not softened by heat... it 
resists oil and grease. And the tough 
neoprene cover stands up under con- 
tinual flexing. 

In V-belts, as in other rubber prod- 
ucts, neoprene means greater efficiency 
and longer life . . . fewer shutdown 
worries. So when you sell rubber prod- 
ucts for tough service, make sure they’re 
made of neoprene. Point out neoprene’s 
many advantages to your customers. It 
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will help you close many a sale. And 
the extra service life they'll get from 
neoprene products means repeat sales 
for you. 

E. I. du Pont de Nemours & Co. 
(Inc.), Rubber Chemicals Division C-4, 
Wilmington 98, Delaware. 


Tune in to Du Pont “CAVALCADE OF AMERICA,” 
Monday nights—NBC coast to coast 


BEG. U.S. PAT. OFF. 





Talk of the Trade 


CONGRATULATIONS: ‘The Samuel Harris Co., Chi- 


cago, is celebrating its 75th anniversary this year. 


SPEAKERS: ‘I'wo representatives of our field were on 
the American Management Association’s recent marketing 
conference in New York . . . Ken Beardslee (Carboloy) 
spoke on selling in a competitive market and was fol- 
lowed on the program by Bill Stauble (Holo-Krome) 
who talked on selling through distributors, 


SNOWBOUND: Now that snow storms are a thing of 
the past for this season, we don’t mind telling a little story 
on Leon Watkins (Watkins, Inc., Wichita) . . . ‘The 
storms got so bad in Wichita a couple of months ago 
that Leon was literally snowbound . . . But Leon put the 
time to good use .. . He sat down at the telephone and 
called business acquaintances and friends from Maine to 
California . . . Bet the telephone company loved it. . . 
Howard Jones, also of Watkins, Inc., resolved to hold 
prayer meetings instead of sales meetings . . . Mavbe 
that will help get some nice weather so salesmen can 
get out of their snowbound homes, he said. 


CONVALESCING: E. A. Hirshon (W. S. Wilson, New 
York) is well on the road to recovery after an operation. 


VETERAN EMPLOYEE: A savings bond and a silver 
chest containing 25 silver dollars were presented to Andy 
Bryk, telephone salesman at Sterling Products, Chicago, 


to mark his 25th anniversary with the firm . . . Bill 'Teare, 
president, gave the bond while fellow employees pre- 
sented the chest . . . Speaking of Sterling reminds us 
that Dud Condit is general chairman of the Chicago 
Heart Association . . . His co-chairmen are Jim Good 
and Bob Richards (J. H. Williams). 


FROM THE NEWS: Our colleague, John Farley, makes 
a hobby of collecting news facts and commenting on 
them . . . He reports: More than 3 million families lived 
“doubled p” in 1948, with most of them related to 
the head of the household—just a little room for a 
lot of argument . . . He also noted that 100 years ago 
there were only 31,000 persons emploved by the Federal 
Government, but that today there are more than 2,000,- 
000—See, he commented, what happens when you 
teach people how to count. 


MUSEUM PIECE: G. M. Rittelmeyer (Mississippi 
Koundry & Machine, Jackson) has a 1910 Waverly 
Electric Car in his storeroom . . . He used to sell them. 


\\ | [// 


\ ya 
eae 


IN ‘THE SPRING .. .: All talk these days winds up 
with the query: “Are you going to Cleveland?” .. . 
Everyone, is seems, is going to be there for the Triple In- 
dustrial Supply Convention April 25, 26 and 27... The 
skeptics of last year are staunch supporters of the “Confer- 
ence booth” idea . . . We'll see you there. 


R.W.B. 
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USING A BAROMETRIC CONDENSER | 
VALVE RECOMMENDATIONS (3 a 0 Vv a if 4 
Fig. 142—1BBM Globe For details and valves to suit varying 
conditions see Jenkins Catalog 
Fig. 106A—Bronze Globe Satercondencer ee 


Fig. 47—Bronze Gate 


Fig. 651—IBBM Gate Suction 2 | Fig. 1300—Stainless Steel Gate 
Fig. 624—1BBM Sw. Check 


Fig. 142—1BBM Glob 
= ed 1 | Fig. 1308—Stainless Steel Globe 
Fig. 49—Bronze Gate 
2 | Fig. 1308—Stainless Steel 
Fig. 956—Bronze Globe 


Fig. 976—Bronze Globe 
Fig. 49—Bronze Gate 


Fig. 47—Bronze Gate Condenser STEAM 8 


4 
cooting —=FIRST p AM. VO VENT 


Fig. 47—Bronze Gate e WATER TO 


Fig. 976—Bronze Globe | 7} ermostatic 
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ig. 92—Bronze Sw. Backflow 


ig. 106A—Bronze Gate | condensate 


est 


ig. 47—Bronze Gate Shutoff 


VAPORS TO 
: CONDENSER 

. 106A—Bronze Globe 
ig. 741G—Bronze Control 
SEPARATOR 
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CONTROL LINE LOOP SEAL 
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DISCHARGE INTERCONDENSER 
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VARIABLE SPEEO PUMP 
0 TO 


LEVEL 
VARIABLE SPEED PUMP 
goss ROL VALVE AUTOMATICALLY CONTROLLED 
Vv BY LEVEL CONTROL TO 
MAINTAIN LEVEL IN TAIL PIPE 


MANUAL 


BYPASS OILUTE 


SOLUTION TO 
CONDENSATE —__ Diagram by Huxley Madeheim 
Consulting Engineeer 


CINS 


TYPES, SIZES, PRESSURES, METALS FOR EVERY NEED 


COPYRIGHT, 1948 — JENKINS BROS. 


LOOK FOR THE 


DIAMOND MARK 








er| any Piping System... 
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practically all valves required are 
available from Jenkins complete line 


JENKINS 
COMPLETE LINE 


SAFETY 
VALMt 


TYPES 


URE 
VALVE 


SIZES 
PRESSURES 


METALS 
FOR : 
EVERY PURPOSE 


‘ep - OVER 500 VALVES 
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That’s why every project promises 
Multiple Sales for 


JENKINS DISTRIBUTORS 


THIS TYPICAL piping layout calls for 42 valves, including 
alternates, and all but four specialty valves are available 
from Jenkins complete line. 


It illustrates clearly why the Jenkins Distributor, 
called in to talk over any piping plans, has a big ad- 
vantage. With the broad range of types, sizes, pressures 
and metals represented in the Jenkins line, he is fully 
prepared to meet all average valve needs. 


He can help his customer save time, and simplify 
planning, because, almost invariably, all the valves he 
needs are listed in the Jenkins Catalog. And he can offer, 
too, in any valve selected, the longest-lasting, lowest- 
maintenance valve that money can buy . . . Jenkins 
quality. 


Ifs just another of many reasons why Jenkins is the 
preferred valve franchise ... why, year in and year out, 
it pays, and pays well, to sell Jenkins valves. 

Jenkins Bros., 80 White Street, New York 13; Bridgeport, Conn.; 


Atlanta; Boston; Philadelphia; Chicago; San Francisco. 
Jenkins Bros., Ltd., Montreal. 


VALVES 


SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS EVERYWHERE 











We Make Good Hose 
for Our Distributors 


Hose made by Republic is famous for quality. 


Republic employees jealously protect this reputation. 


Republic gives its Indusirial 
Distributors a complete line of Hose 


er Pneumatic Hose 


wer Pneumatic Hose, largest 
in the Republic line, has oil 
int tube, strong braided plies 
inforcement, tough, brown, 
ion-resisting cover, and be- 
it is extremely flexible. Sizes 
to 1-1/2"—two and three 


Republic Rubber Division manufactures a con- 
struction of hose for practically every application. 
Experience has not only taught us how to build 
each type and grade, but experience has also proved 
which hose delivers best results under given con- 
ditions. We pass this information along to our 
distributors. They have complete data to enable 
them to do a better selling job. 

Republic Rubber also advertises these facts to 
industrial buyers, and tells purchasers to contact 
Republic’s distributors. Knowing these facts, per- 
haps you would like to write or mail the coupon 


for more information about our 5-Point Sales Policy. 


REPUBLIC RUBBER DIVISION 


NE 


~ LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN, OHIO 
\) Lee Deluxe Tires & Tubes + + Conshohocken, Pa. 





E. D. Knight, President 


Virginian Electric Inc. (Distributor) 
Charleston 30, W. Va. 


e Records show that 80% of routine 
purchasing work often applies to han- 
dling requisitions representing only 
25% of the dollar value of all pur- 
chases. On this basis, industry can 
save money by purchasing groups of 
items all at one time from distribu- 
tors of industrial supplies. 

Republic Rubber believes that dis- 
tributors of industrial supplies are an 
economic necessity. Its distributors 
will tell you that Republic backs them 
to the limit. . . that Republic lives up 
to the 5-Point Sales Policy which is 
listed below. 

Want toknow more about Republic 
Rubber Sales Plan? Then mail the 
coupon today. 


1 A LINE of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


A QUALITY of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


A PRICE basis inducing and mak- 
ing possible aggressive competition 
with reasonable profit return, 


FREEDOM from competition from 
his source of supply, either direct 
or indirect, among the trade cov- 
ered by his day to day solicitations. 


5 SELLING helps of reasonable 
amounts so that his sales force may 
be given the advantage of special- 
ized training and a knowledge of 
the product sold. 


ee adlaal 


REPUBLIC RUBBER DIVISION 
LEE RUBBER & TIRE CORPORATION 
YOUNGSTOWN, OHIO 


Name, title 
Firm 
Address 
City 
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Industrial Distribution 





Sell Cost Reduction 


LMOsT every product stocked and sold by 
A industrial distributors has cost reduction 
possibilities that have dollar-and-cents meaning to 
industrial buyers. Alert distributor salesmen have 
always stressed these advantages in making sales 
presentations, product by product. This is not 
new. But buyers are more receptive now to this 
sales point than they have been in years. 


Cost Conscious 


Business management today is in a threatening 
profit position. Rising material costs, the threat 
of heavier taxes and high wage levels have put a 
three-way squeeze on profits. In the past most 
manufacturers have escaped the squeeze by rais- 
ing the selling prices for their products. But sell- 
ing prices for most manufacturers have apparently 
peaked—the tough competition of an accelerated 
buyers’ market won’t take much additional rise. 

The most logical relief seems to lie in reducing 
manufacturing costs through the use of improved 
efficiency, higher productivity, better methods, 
better machines and better materials. It is along 
these lines that management is thinking and it is 
for this reason that the distributor salesman’s story 
of how his products cut costs will strike an increas- 
ingly responsive chord with buyers today. 

By talking in terms of the customer’s current 
interest, the selling job is easier. By passing on 
“know how” and “how to” information which will 
enable the customer to cut his costs, the salesman 
is rendering a real and not easily forgotten service. 

But this takes advance preparation and plan- 
ning on the salesman’s part. A generalized “spiel” 
on how everything in the catalog will solve all the 
customer’s cost reduction problems probably will 
fall flat on its face. The job has to be broken down 
and particularized in advance. The customer has 
a variety of problems subject to cost reduction in 
each phase or aspect of his operations. This 
means you have to have the facts in advance on 
what operations or processes are employed by 
each customer. This body of information on each 


customer cannot be developed in a day. But 
neither will the drive for cost reduction evaporate 
overnight. It’s time for all distributor salesmen 
to start marshalling in an organized way all the 
facts on what is going on in each customer’s plant. 

Plants more or less across the board have mate- 
rials handling problems, power transmission 
problems, safety problems, maintenance problems, 
to cite a few, but they vary in nature, intensity 
and importance from plant to plant even within 
the same industry. And apparently similar plants 
in the metal working industry, to take another 
example, have different types of drilling, reaming, 
cutting, grinding, polishing, fastening and finish- 
ing operations. If the sales presentation is to be 
effectively geared to the individual buyer, all these 
facts must be in the salesman’s kit of customer 
information for ready use. 


Product Knowledge 


Furthermore, and equally important, various 
products play varying roles in each type of opera- 
tion. What are the particular selling points on 
your individual products that will meet the cus- 
tomer’s need for cost reduction “know-how”? 
This again takes advance preparation, product by 
product. Who in the customer’s plant buys or 
specifies each particular product? How will 
product “A” save the customer in his operation 
“X”? Now you are talking particulars that make 
sense to the alert buyer. Your familiarity with his 
operations is flattering and your knowledge of 
what your products will do to help solve his 
problem will get his attention and interest. You 
are being of real service. 

And remember, after you have demonstrated 
that your product “A” solves his problem “X”, 
ask for the order. 





INDUSTRIAL DISTRIBUTION © APRIL, 1949 





DISTRIBUTORS’ SALES, INVENTORY AND OUTLOOK REPORTS REFLECT 


Business Conditions Today 


Telegraphic survey among 
men on the sales firing line 
shows optimism if immediate 
action is taken on three prob- 
lems. 


ALTHOUGH JANUARY and February 
sales were off in a majority of supply 
companies, distributors see no cause 
for alarm in the overall outlook for 
1949. Their optimism definitely is not 
of the “whistling-in-the-dark” variety; 
it is tempered with the stark realization 
that highly competitive days are here. 
They are well aware, too, that imme- 
diate steps must be taken if they are to 
remain on the profit side of the ledger. 
Nationally, distributors think there are 
three key factors: 


1. Sales Effort 
It must be greater and 
must be based on sound, 
logical thinking. 

2. Inventory 
It must be balanced. 


3. Overhead Costs 
They must be scrutinized 
carefully and constantly. 


This is the consensus of distributors 
who replied to a telegraphed request 
by InpustriaL DisrripuTion for a 
report on sales and inventory figures 
for the first two months of 1949 as 
against the same period in 1948. Tele- 
grams were used to keep at a minimum 
the elapsed time between the period 
covered by the figures and the report- 
ing of them to you. 


Inventory: A Boogey-Man 


The figures in the accompanying 
tabulations are presented in this sum- 
mary form for ease in analysis and to 
maintain the confidential nature of the 
sales and inventory statistics of individ- 
ual firms. While they throw consid- 
erable light on trends from various 
parts of the country, the sampling on 
the telegraphic survey was necessarily 


restricted and this shoyld. be kept in.. 


mind when studying the figures. 
Although the survey did not cover 
enough distributors to warrant sweep- 
ing generalizations, it is worth noting 
that in January, 37 percent of the dis- 
tributors reported increases over Janu- 


82 


ary 1948, while in February the figure 
dropped to 30 percent. (It is important 
to remember, though, that dollar sales 
in 1948 were at a record level.) 

The inventory figures show that in 
January the number of distributors 
with increased and decreased inven- 
tory was almost the same — 46 percent 
had increased inventory. The compari- 
son of the February figures revealed a 
changing picture; 62 percent of the 
distributors reported greater inventory 
than in February 1948. 

The comments which accompanied 
distributors’ replies indicate that inven- 
tory is, as one respondent phrased it, 
“the boogey-man in the closet.” How- 
ever, all distributors did not confine 
themselves to the three key factors 
(sales effort, inventory and overhead). 
Among other problems cited as need- 
ing attention were. financing, delin- 
quent accounts, price cutting, margins 
and the across-the-board break-even 
point. 


Increased Sales Effort 


The need for increased sales effort 
is not peculiar to any one region. Even 
distributors who reported increased 
dollar sales as compared to 1948 
stressed the point. 

As W. H. Rutherford, vice-president 
and sales manager of Wessendorff, 
Nelms & Co., Houston, declared: 


“We think the main job ahead now 
means intelligent work and more work. 
We have our sleeves rolled up and are 
diligently working at the job.” 


Ralph V. Vincent, general manager 
of C. W. Marwedel, San Francisco, 
classifies sales effort as the No. One job 
confronting distributors. He said: 

“Regardless of what we may say to 
our customers about being a service 
organization, the fact still remains that 
we are in a merchandising business. 
We can have a beautifully arranged 
stock and a wonderful location, every- 
thing can be perfect but, believe me, if 
your inventory isn’t sold, that supply 
house isn’t going to be in business very 


_long. Another reason for placing. sales 


over inventory is the fact that, for a 
number of years, the work that has 
been referred to as sales work has not 
actually been selling but order-taking. 
I think anyone who has a combination 
of old-timers and green kids in his sales 


INDUSTRIAL DISTRIBUTION © APRIL, 1949 


organization can see exactly what | 
mean. There is still business to be had, 
but the concern that maintains a sales 
organization that follows the same rut 
it has been in for the past 30 years is 
not going to do too well in moving 
inventory.” 

J. H. Ruddell, president of Central 
Rubber & Supply Co., Indianapolis, 
apparently was thinking along the 
same lines. He wrote: 

“In my opinion, the most pressing 
problem of the distributor today is to 
increase his efficiency. By this I mean 
that he needs to make his ‘selling effort 
efficient with a well-planned, aggres- 
sive, hard-hitting sales effort which 
will do everything possible to keep the 
volume of sales up to a maximum for 
a given level of general industrial ac- 
tivity.” 

Salesmen are not the only ones in- 
volved in increasing sales effort, ac- 
cording to C. McD. England, Jr., vice- 
president and treasurer of the Logan 
Hardware & Supply Co., Logan, West 
Virginia. Mr. England said: 

“The increase in sales effort must be 
made, not only by the sales force itself, 
but by all concerned with the buying 
and selling of merchandise; and by that 
I mean to furnish the salesmen with 
more ammunition in the way of prod- 
uct information, pricing information 
and availability of merchandise not 
only in our stock but in the stocks of 
our suppliers.” 


Balanced Inventory 


Unbalanced inventories are the cause 
of many of the problems confronting 
distributors, according to those who 
commented on this key factor in the 
supply business. For example, several 
pointed out that overstocking leads to 
price cutting. J. C. Pye of the Pye- 
Barker Supply Co., Atlanta, explained 
it this way: 

“There are many slow moving items 
that have accumulated in distributors’ 
stocks during the period of reckless 
buying that are proving a problem to 
move. Many. large industrial plants 
have overstocked their supply rooms 
with maintenance supplies during the 
period of scarcity as insurance against 
shortages and, now that supplies are 
more normal, they are reducing these 
overstocks to normal. This necessitates 








Plus 20% and over ] 
Plus 10 to 19.9% 

Plus 5 to 9.9% 

Zero to plus 4.9% 


Zero to minus 4.9% 
Minus 5 to 9.9% 
Minus 10% and less 





Percent of reporting distributors showing 
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distributors carefully watching their 
purchasing to guard against overstocks 
and possible inventory losses. 

“Another hazard distributors are 
facing is the tendency of many to un- 
load overstock at a sacrifice. This up- 
sets the market and leads to inexcusa- 
ble price cutting on many lines.” 


Manufacturers Can Help 


A thought on how manufacturers 
can help distributors in — om bal- 


anced inventories was given by R. C. 
Duncan of the R. C. Duncan Co., 
Minneapolis: 

“We believe that it would be bene- 
ficial to us and other distributors in the 
country if manufacturers of our prod- 
ucts would make inquiries as to our 
present stock condition, so that we 
might report overstocks of certain 
products. If distributors’ stocks were 
checked in this manner throughout 
the nation, manufacturers might find 
that they were now producing large 
quantities of things which are present 
overstocks of distributors. 

“For example, we have a quantity of 
one item which, based on our sales of 
the past years, would represent about 
a year and one-half’s supply. If other 
distributors are in the same condition, 
manufacturers of that product should 
be aware of that fact and adjust their 
production accordingly. If they do not, 
there will be a terrific repercussion 
which will not only affect the individ- 
ual product but will produce price 
instability, thus reacting on all distrib- 
utors unfavorably.” 

Mr. Vincent (C. W. Marwedel) 
also pictured inventory as a prime con- 
sideration. He said: 

“Inventory is one of the most treach- 
erous parts of any merchandising enter- 
prise .. . It is a continual battle to keep 
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the right merchandise on hand in the 
right quantity and, above all, to have 
it for your customer when it is re- 
quired . . . If you have a number of 
small competitors who are just able to 
hang on by the skin of their teeth, we 
all know when things get tough these 
competitors are going to go by the 
boards. Naturally, they will do all they 
can to hang on and to do this will drop 
prices... A frozen inventory, of course, 
is just like the boogey-man in the clos- 
et. We all shiver and shake when we 
think of such a thing and we tell our- 
selves that it can’t happen to us, but 
unless a great deal of attention is paid 
to inventory, it can happen. 


Overhead Costs 


While frequency of mention in the 
survey placed sales effort and inventory 
ahead of overhead costs, many distrib- 
utors feel that overhead is the para- 
mount factor. 

T. J. Kenny, president of The S. B. 
Hubbard Co., Jacksonville, for exam- 
ple, stated: 

“We believe the important thing 
now is to adjust overhead to a 20 per- 
cent decline in sales volume, even 
though the present rate may not indi- 
cate such a decrease may prevail.” 

R. A. Parachek, president of Mill & 
Factory Supply Co., Toledo, voiced his 
opinion in this manner: 

“Our greatest problem, of course, is 
what now appears to be the small mar- 
gin of profit due to taxes, cost of labor, 
and other operating expenses. We hon- 
estly believe that, percentagewise, dis- 
tributors’ costs of operations compared 
with 20 years ago are at least triple.” 

Robert A. Donovan, president of 
Machinists’ Tool & Supply Co., Los 
Angeles, discussed the break-even 
point: 
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“T believe the high break-even point 

which has been brought about by high 
salaries, taxes, etc., is a most serious 
situation. Generally, factory discounts 
to distributors have long since fallen 
behind the distributors’ increased costs 
... 1 have been amazed at the modest 
net earnings of distributors during a 
period of production activity that has 
been unequalled.” 
.. The need for increased margins as a 
means of meeting increased overhad 
also was brought out by Robert Smith 
of Smith & Klebes, New Haven, and 
by E. F. McCarthy, vice-president of 
Beals, McCarthy & Rogers, Buffalo. 

Mr. Smith said: 

“The most immediate pressing prob- 
lem for the industrial distributor is to 
reduce overhead or cost of doing busi- 
ness. This can be materially helped by 
the manufacturer’s pricing and packag- 
ing or a better spread of margin of 
profit for the distributor.” 

Mr. McCarthy said: 

“We are making every effort to hold 
or reduce our handling costs, but 
the influence of general wage trends, 
freight rates, etc., is all the other way. 
Consequently, distributors must make 
every manufacturer keenly aware of the 
necessity of providing us with adequate 
margins on all items in all quantities.” 


General Comments 


Several interesting comments and 
suggestions were made by distributors. 
Here are a few of them: 

“Our investigation has revealed that 
all buyers have, upon _ instructions, 
been told to secure at least three prices 
as they all anticipate market decline 
and want to make certain that they 
participate when and if such declines 

(Continued on page 158) 
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THOUSANDS OF PAPERS are micro- CHECKING DATA on sales orders, invoices or correspondence is a simple matter 
filmed by Miss Phyllis Tidings. for Mrs. Verna Smith. She just inserts film in the projector and turns a handle. 


MICROFILM: A Time and Space Saver 


BEFORE papers were microfilmed, valuable space was used AFTER microfilm equipment was installed, Miss Lou Ann 
for files such as Robert McDonald is consulting. Daniel finds that locating a particular paper is simple. 
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VALUABLE TIME is saved for all as a result of microfilming. Having checked some 
data, Mrs. Smith submits a report to T. H. Scott, treasurer of Marshall Supply. 


Tulsa firm puts ten years of records on film in single 


file cabinet; system simplifies checking records 


“Let’s look at the record.” 

Usually associated with the late Al 
Smith, the statement, nevertheless, is 
one that is heard almost daily in in- 
dustrial distributing companies. But, 
according to W. P. Marshall, Jr., pres- 
ident of Marshall Supply & Equip- 
ment, Tulsa, making a statement and 
looking up a record are two entirely 
different things. 

While simplifying the checking of 
records was one of the principal rea- 
sons for the Marshall company deci- 
sion to microfilm records, there was 
another equally important reason: 
Valuable space being utilized for filing 
cabinets could be converted into office 
space and space for storing products. 


Cost Is Offset 


Mr. Marshall’s enthusiasm for mi- 
crofilming is echoed by other officials 
of the company. They all agree that 
the cost involved is more than offset 
by the additional working space made 
available and by the convenience of be- 
ing able to locate records immediately. 

“We used to have row upon row of 
filing cabinets,” said T. H. Scott, 
treasurer. “Now we have one small 
cabinet, a cabinet that contains micro- 
filmed records covering ten years of 
operations,” 

Mr. Scott estimated that the com- 
pany now has on film more than one 


million documents. And, the small 
cabinet in which the film is stored 
still is not filled. 

“When you think of the filing space 
needed for a million papers com- 
pared to the one cabinet,” said Mr. 
Scott, “you have a good idea of the 
space we have saved.” 

The microfilm used by Marshall 
Supply comes in 200-ft. rolls. Each 
roll, according to Mr. Scott, contains 
an average of 6,000 reproductions of 
84 x 1]-in. papers. 

The actual microfilming of docu- 
ments is a comparatively simple oper- 
ation. One girl, in an average day, 
can microfilm 15,000 to 18,000 items. 
However, while the actual operation 
is simple, Mr, Scott pointed out that 
best results are obtained when the 
work is done by someone with a knowl- 
edge of filing. He used as an example 
the fact that an operator has to exer- 
cise judgment as to whether to con- 
tinue with a roll of film when there 
is only a few feet still available. It is 
sometimes better, he explained, to 
waste the few feet than to photograph 
only part of a batch of related papers. 
If related papers are divided on two 
rolls, when someone tries to check 
on a particular paper, he might have 
to look through both rolls. 

Preparing papers for microfilmin 
is the biggest job, Mr. Scott said. Be- 
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fore being turned over to the camera 
operator, the papers have to be col- 
lated; if all related papers are filmed 
in order the task of looking up some- 
thing is simplified. 

Among the records that Marshall 
Supply puts on film are sales orders, 
copies of invoices, correspondence, 
customers’ purchase orders and Mar- 
shall’s purchase orders with all other 
papers containing pertinent data on 
the orders. Cancelled checks are not 
microfilmed inasmuch as the bank 
where the firm has its account micro- 
films all checks. 


Increased Efficiency 


When microfilming was first con- 
sidered by officials of the company, 
they made a check to see how fre- 
quently employees were required to 
search files for records. They found 
it was not at all unusual for employ- 
ees to consult the files several times 
daily. Under the firm’s microfilming 
system, the frequency of looking up 
records has increased. “And this,” 
said Mr. Scott, “has resulted in in- 
creased efficiency. Customers have 
learned by experience that they can 
rely on us to check records. It is not 
at all unusual for a customer to re- 
quest a product ‘like one I bought a 
few months ago’. Previously, checking 
on such an order could involve a great 
deal of work and time, but with micro- 
filming the job is done in a matter 
of minutes.” 

Mr. Scott also pointed out that 
occasionally it is necessary to check 
on records of a few years ago. Because 
of limited available space on the office 
floor, the older records previously had 
to be stored in files on another floor. 
This, of course, meant an extremely 
time-absorbing chore, a chore that is 
eliminated with microfilming. 

The equipment employed by Mar- 
shall Supply is rented. The projector 
is taken on an annual basis. The pho- 
tographing device is rented on a daily 
basis when sufficient records have 
accumulated to supply several days’ 
work in “shooting”. The film is pur- 
chased outright and the purchase price 
includes the developing process costs. 





... “And you'll discover that after 
battling an experienced buyer, persuad- 
ing the little fellows comes much more 
easily. It’s a utilization of the principle 
a batter uses when, before walking up 
to the plate, he swings a half-dozen 
bats in the air. After that-little work- 
out, the single bat he picks up feels 
like a feather.” 
Money-Making Salesmanship 
Michael Gross 














MODERN EQUIPMENT opens the way for sales . . . 


Down On 


The Farm 


It takes a different sales technique to sell farmers, Sioux 


City salesman says; he puts emphasis on compressors 
9 


and then sells numerous related products 


ALL THOSE OLD stories about high- 
pressure salesmen cashing in on the 
guillibility of farmers may have been 
true in the past but things are different 
today, according to Frank Lovgren, 
salesman for Pecaut Industrial Supply 
Co., Sioux City. Mr. Lovgren says: 

“Farmers are careful buyers and 
show.good judgment in making their 
purchases.” 

And Mr. Lovgren knows; a good 
share of his territory is in the rural 
areas around Sioux City where he does 
a big selling job, especially on air 
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compressors. While he doesn’t pin all 
his sales hopes on this one line, he 
has earned the title of “Frank, our air 
compressor salesman,” among fellow 
salesmen at Pecaut. How did he rate 
this title? By observing the market in 
his territory closely. When he saw the 
farm need for air compressors, he went 
out to harvest this type of business 
and in greater volume than any other 
salesman in the firm. 

“Record crops and good farm 
prices,” said Mr. Lovgren, “have made 
the farmer a prosperous fellow. But, 
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he bought his prosperity with modern 
farm improvements. New farming 
methods are finding more use for in- 
dustrial supplies, tools and equipment 
than ever Ethene. Farm business is big 
business today. Most of the farms in 
this area have new, modern equip- 
ment, all of which is mounted on 
rubber tires. It’s not a rarity to find 40 
to 60 tires on any one farm. All these 
tires must be kept inflated to their 
proper air pressure and the farmer 
can’t run down to a corner gas station 
for free air. 


Sells Other Products 


“The farmer has learned that re- 
pairs, too long delayed, shorten the 
life of his expensive farm machinery 
and buildings. He has learned too, 
that farm equipment, well maintained, 
permits efficiency in operation and 
better farm profits. That is why we are 
able able to sell him electric genera- 
tors, motors, welders, drills, bench 
grinders, lathes, air compressors and 
many other industrial supplies. 

“The air compressor has numerous 
farm applications, and for the indus- 
trial supply salesman, the air com- 
pressor builds customer confidence 
and opens the door to additional or- 
ders for related products. Spraying 
equipment can be sold if the farmer 
contemplates painting his farm build- 
ings. The farmer looks for time-saving 
devices and ideas. The spraying 
equipment will paint his barn in a 
fraction of the time a hand brush oper- 
ation would require. Lubrication is 
necessary on farm machinery. High 
pressure lubrication equipment does a 
more efficient job and saves time, too. 
The air compressor ties in with many 
needs the farmer has, from disinfect- 
ing chicken houses to cleaning chaff 
from a rig. 


Used on Combines 


Mr. Lovgren cited a use the air 
compressor was put to on many lowa 
farms just this past year. The density 
of the crop yield necessitated com- 
bines to be run in low gear for long 
periods of time while harvesting. The 
racing motor together with the flying 
chaff lodging against the radiator of 
the combine motors caused consider- 
able overheating and frequent work 
stoppages to clear the radiators and 
allow the motor to cool. 

The remedy was a gasoline driven 
air compressor, mounted on the side 
of the combine, with which the 
farmer, using a blow-gun attachment, 
could blow the chaff from the radiator 
while harvesting. 

Selling the farmer has certain psy- 
chological differences, according to 
Mr. Lovgren. “When quality mate- 
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ADVERTISING in the rural areas surrounding Sioux City 
helps show farmers that Pecaut Supply is interested in their 
business. 


rials are sold to him, they must be 
justified as to service and price. The 
farmer has stronger likes and dislikes 
than the average city customer. He is 
easily offended and requires much 
more attention than other buyers. 
“For these many reasons, we sell 
him through his local implement 
dealer. The farmer’s loyalty to his lo- 
cal dealer is something no ‘out-of- 
towner’ can hurdle. We work very 
closely with our farm implement deal- 
ers, almost as if they were branch 


about the sale. 


offices of our company. Our mate- 
rials are put on display on the imple- 
ment dealers’ floors and we try to 
promote business by setting up special 
dates for group demonstrations of our 
products. 

“Farmers talk over the merits of 
their equipment among themselves. 
The advertising a product gets in the 
farm community is word of mouth 
advertising based on, perhaps one 
farmer’s experience with the product. 
A satisfied farm customer is a valuable 





READY FOR DELIVERY to a farmer is another air com- 
pressor sold by Frank Lovgren who tells Stanley Pecaut 


asset to the salesman, therefore the 
salesman must give more of his time 
to selling the farmer. Because of his 
generally sound judgment, the farmer 
is open to a plain, honest, presenta- 
tion of your product. The manner vf 
approach to his problems must be 
sincere and with a knowledge of farm 
problems and needs. Sell the farmer 
improvements from the standpoint of 
better income or greater profit and he 
will buy. He’s a realist and wants 
facts.” 





“Gro Ye and Do Likeswise”’ 


AND IN THOSE pDAYs, behold, there 
came through the gates of the city a 
salesman from afar off, and it came 
to pass he sold plenty. 

And in that city were they that were 
the order takers, and they that spent 
their days in adding to the alibi sheets. 
Mightily were they astonished. They 
said one to the other, “What the hell, 
how doth he get away with it?” And 
it came to pass that many were gath- 
ered in the back office and a sooth- 
sayer came among them. And he was 
one wise guy. And they spoke and 


questioned him, saying “How is it 
that this stranger accomplished the 
impossible?” 

Whereupon the soothsayer made an- 
swer: “He of whom ye speak is one 
hustler. He ariseth very early in the 
morning and goeth forth full of pep. 
He complaineth not, neither doth he 
knock. He is arrayed in purple and 
fine linen while ye go forth with 
faces unshaven and pants not pressed. 

“While ye gather here and say one 
to the other, ‘Verily! This is a terrible 
day to work’, he is is already abroad. 
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And when the eleventh hour cometh, 
this man needeth no alibis. 

“He knoweth his line and they that 
would stave him off, they give him 
orders. Men say unto him ‘Nay, Nay’ 
when he cometh in; yet when he goeth 
forth, he hath their orders. 

“He taketh with him two angels, 
‘inspiration’ and ‘perspiration’ and 
worketh to beat hell. Verily, I say 
unto you, ‘Go ye and do likewise’.” 


E. Carl Sorby, George D. Roper Corp., 
delivered at a recent sales conference. 
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1 BEGINNING in the stockroom and shipping, F. C. 
* Wilson, Jr., learned of variety of products handled 
by the firm. 





*. 


experience on sales floor. 


Training Program 
Geared to Supply 
Salesmen When Needed 
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MSE : . 
DEMONSTRATION to Leon Wolfson, Everett Sal- 
* vage & Wrecking Co., by Mr. Wilson is typical of 


? INSIDE FACTS about tools and products were ac- 
* quired by Mr. Wilson in Eggleston Supply’s service 
department. ~ 





A PRODUCT description help was obtained by Mr. 
« Wilson from other salesmen such as E. F. Atwood, 
who was trained similarly. 


THE MOST EFFECTIVE salesman training program for an 
industrial supply firm is one which is geared to the 
natural growth of the company, according to P. S. 
Eggleston, vice-president and sales manager of the 
Eggleston Supply Co., Boston. Mr. Eggleston’s experi- 
ence in training his present staff of salesmen, the senior 
member of which has been with the firm since 1919, 
has convinced him of the economy of proper timing. 
The Eggleston sales force now numbers four but it 
will be increased to five with the addition of F. C. Wil- 
son, Jr., a salesman trainee who is completing the pro- 
gram. The average training period has been. five years; 


























CUSTOMER contact experience—Mr. Wilson fills 
* out charge to W. K. Butler of Woods Hole, Mass., at 
counter 


a a 
6 FUTURE requirements in the way of salesmen are 

* forecast by Mr. Eggleston from study of growth, 
market, potentials and other factors. 


individual training periods, have varied from three to 
eight years, depending upon economic conditions and 
the needs of the company in the way of sales coverage. 

Mr. Eggleston makes his selection through interviews 
and a study of candidates’ educational background. While 
a rough estimate as to the future need of an additional 
salesman will suffice when taking on a candidate, Mr. 
Eggleston tries to time a trainee’s progress to meet future 
requirements. In the event that a new salesman will be 
required sooner than anticipated, he tries to step up the 
trainee’s development accordingly. With a record of 
having developed four out of five candidates into sales- 





men since 1919, and with every indication that it will 
be five out of six when Mr. Wilson joins the staff, Mr. 
Eggleston feels his methods have been successful. 

Mr. Wilson’s training is typical of Mr. Eggleston’s 
methods. Mr. Wilson emerged from the Navy, in which 
he had served as a pharmacist’s mate, three years ago. He 
had gone into the Navy from high school. Despite the lack 
of business training, Mr. Wilson had other qualifications 
such as personality, mechanical aptitude and a capacity to 
absorb instruction, which recommended him to Mr. 
Eggleston when the latter adapted his training program 
to G, I. On-the-Job Training requirements. 

As was the case with many other distributors, Eggleston 
Supply had to forego its training program because of 
manpower shortages during the war. This left the firm in 
need of salesmen for the post-war period and, even if the 
G. I. training program had not been established, the firm 
could have stepped up its own program to train a junior 
salesman in three years instead of the average five years. 

This was achieved by revising the time schedule for 
each phase of the training program and pointing out to 
the candidate the necessity for intensifying his effort to 
learn each phase thoroughly. After a period served in 
the stockroom and shipping department, Mr. Wilson 
was checked for his knowledge of stock and routing and 
shifted to the service department. Here he picked up 
detailed knowledge about various products from observ- 
ing and helping in the repair, cleaning and rehabilitation 
of tools. 


Text Material Studied 


In the meantime, Mr. Wilson studied manufacturers’ 
product literature, catalogs and manuals recommended by 
Mr. Eggleston. Perusal of trade publications gave him 
an insight into selling techniques and selling prob- 
lems of salesmen in the same field. 

His introduction to practical salesmanship was grad- 
ual. At first he attended sales meetings at which sales 
problems and products were discussed. He had the oppor- 
tunity to meet and talk with salesmen and manufacturers’ 
men about selling, customers and buying habits. From 
the service department, Mr. Wilson was then moved to 
the counter to develop his sales abilities. After some 
customer contact, he was permitted to handle phone sales. 

Although counter and inside sales involves considerable 
routine, Mr, Wilson said it also furnished many oppor- 
tunities to utilize his knowledge of stock, product appli- 
cations, customers, sources of supplies and other func- 
tions learned in other posts. One of the most valuable 
assets, Mr. Wilson pointed out, was the opportunity for 
developing his technique in product presentation and 
demonstration. 

Mr. Eggleston attaches considerable importance to 
the counter and inside sales phase of the training pro- 
gram. It provides experience in practical salesmanship 
and developing the trainee’s case with customers through 
actual contact. As a result, the trainee spends twice as 
much time in this phase of the training than in any 
other. 

All through the training period, Mr. Wilson received 
advice and assistance from other members of the sales 
staff, especially in filling out orders properly, the impor- 
tance of proper identification of products on order forms, 
pricing, etc. 

In the meantime, Mr. Eggleston has started thinking of 
his future needs in the way of a sales staff and has started 
another candidate in the preliminary stages. As the busi- 
ness picture develops, he hopes to schedule the trainee’s 
program accordingly. 
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A YEAR’S PROGRAM is 





checked by H. A. Pecore to insure that... 


The Postman Rings The Sales Bell 


FORMERLY HANDLED in an off-hand 
manner, sales promotion and adver- 
tising have moved into a top position 
in the sales program of Wessendorff, 
Nelms & Co., Houston, Texas. Re- 
sponsibility for the activities is now 
invested in a single department, a 
department that is not weighted down 
with a host of other chores or duties. 

The decision to make advertising 
and promotion a major operation was 
made just about a year ago by L. L. 
Nelms, president, and W. H. Ruther- 
ford, vice-president and sales man- 
ager. They concluded that advertising 
and promotion were worthwhile activi- 
ties, activities that could be made to 
“pay their way” if handled properly. 

After almost a year’s experience, 
both Mr. Nelms and Mr. Rutherford 
believe the decision was a good one. 
During the advertising department's 
first nine months of existence, a total 
of more than 90,000 direct mail pieces 
were mailed out. Despite the fact 
that this was an average of 10,000 
pieces monthly, no scatter shot sys- 
tem was employed; each pamphlet, 
booklet, card or letter was sent only 
to those prospects with an interest in 
the subject or product discussed. 

Of equal importance to the success 
of the department is the fact that, 
while it operates as a separate unit, its 
activities are tied in closely with the 
firm’s overall sales program. This in- 
tegration of company activities pre- 
cludes measuring accurately the re- 
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sults obtained through advertising and 
promotion but, at the same time, Wes- 
sendorff, Nelms has succeeded in 
checking results sufficiently to support 
the contention that the department 
is definitely paying its own way. For 
example, a recent company campaign 
on hoists entailed the mailing of let- 
ters and literature; four orders were 
obtained without salesmen’s help. 


Integrated Program 


This same hoist campaign illust- 
trates how activities are integrated. 
The overall program was described 
by the advertising department head, 
H. A. Pecore, in a weekly letter dis- 
tributed among salesmen several weeks 
before the campaign: 

“The week beginning January 10 
has been set aside as Hoist Week and 
our customers will hear about this 
new product through our salesmen in 
their everyday calls and through the 
remarks made to our customers by 
telephone men and front counter men. 
In addition to this, we have a direct 
mail advertising letter scheduled to be 
mailed January 11 to further the ad- 
vertising of this product. A stand is 
being set up on our display floor show- 
ing this new item, and a sign will 
invite our customers to ask for a dem- 
onstration. Mr. Jack Schneider (man- 
ufacturer’s representative) is scheduled 
to conduct a sales meeting for our 
salesmen Saturday morning to brief 
them further on the advantages of this 
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hoist. The attached circular fully de- 
scribes this item. Study it and tell 
your customers about the advantages.” 

Towards the close of the campaign, 
Mr. Pecore distributed a questionnaire 
among salesmen and from the replies 
he compiled statistics which, in addi- 
tion to showing the value of the cam- 
paign, serve as a guide for future cam- 
paigns. 

The questions asked included: 


1. How many customers initiated 
a conversation on hoists? 

2. How many customers asked for 
a demonstration of the hoist? 

3. With how many customers did 
you initiate a conversation on 
hoists? 

4. How many times did you ask 
to demonstrate the hoist to 
your customers? 

. How many actual demonstra- 
tions of the hoist did you 
make? 

How many orders did you take 
for the hoist? Who bought 
them? 

. How many hoists did you sell? 
To whom did you sell them? 

8. How many hoist orders did you 

handle (for mail order and tel- 
ephone men)? Who bought 
them? 


It is interesting to note that the 
questionnaire distinguished between 
“taking” and “getting” orders (ques- 
tions 6 and 7). 


VI 
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STENCILS are filed under 20 classifi- 
cations and then cross indexed for 
handy reference by Mr. Pecore’s assist- 
ant, Mrs. Grace Gage. 


“The questionnaire survey,” said 
Mr. Pecore, “proved that many of our 
customers had been _pre-educated 
through our direct mail advertising. 
It gave us a check on our salesmen’s 
activities and brought in interesting 
comments from our sales force. 

“The survey served as a stimulant 
for future sales promotion programs. 
As one salesman stated, “This survey 
has brought to my attention the need 
for full cooperation with our sales pro- 


>? 


motion program . 


Department Head Named 


When Mr. Nelms and Mr. Ruther- 
ford decided to establish an advertis- 
ing department, the first step was to 
select the person to be in charge. Mr. 
Pecore was chosen because, while 
working in the company’s office, he 
had shown an interest in the subject. 
While his previous experience in the 
field had not been extensive, Mr. 
Pecore immediately subscribed to pub- 
lications dealing with the subject of 
direct mail and also signed up for a 
mail order course. Both the magazines 
and the course have proved extremely 
beneficial, Mr. Pecore said. 

As an example of the “minor but 
important” pointers he has picked up 
from these sources, Mr. Pecore ex- 
plained that, when he first started, 
the company’s regular envelopes were 
used for mailing literature. He soon 
discovered that misdirected letters just 


went to the dead letter office. His 
first step toward correcting this was 
to insert in the lower left-hand corner 
of the envelope the statement: “Re 
turn postage guaranteed”. This proved 
helpful but it was another addition 
that really turned the trick. Now the 
direct mail envelopes carry, in the 
lower left-hand corner, this statement: 

“Postmaster: If addressee has moved 
and correct address is known, notify 
sender on Form 3547. Postage for 
which is guaranteed. 

“Return Postage Guaranteed.” 


Mailings Made Weekly 


Mailing are made every Tuesday. 
This day was decided upon as a result 
of studying the results obtained by 
direct mail experts and from experi- 
ments conducted by Mr. Pecore him- 
self. The mailing list is broken down 
into 20 classifications. Major classi- 
fications are employed about once a 
month while the smaller lists are used 
once every five or six weeks. The clas- 
sifications are as follows: 


Manufacturing Plants 

Large Machine Shops 

Small Machine Shops 
Maintenance Shops 

Tool, Die & Instrument Shops 
Ornamental fron & Sheet Metal Shops 
Boiler Pipe & Welding Shops 

Steel Fabricating Shops 
Automotive Shops 

Appliance Repair Shops 

General Contractors 

Plumbing & Electrical Contractors 
Painting Contractors 

Large Woodworking Shops 

Small Woodworking Shops 

School Shops 

Home Workshops 

General Supply Users 

Safety Tool Users 

Thor Tool Users 


Keeping the mailing list up to date, 
of course, is a job in itself. Mr. Pecore 
has found that cooperation of sales- 
men is the real key to this. In addi- 
tion, however, he has utilized ad- 
vantageously cards asking recipients 
to correct errors in names or addresses. 
In one case, Mr. Pecore got a 33 per- 
cent return. A month later he sent 
follow-up cards to non-repliers and 
got a 35 percent return, making the 
combined relurn also 60 percent. 

In addition to salesmen’s reports, 
return cards and postage guaranteed 
envelopes, the Wessendorff, Nelms 
advertising department also keeps an 
up-to-date library of telephone books. 

The sales promotion program is set 
up on a 12-month basis. While an ef- 
fort is made to adhere to the schedule, 
it is drafted with enough flexibility to 
permit changes to meet unusual con- 
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ditions or circumstances. To guar- 
antee no slip-ups, Mr. Pecore keeps 
the full year’s mailing-date work sheet 
on his drawing board. 

The weekly newsletter, which was 
used to notity salesmen of the hoist 
campaign, is one of the advertising 
department’s responsibilities. | Gen- 
erally, it consists of two mimeographed 
sheets, but here again there is no 
rigid rule. There are two general 
topics discussed: “Personal Items” and 
“Strictly Business”. 

Personal items in the news letter 
include reports on activities of em- 
ployees, written in light vein. “Busi- 
ness” items include announcements 
of forthcoming advertising campaigns, 
reports on “in stock” items and an- 
nouncements on planned visits by 
manufacturers’ men. 


Forms Printed 


Since taking over the operation of 
the advertising department, Mr. Pe- 
core has devised and had printed some 
40 forms. These range from conven- 
tional telephone order blanks to 
“streamlined” inter-office memos and 
“transmittal sheets”. By using the 
inter-ofice memo form, employees can 
direct questions or instructions to 
others by merely checking one or 
more of the twelve listings: For your 
information; Take care of this; Note 
and file; Note and return with com- 
ments; Note and see me; Note and 
pass to ; Answer; Give me file 
on this; Give me delivery record on 
this; Give me invoice on this; Advise 
details; For approval and return. In 
addition to the twelve statements, 
there is space on the form for the 
date, the name of the person to whom 
the memo goes, the signature of the 
sender and “remarks”. There also is a 
space for the sender to check if he 
wants “rush” action. 

The “transmittal” form is one de- 
signed by Mr. Pecore to insure that 
all officers interested in manufacturers’ 
literature get an opportunity to see 
new literature. It is, in effect, a route 
sheet that is attached to a sample of 
a manufacturer’s new literature. The 
recipients are requested to note the 
quantity of the literature they want 
and then to forward the form to the 
next officer on the list. Mr. Pecore’s 
name is on the bottom of the list, 
so that when he receives it he is able 
to determine with accuracy the quan- 
tity to order from the manufacturer. 

Mr. Pecore has a full-time assistant 
in the advertising department, Mrs. 
Grace Gage. Their equipment in- 
cludes a multigraph machine, a fold- 
ing machine, an addressing machine 
and a postage-meter machine. 
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ORDERS are received in control room via chute at right. 
After floors from which items are to be obtained are indi- 
cated, copy for each floor is made on “Ditto.” 


Orders Received by Mail and Phone... 





FLOOR crew receives and distributes incoming goods; fills 
and packs individual orders as concern floor. Out-of-stocks 
and shorts deliveries are noted on floor order copy. 












SHIPPING labels are typed for each floor. Copy of order 
and label is sent by tube to each floor and the master order is 
turned over to the control desk. 


sg 
cae 


PACKAGED orders descend to assembly point on shipping 
floor via chute (if light and unbreakable) and by elevator 
(if heavy or fragile). 





Are Filled Faster and More Efficiently ... 


Wuen Wimserty & Thomas Hardware Co., Inc., Bir- 
mingham, Ala., moved its offices to larger quarters in 
the warehouse, it had an opportunity to overhaul its order- 
filling routine for greater efficiency. About six months 
ago, after considerable thinking, planning and observa- 
tion of other warehouse practices, a new system was in- 
stalled which has proved, not only more efficient, but 
faster and more flexible than the one previously used. 

According to J. Lloyd Mason, vice-president, so many 
more orders are being filled per day than previously 
that a hitherto ample loading stage, capable of accom- 
modating 10 trucks, is slowly becoming inadequate to 
handle the traffic. Movement of goods from the shelves, 
bins arid spaces for the three upper floors to the shipping 
stage more than keeps up with loading. 

Regular orders received from outside salesmen and 
customers, by mail and telephone, are copied on a 
charge sheet in indelible ink to permit making copies. 
The sheets go to the credit department for approval and 
are then dropped down a connecting chute to the con- 


trol room, on the first floor. It does not leave the control 
room until the order is packed and on its way out. 

The initial step in the control room is to “floor” the 
master order sheet. The floor, from which each item is to 
be secured for shipment, is marked (also in indelible 
ink) on the sheet. The total number of floors, from 
which items on the order are to be obtained, is also 
noted. This indicates how many copies of the order 
will be required. Thus, if an order calls for items from 
the second and fourth floors, only two copies will be 
needed; if items are to be secured from the third floor 
also, then three copies will be required, etc. 

The requisite number of copies of each order are then 
made on a Ditto machine. The order and copies are then 
passed to the distributing desk where shipping labels 
containing instructions and the number of floors from 
which the complete order will be filled are typed. The 
master order is handed to the control desk and a copy 
and label is sent to each of the indicated floors through 
vacuum tubes. 
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orders are written in an adjoining room. 











COUNTER and “will-call” orders taken over the phone are 
written on pink sheets and are handled by countermen. Long 
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ORDER caller relays counter orders to floors for immediate 
filling. Two-way inter-ofice communication system permits 
rapid checking on all items by floor clerks. 


At The Counter... 














Tak irectl 
.. | Or Taken Directly 
— — _ 2 
oh) ie A 3 as ee 

J 

FILLED order from one floor is placed in customer's bin RETURNED copies of orders are matched with master 

to await packages from other floors. When completed, ship- sheets in control room, amended in cases of out-of-stocks 

ment is moved out to loading dock to be forwarded. and short deliveries and sent to billing department. 

o> 
Under Revamped Warehouse Routine 
| On each floor there is a staff of clerks to check, receive In the meantime, returned copies of orders from all the 
and distribute incoming stocks, fill orders, check and floors are assembled in the control room. Master sheets 
package them. The stock clerk takes an order copy, are sorted into cubicles on the control desk and, as copies 
collects the items available on the floor, and assembles are returned, they are placed with their master sheet. 
them in one of the bins near the desk. As the items When all copies of a single order are returned, the master 
are collected, they are checked off on the order copy. copy is revised to conform with out-of-stock and short 
; If an item is out-of-stock, a line is drawn through that delivery notations. The master copies are then sent to 
item on the order copy. If only partial shipment can be the main office for pricing, costing, extension, billing, 
; made on any particular item, the quantity shipped is indi- etc. Subsequently, the purchasing department takes off 
cated on the copy. the out-of-stock and short information. 
When all the items of an order are assembled, they Counter and “will-call” orders are handled direct. 
: are packaged and sent down to the order assembly point. These are made out on pink order forms, handed to an 
Light packages containing unbreakable products are sent “order caller” sitting in a booth behind the counter. He 

by chute, others by elevator. The copy of the order is calls each floor through intercom and secures immediate 
then returned, via vacuum tube, to the control room. , delivery via chute and elevator. 
In the order assembly room on the first floor, packages As for any possible waste by multiple packaging of a 
, are sorted by customers into large bins. Each label indi- shipment, Mr. Mason believes it is negligible. Due to the 
‘ cates from how many floors the order is being filled. fact that distributors sell a variety of sizes, types, shapes 
When all the packages in a single order are assembled, and weights of merchandise, multiple packaging cannot 


they are moved out to the loading dock. 


be avoided anyway. 
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BEFORE face lifting, counter and warehouse looked like this. Ladders were used to reach stock on 13’ 6” shelving 


You Can Improve Your Use of Space 


Cleveland distributor faced with limited space revamps 








warehouse layout and display floor to improve efficiency. 


THE VERY SUBSTANTIAL post-war gain in inventories has 
created a space problem for most industrial distributors. 
Some distributors have built and moved to larger quarters. 
But most firms are faced with the problem of doing a 
better, more efficient warehousing job within four existing 
walls. The “new look” at Strong, Carlisle & Hammond 
Co., Cleveland, is proof that “where there’s a will there’s 
a way.” 

The changes, now nearing completion, are presently 
confined to the industrial supply department of the busi- 
ness and to one segment of the multi-story building occu- 
pied by the firm (S. C. & H. is also national distributor of 
the Mac-it and Strong Steam Specialties lines as well as 
maintaining a large stock of steel tubing. They are also 


STRUCTURE of deck and shelving with dumb-waiter 
shown at rear of warehouse. William J. Haynes with order 
cart while Guy Dick and R. S. Whitlock check on stock. 





regional wholesale distributors of electrical appliances). 
The warehouse area within which the changes were made 
is 56’ x 110’ with 13’6” ceilings to the bottom of the 
beams. The display floor, 30’ x 44’, has also been modern- 
ized and redecorated. 

The basic innovation in the warehouse is the use of steel 
grating to provide two decks from which to work the 
shelves. “Under the old layout with shelving running 13’ 
6” to the ceiling,” said E. E. Stvan, manager of the supply 
department, “order pickers were one armed and one 
footed as they manipulated their ladders along the aisles. 
The old arrangement certainly reduced worker efficiency 
and was a safety hazard. 

“The new arrangement,” he continued, “provides two 





INTER-COM in lock-up area operated by Guy Dick, stock 
keeper. Shelving throughout the warehouse provides room 
for overstock merchandise at regular intervals. 
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AFTER walling off warehouse space, rebuilding counter and covering floor a “new look” was achieved. 
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decks as a work area with all merchandise within easy 
reach, with 15 percent more effective cubic footage for 
merchandise and with a very substantial improvement in 
safety.” 

Involved in the refitting of the warehouse, 125 tons of 
steel were used for new steel shelving, steel grating, stairs 
and reinforcing supports. Through the use of reinforcing 
bars the grating, stairs and shelving are welded together 
giving rigid support throughout. Head room from ground 
floor to grating is 6’ 9” and from grating to ceiling beams is 
an equal distance. The steel shelving is adjustable to 1”, 
fire proof and 100 percent salvageable. 

Two stairs are located at the front of the warehouse 
space behind the counter and two more stairs are at the 
rear of the warehouse area. The aisles are 3’ 6” wide with 
one double aisle 6’ wide. The 1” steel grating conforms 
with the fire codes since it permits the functioning of the 
sprinkler system in case of fire. 

Provision will be made on the second deck for a lock-up 
area containing the stocks of precision tools and kindred 
items. Order pickers will requisition items from store 
keepers in this lock-up area. 

An electric dumb-waiter has been installed at the rear 
of the warehouse space to facilitate the order picking job. 
The size of this dumb-waiter is limited by Ohio law to 
9 square feet floor area, 48” height and 500 Ibs. capacity 
and may not be used for hauling workers. This limited the 
size of the rubber-tired order picking cart to a width of 
18”, a depth of 24” and a height of 36”. Incoming mer- 
chandise is opened on the ground floor receiving area and 
transported to the shelves on hand carts. 

The new shelving made possible a considerable re- 
arrangement of stock. Heavy items are located on the 
ground floor, lighter items on the upper deck. Every effort 
is made to bring kindred products together. 


The Display Floor and Store 


The 30’ x 44’ display and counter area has had a com- 
plete face lifting. The warehouse area has been walled off 
back of the 44’ counter; the old steel, support columns 
have been boxed in; the wood floor has been covered; 
fluorescent lighting has been installed, and the old en- 
trance moved and replaced by 30’ of glass windows the 
length of the display floor. 

“We do not attempt to display to the street,” said Mr. 
Stvan. “Neither do we cater to the retail trade. An analysis 
of the customers who come to our counter reveals that 


9 out of 10 are industrial, pick-up buyers. With our new 
attractive display floor, however, we feel we can make a 
three-dimensional presentation to industrial customers. 

“Wall cases are being prepared which will be attached 
to the side walls and back of the counter to display small 
tools, supply and maintenance items. These 3’ x 3’ cases 
will have sloping glass fronts to prevent glare, and will have 
removable back boards to permit rotating exhibits. 

“To make it easier for our factory buyers,” Mr. Stvan 
pointed out, “we provide free customer parking space in a 
44’ x 88’ lot next door which will accommodate 20 cars. 
A survey has revealed that these cars turn over every 10 
minutes. This parking area has taken some of the heat off 
the counter men from people who were afraid of getting 
parking tickets under the old set-up.” 





WIDE stockroom aisle, stair and work shelf as seen through 
door in walled partition back of counter. Robert Redhead 
assembles order, and John Motta with order cart. 
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RICHARD ALCOTT,  Riechman- 
Crosby Co., Southern president. 


E. H. McLAUGHLIN, Union Hard- 
ware & Metal Co., National president. 


Convention in Cleveland — 


PLANS ARE WELL underway for han- 
dling a record crowd at the Triple In- 
dustrial Supply Convention in Cleve- 


land April 25, 26 and 27. The 
conference booth program, success- 


fully inaugurated in Atlantic City last 
year, will be continued this year in 
Cleveland’s huge Public Auditorium. 
The three participating organiza- 
tions are the Southern Supply & Ma- 
chinery Distributors’ Association, the 
National Supply & Machinery Dis- 
tributors’ Association, and the Amer- 
ican Supply & Machinery Manufactur- 
ers’ Association. It will be the 47th 


annual convention for the Southern 
group and the 43rd annual convention 
for National members. 





It is expected that the program will 
follow the same pattern as at last year’s 
convention: a joint meeting of the 
three associations on Monday morn- 
ing; individual association meetings 
Tuesday morning and a closing joint 
session Wednesday morning. ‘The 
booths probably will be open both 
Monday and Tuesday afternoons. 

Cleveland distributors have ap- 
pointed a committee to arrange for 
some type of reception but, at this 
writing, plans were still in the tenta- 
tive stage. In addition to the joint 
plans in which manufacturers in the 
Cleveland area are participating, dis- 
tributors are taking steps to welcome 
fellow distributors and manufacturers. 





COMMITTEE LEADERS on arrangements for entertaining conventioneers are Ed 


Stvan, representing distributors, and Herb Ladds, representing manufacturers. 
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Porter, 


JAMES J. GEDDES, H. Kk. 
Inc., American president. 


All are expecting to have visitors in- 
spect their facilities. 

The six members of the National 
Association in Cleveland are: 


The Cleveland Tool & Supply Co. 
1427-37 West Sixth St. 
Harry E. Ruhf is president and gen- 
eral manager. The firm was founded 
in 1898. 


The Mau-Sherwood Supply Co. 

800 Lime Road 
Ellis E. Busse is president; Howard 
and John Williams are vice-presi- 
dent; Potter Show is sales manager. 
The company was founded in 1908. 


W. M. Pattison Supply Co. 

777 Rockwell Avenue 
C. V. Pattison is president; A. C. 
Vaughan is treasurer and Gordon 
Vaughan is sales manager and 
manager of the supply department. 


The firm was founded in 1897. 


Strong, Carlisle & Hammond Co. 
1392 West Third Street 
J. J. Stephens is president; FE. E. 
Stvan is manager of the supply 
department. The company was 
founded in 1887. 


The White Tool & Supply Co. 

1235 West Sixth Street 
M. P. Ostergard is president; C. E. 
Richards is vice-president. The com- 
pany was founded in 1901. 


The George Worthington Co. 

802 St. Clair Avenue 
A. G. Rorabeck is president and 
J. W. Vickers is manager of the 
supply department. The company 
was founded in 1829. 


Most conventioneers will be regis- 
tered in one of these five hotels: 
Auditorium, Carter, Cleveland, Hol- 
lenden and Statler. 
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Portable machines, versatile and extremely mobile, win big customers for grinding wheels in aircraft plants and job shops. 


Grinding Wheels 


Here’s a Service Selling Aid that gives you: 


BY JOHN FARLEY 


Many bDIsTRIBUTORS’ salesmen—and 
several thousand of them are “general 
line” men—can testify that selling 
grinding wheels can be made a simple 
business. But it requires some knowl- 
edge of product, some capacity at ob- 
servation and recognition, and the 
ability to use the available information 
on the subject to act on the facts, 
once they are all at hand. Probably 
what a salesman needs, as much as any 
of the three faculties mentioned, is 
the ability to shut out from his con- 
siderations anything that has no rele- 
vance to the job itself. 

Well then, what factors will affect 


his choice of a particular wheel? Here 
again, he should, have little difficulty 
in making his way for the elements 
that may determine him are few: (a) 
the kind of abrasive he will use, (b) 
the size of the grains, (c) the bond, 
(d) the grade (defined as the strength 
with which the bond holds the abra- 
sive) and (e) the structure (or grain 
spacing). 


Working Off the Metal 


The mere fact that there are “kinds” 
of abrasives should tell the salesman 
that evidently one abrasive has cut- 
ting qualities different from another. 
The selection of a particular abrasive, 
therefore, will depend on the nature 





The “‘where’’, ““when”’ and “know-how” of wheel sales 
The fields for wheels; the types and their uses 
The common complaints, and the common remedies 


The techniques that promote sales of tie-in items 


of the material to be ground. He has 
a choice, here, of five or six abrasive 
types, but the two types of abrasive 
most generally used are aluminum 
oxide and silicon carbide. 

Aluminum oxide is for use on car- 
bon, high speed and alloy steels; for 
cast alloys, malleable iron, hard 
bronzes and similar materials with 
high tensile strength (stretch). He 
should tend to think of silicon carbide 
when he wants to work gray and 
chilled iron; soft bronze and_ brass, 
aluminum, cemented carbides and 
other materials of low tensile strength. 

Let’s say that the salesman knows 
the material is soft and ductile. He 
can guess, from that fact, that the 
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It’s 
knowing the job the grinding wheel 
can do; that and sales ability.” 


DAVE MATHEWS:—‘Sclling? 


wheel he uses should have a fairly 
coarse grain. If a large amount of 
stock is to be removed, the coarser the 
grain size, the better. In fact, only 
the finish required would incline 
him to choose a wheel with a fine 
grain. 

Grit Sizes Make Sales 

The choice of the proper grit size, 
other things being equal, frequently 
can make a sale: At any rate, that has 
been the experience of Salesman Dave 
Mathews. He used to sell, years ago, 
for a manufacturer of grinding wheels. 
Now he is the big wheel man at Chi- 
cago Precision Supply Co., Ill. 

Most of the problems Mr. Mathews 
encounters in his customers’ shops are 
due to poor work setup, or to a skimpy 
knowledge of grinding itself. He re- 
lates the story of an auto parts manu- 
facturer who complained every other 
week about the high cost of grinding 
operations in his shop. It seems he 
had contracted to produce universal 
joints in some quantities, then found 
himself running behind because his 
grinding job, down on the work sched- 
ule for one operation, was found to 
require two operations to get the 
proper finish on the metal. 

Mr. Mathews asked to have a look 
at the job. Permission was granted and 
he went out on the floor and found 
the the mechanic using a 60-grit 
(grain) wheel. That. he knew, would 
be the first operation. (Grits run in 
numbers; “coarse”, from 10 to 24; 
“medium”, from 30 to 60: “fine”, 
from 70 to 180; and “very fine”, from 
220 up.) A 60-grit, being in the “me- 
dium coarse” number grouping, would 
have the cutting qualities required; it 
wouldn’t do anything good, though, 
for the “finish” on the work. But the 
operator of the machine had his own 
ideas. 
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Grinding Wheels 
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CUTTER GRINDING shapes, sharpens and finishes the tools used in all shops, big 
and little. Wherever metal is turned, tools are wearing down. Grinding whcels are 






bought to rework them back into top condition, and maintain peak production. 





“The wheel’s okay,” he told Mr. 
Mathews. 

“Then how come you've got to 
change to an 80-grit to grind your 
finish?” 

“Oh that—yeah. Here, look” —the 
mechanic pointed to a number of tiny 
pockets in the metal—“that’s why we 
go to an 80 wheel. We’ve got to clean 
that up, see?” 

Mr. Mathews saw, and he saw the 
solution, too. 

“Why don’t you try a combination 
grit wheel,” he suggested. “It’s a 
wheel that has the cutting qualities of 
the 60-grit and the finishing qualities 
of a 100-grit. You'll get it in on one 
complete grinding operation, then.” 

“Uh-huh,” said the operator. “Look, 
mister, you don’t want to tell me, you 
want to tell the boss. If you’ve got a 
wheel that can do all that, we’re just 
standing here wasting time.” 

Mr. Mathews did tell “the boss,” 
and the latter gave him the green 
light. ‘The new wheel was installed, it 
proved itself out to everyone’s satis- 
faction, and Mr. Mathews had another 
good customer. 

So the grain (grit) size selected will 
depend on three things; the proper- 
ties of the material, the amount of 
metal to be removed, and the finish 
required on the work. 


Bonds 


The bonds used in grinding wheels, 
(the “glues” that hold the grains in 
place) may be of several kinds includ- 
ing: (1) vitrified, (2) silicate, (3) 
resinoid, (4) rubber, (5) shellac, (6) 
oxychloride. 

Here again, practice has simplified 
things. Vitrified vonds are used in 
80 percent of all grinding operations. 

(Bonds are designated by a letter: 
“V”’ for vitrified; “S” for silicate; “R” 
for rubber; “B” for resinoid; “E” for 
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shellac; and “O” for oxychloride.) 

The factors that will guide you in 
selecting the proper bond are: (a) the 
dimensions of the wheel, (thin wheels 
and those subject to strain may require 
resinoid, shellac or rubber bond; solid 
wheels of large diameters require sili- 
cate as bond); (b) the speed of the 
wheel (specify vitrified for speeds to 
6500 s.f.p.m.; resinoid, shellac and 
rubber for speeds above that figure) 
and (c) the finish required (for high 
finishes suggest resinoid, shellac or 
rubber bonds). 

The fourth element, grade, might 
be called the holding power of the 
grains in their bond. If the contact 
between the grains and the bond is a 
very strong one, and it resists the 
surface against which it is applied, the 
grain tears slowly from the wheel face 
and we say the wheel has a “hard” 
grade. If, on the othér hand, it takes 
only a small amount of the forces set 
up in the grinding operation to release 
the grains from the bond—the wheel 
is said to have a “‘soft”” grade. (Grade 
is rated by letter from A to Z. Letters 
A to H would be “soft”, I to P would 
be “medium”, Q to Z would be 
“hard”’.) 

It will readily be seen that the grade 
of a wheel will be determined by the 
nature or physical properties of the 
material itself (the harder it is the 
softer the grade should be, and vice 
versa); and the area of contact be- 
tween wheel and work surface (the 
smaller the area of contact, the harder 
the grade should be, and vice versa). 


How About the Machine? 


Now, for the first time, the machine 
enters into the salesman’s considera- 
tions. The speed of the wheel, and 
the speed of the work itself, now is 
involved; the higher the work speed, 
the softer will be the grinding action, 











JOHN QUINN:—“You need a long 
memory—for all the possible errors an 
operator can make after you've left.” 


and therefore, the harder should be 
the grade. 

Frequently the salesman will find 
that the machine has peculiarities of 
behavior that must influence his selec- 
tion of the proper grade. ‘I'wo such 
peculiarities might be spindle vibra- 
tion (and it doesn’t need to be exces- 
sive to be troublesome) and worn 
master parts. 


Chatier Marks Eliminated 

One salesman reports a case in 
point, a cylindrical grinding job, ma- 
chined to close tolerances, that pro- 
duced chatter marks. He traced them 
to a loose spindle that had worn a bit, 
coupled with improper mounting of 
the wheel itself. He took down the 
wheel and substituted one of a grade 
slightly harder than he would have 
specified had the machine been in 
good condition. That did the job 
nicely. ; 

Occasionally, grade may be affected 
by use of a coolant. With a coolant, 
a harder-than-usual grade may be used. 

Discussion of “coolants” recalls an 
interesting problem involving wet 
grinding that stumped a salesman in 
the Midwest for a couple of minutes. 
The trouble-shooter was John Quinn, 
of Sterling Products Co., Chicago, 
who has “gone to school” two or three 
times at the manufacturer’s grinding 
wheel plant, and is quick to apply the 
knowledge gained there. 

One of his iarge-volume customers 
complained of trouble with a wet 
grinding operation. The mechanic 
had a hard time of it to get the finish 
on the metal. Mr. Quinn went over 
the job and found that the building 
in which the work was done was very 
cold in the early morning hours. That 
made the machine parts cold and 
loose. But when it had been operating 
a few hours, the coolant warmed up 





Grinding Wheels 


PRECISION GRINDING on a production basis, a “must” in aircraft manufacturing 


plants, requires all sizes and types of wheels for use on simple machine sctups, or on 
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such intricate tools as this two-spindle grinder moving in on a connecting rod end face. 


and grinding was satisfactory. Mr. 
Quinn suggested the two obvious alter- 
natives (a) that the operator turn on 
lis machine and let it run for an hour 
or so before he touched a hand to the 
grinding job, or (b) turn the heat on 
carlier in the morning, which would 
mean wasted heat in the rest of the 
plant. The owner chose the first, 
naturally, and he saw to it that the 
operator busied himself with other 
work while the coolant warmed up. 
In another part of the same plant, 
Mr. Quinn was shown an aluminum 
alloy grinding setup using coolant that 
would go haywire and lay down 
scratches on the finish—‘‘for no reason 
at all”, according to the machine oper- 
ator. Mr. Quinn didn’t need to ok 
far for the answer to that one, either. 
Alongside the wet grinding operation 
was a dry grinding job. ‘The dust from 
the dry grinding would drift over the 
other machine and settle in the cool 
ant. The remedy Mr. Quinn pre- 
scribed resulted in a double sale; a 
coolant filter, to keep impurities out 
of the wet-grinding job, and a dust 
collector for the dry grinding setup. 


Structure 


The “structure” of a grinding wheel 
refers to the space relationship of 
grains, bond, and the holes between 
them. That may sound like jabber- 
wocky, but the spacing of the two in 
the wheel, and the voids that fall be- 
tween them, does have a decided effect 
on grinding results. 

These “holes” between bond and 
abrasive may be large (open wheel) or 
small (dense wheel)—or they may be 
any variation between the two ex- 
tremes. (Structure is designated by 
numbers; “close”, from 0 to 3; “me- 
dium”, from 4 to 10; and “wide”, 
from 11 to 12.) These holes are in 
the wheel for various good reasons— 
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to clear chips, to help control the flow 
of coolant to the work, and to permit 
of various depths of cut and different 
degrees of finish. On certain mate- 
tials, they also may affect whecl dress 
ing: An open structure wheel will 
break down faster, and will remove 
more material than a closed structure 
wheel, hence long periods may pass 
before the wheel requires dressing. In 
short, by varying the structure of a 
wheel, a lot can be done to control the 
finish on the work. 

Know-How Is Easily Learned 

‘To summarize, every grinding wheel 
is composed of five elements which, 
taken together, determine its cutting 
qualities: 

1. The abrasive (a letter) 
2. ‘The grain size (a number) 
3. The grade, hardness (a letter) 
4. The structure (a number) 
5. The bond (a letter). 

These numbers and letters appear in 
the manufacturers’ application man- 
uals—and on the wheel itself—in a 
combination that looks something like 
this: 

B 461 M25VE 

(Note: the last letter, “E’’, is a sym- 
bol for the manufacturer’s records.) 

This formula of alternative num- 
bers and Ictters is a device agreed upon 
by grinding wheel manufacturers to 
aid the salesman in selecting the right 
wheel for the job. The possible combi- 
nations of the five elements are almost 
limitless (they have been estimated at 
above 12,000) but when each element 
is known, and its purpose understood, 
the salesman usually can pick his 
wheel out from only five or six among 
the many thousands manufactured. 

To guide him further in making his 
choice, and to narrow down the pos 
sibilities, the manufacturers make 
available long lists of the common 
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BILL HUGHES:—‘Service every com- 
pany as if it were a new account. Com- 
petition’s always knocking at the door.” 


grinding operations he may expect to 
encounter, with one or two suggestions 
on the wheels best suited for the par- 
ticular job. So while the salesman may 
say—as many of them do say, de- 
fensively—that a great deal of tech- 
nical knowledge is involved in selling 
grinding wheels, he cannot say that it 
is dificult to find his way around in 
this handy “library” of practical, use- 
ful information. ‘here are guides and 
signposts all along the way. 


Where To Sell Them 


The best prospects for grinding 
wheels—and this comes straight from 
the salesmen themselves—are to be 
found in the East in shops that use 
tools and cutters, in maintenance 
shops, in aircraft manufacturing shops 
and in shops that turn down steel 
parts. 

In the Midwest, foundries are good 
customers, generally, as well as pump 
manufacturers, automotive parts build- 
ers on sub-contract jobs, railroad shops 
—in fact, prospects in that area are to 
be found in any shop that uses ma- 
chines and portable tools. 

In the South and in the Pacific 
Coast area, the best prospects and 
many of the best customers are foun- 
dries, oil well tool manufacturers, 
pump manufacturers, job grinding 
shops, general machine shops and in 
tool grinding shops in aircraft plants. 

These are what might be called the 
“recognized prospects” for grinding 
wheels. Actually, as Bill Hughes of 
Almquist Bros., in Los Angeles, puts 
it: “I have yet to run into a company 
making anything that does not use 
abrasives.” 

Mr. Hughes goes out of his way to 
prove the point. “I have procured 
some nice business,” he says, “from a 
manufacturer of a type of brassiere. 
That may not be exactly the name for 
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WILLIAM THOMSON: — “Never 
mind why the setup went sour. Fix it up 
—and see that it never happens again.” 


it but the enginccring involved serves 
the same purpose. ‘The gadget has a 
rubber filler and the edges must be 
ground or beveled off so as to make a 
smooth, non-irritating surface. The 
wheel I suggested was coarse grain, 
open structure, silicon carbide, with 
resinoid bond. It really does the job.” 
The Specialist’s Techniques 

William ‘Thomson, specialist on 
grinding wheels for ‘lopping Bros. in 
New York City, has sold wheels for 
uses equally unusual. Plastics (beads, 
for instance) use a great many whcels. 
l‘ormerly they were manufactured by 
a process similar to ball tumbling; now 
they are produced by the crushed 
dressing method, in centerless grind- 
ing. 

The leather industries in the East 
are another unusual sales prospect. 
They use wheels for cleaning hides, 
working off the flash and hair. 

A manufacturer of a fine grade of 
ketchup also buys a_ considerable 
quantity of wheels from Mr. ‘Thom- 
son—to grind the spices used in the 
product between the wheels of a mill 
similar to the old-fashioned flour mill. 

Mr. ‘Thomson believes, by the way, 
that the salesman of grinding wheels 
should know a little something about 
machinery, although he confesses he 
has known some successful men who 
thought a chuck was a male chicken. 


Wheels Are Door Openers 


Probably no tool used by industry 
today offers so many opportunities for 
“service selling” as does the grinding 
wheel. Certainly none offers more 
opportunities to “get into the shop” 
and the salesman who contents him- 
self with order-taking is missing more 
bets than a race track tout turned 
preacher. 

For the “general line” salesman par- 
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A. N. TUCKER:—“When it’s a new 


customer, look for surface grinding 


operations. ‘They’re good as a starter.” 





ticularly, grinding wheel servicing has 
proved an “open sesame” to sales in 
other lines carried by the distributor, 
some of them seemingly remote from 
grinding wheels. 

Tie General Line Salesman 

A. N. Tucker is a general line sales- 
man, and has been for the last 22 
years. He’s with Neal & Brinker Co., 
distributors of New York City and, 
unlike many salesmen, he can run 
most of the machines he services. 

He will tell you that selling indus- 
trial equipment, tools and supplies is 
like gardening—they both take a lot 
of cultivation, and none more than 
grinding wheels. So he is prepared, on 
his “new prospect’’ calls, to spend as 
much as six months getting in the 
front door, cultivating the purchasing 
agent and selling him on a “better 
service” basis. 

“Selling grinding wheels requires 
the help of the specialists,” Mr. Tucker 
believes. “Once you get past the 
fundamentals it’s a highly involved 
subject, probably more so than any 
other kind of industrial selling—and 
I'll include power transmission. But 
the manufacturers’ give you every 
assistance; with manuals, with men, 
and with moral and technical support. 
I never think twice about getting help 
—where I think I need help—from 
manufacturers’ men.” 

His approach to the p. a. is “What 
type of work are you doing in the 
grinding line?’”—as directly as that, 
yes. “I may hit it off immediately 
with him”, says Mr. Tucker, “or the 
man may require weeks of cultivation 
—or I may never be able to bring him 
to the point of granting entree. It’s a 
question of personality—cither you hit 
it off or you don’t.” 

He thinks a new alloy can be—for 
it has been—a tough problem. At 
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DAN GERMAINE: — “Engincering 
ability and sales ingenuity are the ham 
ind eggs of sales; they go together.” 


sich times he calls in the manufac- 
turer’s man at once and together they 
work the problem through. 

Mr. Tucker has something to say 
about the old “wet vs. dry grinding” 
controversy that makes uncommon 
sense. “It depends,” he observes, “‘on 
tiic material, the machine and ‘other 
conditions. Some jobs will take wet 
grinding; others won’t. Making a flat 
statement for or against one or the 
other is about as silly as saying: “Any 
man can wear a size 36 suit.’ ” 

Because he is a salesman for all of 
the lines carried by Neal & Brinker, 
Mr. Tucker has more than a passing 
interest in “tie-in sales” with grinding 
wheels. ‘These would include the obvi- 
ous tools like wheel dressers, lubricants 
aud diamond wheels. and the less ob- 
vious but more significant (in point 
of returns) sales of carbide wheels, 
carbide tips, drills, taps, etc., machine 
grinders of all types, and even machine 
tools. 


Tie-In Sales 


One sale does frequently beget an- 
other, and sometimes several. John 
Quinn (Sterling Products) demon- 
strated that earlicr (Page 99) in his 
double sale of a coolant filter and a 
dust collector. 

One of his brother salesmen in the 
Midwest, Dan Germaine of Triangle 
Supply Co., Chicago, also has done 
well on tie-in sales. 

His problem was really three-in-one. 
Kirst, the grinding job laid down on 
the tools was uneven; second, the ma- 
chine was geared too high for the job; 
and third, the whole operation took 
up too much of the operator’s time. 

The manufacturer in the case made 
perforated stampings, using about 100 
punches in a single machine. They had 
to be reground; the shopmen used a 
standard bench grinder, grinding off- 





A. L. GERHARDS:—“Whceels are like 
cigarettes—the user gets married to a 
brand. You sell hard to switch him.” 


hand. ‘lhe wheel?—a 10 by 1 that 
turned too fast at times and damaged 
the punch by scorching and discolora- 
tion. That affected the temper of the 
metal, shortened the tool’s life con- 
siderably, and caused frequent work 
stoppages when one or two improperly 
ground or soft-nosed punches had to 
be replaced. ‘The material?—high 
chrome, high-carbon steel. 

Mr. Germaine set to and virtually 
surrounded the problem. First, in 
place of the 10 by 1 he suggested a 12 
by 2. The larger grinding surface 
he knew, would eliminate the uneven 
grinding problem. Secondly, he sold 
his customer on the need for a double- 
spindled buffer and hooked it up to 
the motor. That served to reduce the 
diameter size of the drive pulley and 
turned the grinding wheel at 2100 
r.p.m. Thirdly, with the aid of the 
shop foreman he designed a jig that 
would automatically feed bar stock to 
the grinding process. The firm could 
now manufacture its own punches, 
and at a considerable reduction in 
cost. Moreover, the new sctup speeded 
up the regrinding of the punches by 
a hundred percent. 


Wheels May Replace Tools 


In addition to the straight “here’s- 
a-better-mousetrap” sales approach, 
many enterprising salesmen manage to 
make a convincing case for grinding 
wheels as replacement for certain ma- 
chine tools or machining methods. In 
the field of cutoff operations for in- 
stance, certain wheels have proved 
themselves out to be more effective 
than the saw, the shear and the flame 
as a cutting tool. 

A. L. Gerhards, salesman for Perci- 
val Steel & Supply Co., in Los Angeles, 
recalls an apt illustration: One of his 
customers who was cutting reinforcing 
bars for a large building. ‘The material 
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DEL AULDRIDGE:—“The purchasing 
agent should be your first contact, even 
though he isn’t up on technical data.” 


was so hard, a hacksaw made little 
impression. The firm tried a hot fric- 
tion saw but gave it up—too expen- 
sive. Just about that time Mr. Ger- 
haids was called on the job. 

“I put in a resinoid cutoff wheel. 
That worked through easily. I can’t say 
whether there was any saving involved, 
but they kept right on ordering.” 

Another of his customers made 
stainless steel and monel castings. 
(Monel used to be one of those 
“tough problem” alloys Mr. Tucker 
referred to a while back.) “He was 
trying to cut off gates and risers by 
torch and band saw and getting no- 
where. I put in a rubber-bonded wheel 
and that did it. That goes for brass, 
too, and bronze, and their alloys. In 
the case of customers grinding stain- 
less steel welds, I’ve found that a 
rubber-bonded wheel has practically 
replaced all other bonds.” 


Wheels Cement P. A. Relations 


Because the whole cencept of sell- 
ing grinding wheels is bound up with 
“service”, the salesman is brought 
closer to the customer, a relationship 
that often begins a solid friendship. 
\s Del Auldridge, salesman for Raw- 
lins Bros. Inc. of Los Angeles, puts it: 
“You're always doing something for 
the customer; hunting down some 
trouble, speeding up his production, 
or what not. Naturally, that helps 
materially in getting business other 
than grinding wheels.” 

Mr. Auldridge finds grinding wheels 
the most interesting to sell of any of 
the product lines handled by Rawlins, 
and he has developed a formula for 
trouble-shooting that has simplified 
his servicing considerably. © 

“All problems you encounter”, he 
reports, “are not complex. In most 
cases, the salesman should check the 
obvious, and at once. It should be- 
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JOE PARKER: — “Working with a 


portable grinder presents countless op- 


portunities for sales of tie-in items.” 


come almost automatic with him. 

“I remember one instance where a 
little observation went a long way on 
a cut-off job. The customer com- 
plained that the motor kept pulling 
down in the middle of the work. 
Watching the operation, I found that 
the belts on the machine were slipping 
at the heavy load point. We tightened 
them up and that did away with the 
trouble—as simple as that. Here were 
mechanics and production men, stand- 
ing around scratching their heads, yet 
none of them had thought of it.” 

Mr. Auldridge has made it his prac- 
tice to write down the order “on the 
scene.” He figures he'll have to jot 
down the data anyway, so why not do 
it in the form of an order. It helps 
the P. A. and if any questions arise 
while he’s writing up the specifica- 
tion, the P. A. is right there to get the 
additional information from him. In 
some cases he must take the data 
away with him and write out the order 
when it’s more convenient. But he 
always gets it all down. 


Coolant Troubles 


Mr. Auldridge has found, too often, 
that some operators will leave the 
wheel standing idle for quite a while 
with one half of it submerged in the 
coolant. The upper half partially dries 
out, the lower half is saturated with 
coolant; which adds up to trouble with 
an “out-of-balance” wheel if it’s run 
into the work without adjustment. His 
trick is to get the operator to run his 
wheel in the coolant for a time before 
he starts grinding, until the coolant 
absorption is equal through the wheel. 

_ Trouble with the dressing of wheels, 
he thinks, tends to unskillfulness in 
the way the dresser is handled. At a 
rubber plant he calls on they had com- 
plained repeatedly of trouble with a 
diamond dresser. Mr. Auldridge had 


102 


Grinding Wheels 








SURFACE GRINDING, done on plane or flat surfaces with a straight wheel and 


on horizontal or vertical spindles, often involves the precision accuracy of jig and 





the operator take a pass or two with 
the dressing tool and knew the 
trouble at once. The traverse was too 
slow, which had the effect of polishing 
the wheel. He suggested speeding up 
the traverse; that cured the trouble 
and left the face open and free-cutting. 
Tie-in sales Mr. Auldridge has won 
have proved to him that grinding 
wheels are a heavy asset in expanding 
his sales volume. He carries samples 
along with him, small items such as 
drills, taps and the like, and especially 
new items in the line—and he pushes 
them wherever he can. He makes it a 
point to mention or even describe sev- 
eral of them on every call. It pays off. 
Applications Are Many 
In almost any shop the salesman 
calls upon, he may expect to find the 
firm busy on at least one, and some- 
times on several, grinding wheel op- 
erations. They would include: 
cylindrical—work on the o. d. of 
cylindrical pieces 
centerless—in which cylindrical work 
revolves against the wheel. 
internal—grinding i. d.’s_ of’ work- 
pieces 
surface—grinding horizontal or vertical 
surfaces on horizontal spindle or 
vertical spindle machines to remove 
stock, generate size and produce 
finish 
snagging—grinding off excess casting 
metal, welds, etc. 








crankshaft — precision, production 
grinding 
roll—to impart fine surfaces on 


rolls 
cutoff—for parting operations. 

The grinding machine used might 
include a bench grinder or floor stand 
(pedestal) type, generally standard 
equipment in every shop; perhaps a 
portable grinder and/or a small surface 
grinder. The large production shops, 
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fixture grinding, coupled with the uninterrupted output of the “assembly line.” 


of course, will run to heavy machine 
tool grinding as well. 

Now and again sales are made b 
recommending a portable grinder to 
replace a stationary type. 


Portable for Stationary 


Joseph Parker, salesman for Harry 
Lee & Sons, Chicago, doesn’t pretend 
to be an experienced grinding whecl 
salesman, but he has done a prett: 
good promotion job for a small spc 
cialty wheel carried by his firm. Hi 
is sold on it himself, which always 
helps in a sales talk. This wheel was 
made for those hard-to-get-at places, 
jobs where the average wheel or coated 
abrasive can only do the work with 
considerable breakage or tearing. 

A brass foundry called on by Mr. 
Parker used 10-in. grinding wheels on 
a standard bench grinder to remove 
the sharp, rough edges on work; the 
excess metal on brass castings. The 
job required some skill, but the firm’s 
labor was cheap and without experi- 
ence. More wheels were broken than 
were worn down on the job. 

The machine operators would ap 
proach the wheel with the casting too 
quickly, or with too much pressure— 
which did no good for the wheel or 
the casting and sometimes did the 
operator considerable harm. The 
wheels would break and go spinning 
off in several different directions. 

Well, Mr. Parker carries one of 
these specialty wheels in his car at all 
times, and has found numerous mat- 
kets for them. This was one. He sup- 
plied the firm with a standard }-in. 
width wheel and almost immediately 
the foundry workers knew they had 
something that wasn’t just a new toy. 
The danger of breakage was past; pro 
duction was stepped up; waste was cut 
down; wheel life was lengthened; and 
Mr. Parker was something of a hero. 












: 
: 
I 


he 
wh« 
har 
didi 
tom 
I 
of 
The 
harc 
s1ze 
lool 
hit 
finis 
I 
rem 
in t 


he | 
The 
adm 
for? 


whe 

¥ 
wor 
on | 
and 
The 
gon 

S 
carr 
tom 
que: 






arry 
end 
heel 


ett 
spe 
He 
vays 
was 
Ices, 
ited 
vith 


Mr. 
; On 
10ve 

the 
The 
rm’s 
peri- 
than 


ap- 
too 
re— 
1 or 
the 
The 


ning 


of 
t all 
mat- 
sup- 
Lin. 
itely 
had 
toy. 
pro- 
5 cut 
and 
1€T0. 











ANDY ANDRESEN:—“In _ trouble- 
shooting anything may be a monkey- 
vrench, even the wheel dresser used.” 


There is no one particular specifica- 
tion that will cover all conditions that 
might be met on a grinding wheel in- 
stallation; there is no one prescription 
that will cure all the grinding wheel 
ills the salesman may encounter. Fre- 
quently, he may find it necessary to 
try several remedies before he knows 
he has the one best setup for the job. 

In Oklahoma, one of a salesman’s 
many good customers complained— 
and it’s a common complaint, too 

that his wheels were breaking down 
too fast; they had a “soft wheel’ action. 

The salesman tried the obvious first; 
he suggested the operator go to a 
wheel of a harder grade. No good; the 
harder grit wheel did help some but it 
didn’t quite measure up to the cus- 
tomer’s notion of what he wanted. 

The salesman then specified a wheel 
of organic (shellac, resinoid) bond. 
That one, he knew, would “act” 
harder, particularly in the coarser grit 
sizes. The wheel was set up and it 
looked for a while as though he had 
hit on the right wheel—then the 
finish began to be affected. No good. 

He was stumped, almost, until he 
remembered something he had read 
in the manufacturer’s manual. 

“Go back to the original wheel”, 
he told the operator of the machine. 
The latter looked at him, not with 
admiration, nor friendship. “What 
for?” he wanted to know. 

“We're going to see what happens 
when we up the speed a little.” 

The operator looked again, shrugged, 
worked off the one wheel and worked 
on the old one, adjusted his machine 
and raised his speed a notch or two. 
The wheel behaved as though it had 
gone to college. 

Should the grinding wheel salesman 
carry along samples to show his cus- 
tomers? Salesmen can’t agree on the 
question, nor can the manufacturers. 


Grinding Wheels 


A GOOD GRINDER SETUP for the tool room would include pedestal and bench 





grinding machines, a portable grinder or two and, frequently, a carbide tool grinder 
that would incorporate a silicon carbide wheel (cup type) and a diamond wheel. 


Their arguments revolve around the 
expense, the baggage problem, the 
utility of the items and their selling 
effectiveness. 

Samples Have Sold Wheels 

Yet it is a fact that samples fre- 
quently do win sales and, more fre- 
quently still, they influence them—as 
demonstrated, for instance, by Andy 
Andresen, salesman for Samuel Harris 
& Co. in Chicago. His case illustrates 
as well the skill required for so simple 
an operation as dressing a grinding 
wheel. 

His customer was using a 10-in. 
wheel, 46 grit on a cylindrical grinder, 
and with fine results. Along came a 
similar application; same specification, 
same metal to grind, etc., but now a 
20-in. wheel would be used. Nothing 
should have happened, but something 
did. The 20-in. wheel laid down a 
heavy fish tail mark on the work. 

The trouble, Mr. Andresen found, 
was all in a diamond dresser used by 
the operator that had a flat spot on the 


end about the size and appearance of 
a pencil eraser. The dresser would 
leave loose grains on the wheel surface, 
which naturally affected the finish on 
the metal. 

Mr. Andresen made it his business 
to pick up a dresser at the distributor 
supply house and call back at the 
plant the same afternoon. He gave the 
machine operator a lesson in wheel 
dressing while the shop foreman 
looked on approvingly. 

“When these fellows want to dress 
fast”, Mr. Andresen observes, “the 
coarse wheel will hold some of 
the loose grains, which in turn will 
deliver a poor finish to the work. I 
always instruct them to take a small 
pocket hone afterward and hold it at 
an angle so the sharp edge of the hone 
is applied lightly to the wheel surface. 
The hone removes the loose grains and 
insures a good finish.” 

The hone is similar to those manu- 
facturers give away as samples. Mr. 
Andresen always carries several of 
them in his pocket. 





Bay State Abrasive Products Co. 


The Carborundum Co. 
Chicago Wheel & Mfg. Co. 
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STANDARD GRINDING WHEEL SHAPES 




















STANDARD GRINDING 
WHEEL FACES 


For work requiring special con- 
tour wheels, straight wheel types 
can be furnished with any of the 
following standard wheel faces. 
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On Approach to the P. A... . 


Del Auldridge: “You're there to help, if possible, and 
not with the attitude of having merchandise to 
sell. It’s service all the way.” 


A. L. Gerhards: “Look for troubles or poor service on 
the present setup, and show how a change would 
be to their advantage.” 


Bill Hughes: “Don’t go in and try to sell him on the 
‘best wheel’ stuff. Tell him that with his coopera- 
tion you might be able to do him, and his com- 
pany, some good.” 


On Common Complaints .. . 


A. N. Tucker: “The common complaint is too fast 
wear of the wheel, too soft for the job. I ask what 
material is being worked, then examine the ma- 
chine, and end with the man.” 


William Thomson: “In cylindrical grinding its 
chatter marks and often due to a loose spindle; 
in internal, the fault is in not using a wheel wide 
enough; or it may be warpage, poor finish or 
glazing. When you look for the cure, though, 
always change only one factor at a time.” 


Bill Hughes: “Generally they simmer down to one 
thing: ‘Your wheel is no good.’—a phrase to cover 
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THE SALESMEN SAY: 


anything and everything. It’s your job to find the 
real gripe and remedy the trouble.” 


A. L. Gerhards: ““There’s only one answer to them— 
go out and do a job on reselling, on every one of 
them, and do it now.” 


On the Best Markets... 


William Thomson: “I find good markets every- 
where, in the east, but the best are in shops for 
tool and cutter grinding and among steel and 
similar industries who buy cutting tools. 


A. L. Gerhards: (Pacific Coast) “In order of impor- 
tance, I’d say the foundries, tool grinding shops 
and general machine shops are the best bets.” 


A. N. Tucker: (East) “I’ve found good markets among 
the machinery builders, job shops, manufacturers 
of printing press equipment and several of the 
aircraft plants on Long Island.” 


John Quinn: (Midwest) “The metal-working plants 
in the auto manufacturing areas are good custom- 
ers, as are aluminum plants, building maintenance 
outfits, foundries and machine shops generally.” 


Bill Hughes: “In this area (Pacific Coast) foundries, 
oil well tool manufacturers and pump manufac- 
turers are the best customers.” 





























PUSH THIS 
OSBORN BRUSH 


HIGHER 
PROFITS 


WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY 
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These Osborn Master Sweep Floor 
Brushes are real cost-cutting tools 
that will push your profits higher 


ET behind the Osborn line of new Master Sweep 
Floor Brushes and push your sales and profits to 
a new high in 49. 


For Master Sweep’s built-in quality and modern 
design have real appeal to every value-conscious main- 
tenance man intent on cutting cleaning costs in fac- 
tories, offices and stores. Just check these 7 “‘sell-ective” 
construction features that will insure faster, easier, 
repeat sales for you: 


¢ Scientifically ‘‘work-balanced” to reduce fatigue. 
¢ Oval trim brush face for maximum sweeping action. 


¢ New streamlined natural lacquered block with at- 
tractive color identification band. 


¢ Top quality brush stock of correct thickness and trim. 

¢ Tufts anchored individually in solid hardwood block. 

¢ Polished straight-grain hardwood handle. 

¢ Two-position handle holes, “lock-tight” threaded 
for quick assembly. 


In addition to Master Sweep Floor Brushes, the 
Osborn line includes a better tool for every maintenance 
job—sweeping, dusting, washing or painting—plus the 
world’s finest power driven brushes. It will pay you real 
profits to push the top-quality, fast-working Osborn line. 


THE OSBORN MANUFACTURING COMPANY 
Dept. 128, 5401 Hamilton Avenue Cleveland 14, Ohio 














* POWER DRIVEN BRUSHES + PAINT BRUSHES + MAINTENANCE BRUSHES 
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THE SALES INDICATOR—Supply sales in in December, a contraction of 8 percent. This decline from 
January dipped to 319 on the index from 347 December to January was parallel to that in 1948. 


Supply Sales Trends 
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ORDERS PER WORKING DAY averaged 82.5, 
down 20 from December. Orders per salesman per day 
were 8, about the same as November and December. 


54 54 
North North | 
Western Central South Atlantic 


Sales R 445 297 383 
Indicator J. 397 285 


46 | 46 
Orders per Sales- D. Z 5.8 1.6 | 
man per day > J 49 6.9 . J 42 42 


Volume per > 16,040 15,300 
Salesman ; 11,900 14,600 38 38 


Size of " I 3. 40.70 F J 
Average Order J. 47 : 41.50 f } 34 34 


Ord > 101 
Working Day 50 a--- (949 "= 


26 26 
—— 1948 —=-—/947 
JF _M A M_J A 
REGIONAL TRENDS were consistently down. The SIZE OF AVERAGE ORDER was $38.70, down 
norrowest loss was reported in the South closely fol- $4.80 from December. Volume per salesman was $14,- 
lowed by the Pacific and North Central regions. 570, down $1,530 from December. 


50 50 
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New Features 


NEW “SPINFAST” FRONT CHUCK eliminates use 
of a chuck wrench. A quick spin of the easy-to-grip 
wheel speeds up the chucking and unchucking 
operations. 


NEW CUT-OFF DEVICE is the quick-cutting roller 
type; heavy, ALL-STEEL construction and unbreakable. 


NEW REAMING DEVICE is integral with die-head, 
mounted on front for close work. This feature makes 
reaming fast and easy. 


NEW TYPE LEVER FEED pulls the carriage forward 
instead of pushing it. Carriage FLOATS on ALL- 
STEEL ways to conform to irregularities in the pipe. 


Those and 14 more "‘talking points’’ make the NEW 
Oster No. 582 ‘TOM THUMB" a machine you will 
enjoy selling! Write for Catalog No. 30 and study 
the sales-winning features of this top-notch machine. 











“Tom Thumb" 


for portable pipe threaders 


That's right! The Oster No. 582 ‘‘TOM 
THUMB" sets the pace for portable pipe 
threading machines! 


It sets the pace with FEATURES... with 
SPEED ... with OUTSTANDING VALUE! 


Note These Speeds! 


Total Floor to Floor Time in Seconds includ- 
ing Chucking, Threading, Reaming and 
Cutting Off. 


Pipe Size TotalTime Pipe Size Total Time 


33 seconds | lag 46 seconds 
34 seconds 1%,” 47 seconds 
36 seconds 1%” 54 seconds . 
38 seconds r 56 seconds 


Standard range of the machine is 4” to 2” 
pipe. Extra range Y%” pipe. Range with 
drive shaft 2%” to 8” pipe. Bolt range 
%” tole”. 

All the selling points of the machine are in 
Catalog No. 30. Write for your copy. 


THE OSTER MANUFACTURING CO. 


2041 EAST 61st STREET @ CLEVELAND 3, OHIO, U.S.A. 


LEADING PRODUCERS OF PIPE THREADING TOOLS AND MACHINES SINCE 1893) 
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STEEL INGOT PRODUCTION 


COTTON CONSUMPTION 
(DAILY AVERAGE - THOUSANDS OF BALES) 
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ELECTRIC POWER PRODUCTION BY UTILITIES 


MANUFACTURING EMPLOYMENT AND PAY ROLLS 








Steel ingot and electric power production remain above the 1948. level during the first weeks of 1949. 


Keeping Up With Business 


Keyserling Expects 
Prosperous °49 


“Everything points to an all-time 
high in 1949 for prosperity in the 
United States,” according to Leon 
Keyserling, one of the top economic 
advisers to President Truman. “Em- 
ployment is higher than in the first 
three months of 1948; unemployment 
is about the same as in ’48; spendable 
income is higher; savings are higher 
and surveys show a higher level of in- 
vestments ready to be used.” 

The recent fall in food prices does 
not alarm Mr. Keyserling, who is vice- 
chairman of the President’s Council 
of Economic Advisers. Farmers, he 
points out, do not reduce employment 
or curtail production when profits are 
smaller. 


Lumber Outlook 
Worries Producers 


Lumber production, in 1948, was 
mountain-high at about 38 billion 
board feet—as compared with the 
1939 output of about 28 billion board 
feet. But over the year sales have been 
slow; inventories have been climbing; 
and unfilled orders are almost 40 per- 
cent below the level of a year ago. 

For 20 consecutive weeks now, 
northwest fir mills have turned out 
more lumber than they have sold. The 
drop in asking prices has been almost 
precipitous. For instance, No. 3 grade 
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of two-by-fours, wholesale, were most 
recently quoted at $30 a thousand 
fect. Two months ago they were 
quoted at $45 a thousand; a year ago 
at $55 a thousand. 


Europe Increases 


Steel Output 28% 


European countries west of Russia 
produced 47 million tons of steel in 
1948, a gain over 1947 production of 
29 percent. All countries that had 
steel plans for the year exceeded them, 
with the exception of France. 

Pig iron production in the same 
countries exceeded 35 million tons, 
an increase over the previous year of 
37 percent. 


Sawyer Analyzes 
Serap Inventories 


Current inventories of iron and steel 
scrap, which have steelmen optimistic 
over the improvement in supply com- 
pared with a year ago, may not be the 
windfall it appears, according to Sec- 
retary of Commerce Charles Sawyer. 
While admitting inventories are high, 
Secretary Sawyer emphasizes that de- 
mands of our domestic economy, 
foreign aid programs and military re- 
quirements could eat up present in- 
ventories in just about 60 days. 

Moreover, Mr. Sawyer reminds, 
present inventories, though they are 
higher than a year ago, are being con- 
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sumed at a faster rate. Steel produc- 
tion for instance has been estimated 
by the industry at 3.5 million tons 
higher than in 1948, which saw a 
record production of 88.5 million tons. 
That can only mean increased con- 
sumption of whatever scrap supplies 
may be on hand. 

In explanation of the improved sit- 
uation in scrap, Mr. Sawyer thought 
the weather east of the Mississippi 
River had had a great deal to do with 
it. The bulk of the country’s scrap 
is collected, prepared and shipped in 
that region. 


BRIEFS: 


By year’s end 1948, the popu- 
lation of the United States had reached 
a total of 148 million. 


Average earnings for 68,000,- 
000 individuals covered in a recent 
Census Bureau survey were less than 
$2,000 a year. The average male 
earned $2,200; the average female, 
$1,000. 


The highest total of “men at 
work” in this nation’s history was 
reached in July, 1948 when total em- 
ployed was 63,842,000. 


Industrial establishments have 
increased by 40,000 since 1940, when 
they totaled 185,000. The 1948 total 
was 225,000. 
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TYPICAL APPLICATION — Yarway 
Impulse Steam Traps with Yarway Fine- 
Screen Strainers draining liquid heater. 


600000 Salesmen 


GOOD FOR ALL PRESSURES. Yarways are good for all pres- 
sures within a broad range without change of valve or 
seat. Factory set. 


Users tell us the most convincing salesman of: Yarway 
Impulse Steam Traps is the trap itself. In plant after 
plant, now 100% Yarway-equipped, the maintenance 
engineer started with one Yarway trap. In less than ten 
years over half a million Yarways have been bought by 
utilities, institutions, industrial plants and ship-operating 
companies. Here are the reasons: 


ONLY ONE MOVING PART. No levers, buckets, weights, 
bellows or floats. The only moving part is a simple valve. 
Result—Easy maintenance and small inventory of parts. 


SMOLL SIZE... LIGHTWEIGHT. Hardly larger than a pipe 
union, Yarways require no support other than the pipe 
line. Installations are simpler, neater, more practical. 


EFFICIENT OPERATION, Yarways discharge condensate 
rapidly. Users from coast-to-coast report they get equip- 
ment hotter, sooner, and maintain peak efficiency. 
Small amounts of condensate discharge continuously 
through control orifice in valve; at medium loads, main 
valve opens and closes at short intervals; under heavy 


loads, valve opens wide. 


LOW COST. Often it costs no more for new Yarways than 
to repair old type traps. See your nearest Mill Supply 
Dealer or write for Bulletin T-1739. 


YARNALL-WARING COMPANY - 111 Mermaid Ave., Philadelphia 18, Pa. 


YARWAY IMPULSE STEAM TRAP 
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Postwar production performance of ten important durables lines compared with their prewar highs. 
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INDUSTRIAL PRopuction-Down With Demand 


Activity in business -and ‘trade, 
though at a comfortably high level, 
continues to reflect buyer hesitation 
and, in some instances, the slacken- 
ing of demand. Caution is everywhere 
in evidence, yet with no indication as 
of the moment that the decline under- 
way since the turn of the year may 
get out of hand, or become steadily 
more severe, 


The First Quarter 


Almost every area of business ac- 
tivity, from manufacturer through 
wholesaler to retailer has contributed 
to the changed business “climate” of 
the first three months of 1949. Both 
merchants and industrial purchasing 
agents have been buying with almost 
extreme conservatism. 

The much-advertised plans for new 
construction, while they are still “in 
progress”, are being pushed with a 
little less enthusiasm. Building costs 
are as high as they ever were, despite 
softening in prices on some of the 
essentials of construction. Many busi- 
ness men are worried about the profit 
outlook; others are disturbed by the 
drive of their competition; and several 
more have one eye cocked for possible 
tax increases. 
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Jan.* Dec. 

1949 1948 

Total Production .... 191 192 
Total Manufacturers 198 199 
229 231 

Non-durable .... 174 173 
Minerals 151 156 


*These figures are preliminary and 
subject to minor revision on the basis 
of additional data. 





Certainly the situation in industrial 
inventories bears out that impression 
of “‘let’s wait and see”. In 1946 and 
1947, it will be remembered, inven- 
tory building’ among manufacturers 
was in working stocks, in raw and pur- 
chased materials and goods-in-process. 
‘The near capacity output of 1948, 
however, turned their inventory accu- 
mulation into finished goods or ship- 
ping stocks—in fact, three-fourths of 
their 1948 book value increase was in 
such inventories. Manufacturers en- 
tered 1949 in that situation and now 
are able to guarantee ample supplies 
and certain deliveries on most items. 
Unfortunately, the wholesaler and re- 
tailer are in about the same situation 
—which has everyone “walking on 
eggshells” whenever stop talk turns 
in that direction. 

New orders in the first quarter were 
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up slightly for most durables, down 
a bit for non-durables, another carry- 
over from the closing months of 1948. 
Dollar value of new orders is off how- 
ever, although slightly—while the vol- 
ume of shipments is unchanged. 


Little Defeatism 


While reports of a slackening off in 
several important areas of industrial 
activity accumulate, the explanations 
for them accumulate almost as rapidly 
and, oddly enough, they are the re- 
verse of pessimistic. The coal and 
petroleum industries, for instance, de- 
fine their situation in terms of the un- 
seasonably short (though in some tre- 
gions severe) winter weather we've 
just come through. Consumer durables 
industries, notably refrigerators, wash- 
ing machines, etc., see their curtailed 
demand as a return to “pre-war sea- 
sonal patterns” and give the impres- 
sion they are ready to cope with the 
“pattern” on its own terms. 

The fact is: We’re at one of those 
infrequent “in-between times” that 
crop up whenever the economy hits 
a high peak or a low one. And every- 
body is sitting tight, waiting to see 
which way the customer is going to 
jump. 





THREAD THREAD 
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“NATIONAL HARDWARE PACKING” 


Provides Smaller Cases for Easy, Low-Cost Handling 


This new system of packing bolts, developed by 


“National”, has won enthusiastic approval from 
distributors and their customers. It meets a long- 


felt need by providing small cases of Carriage, 


Machine and Lag Bolts which can be reshipped 
without additional packing. 

These strong, corrugated fiber containers, 
averaging 25 to 30 pounds each, simplify receiv- 
ing, handling, order assembling and reshipping. 

“National Hardware Packing” is designed not 
to supplant standard case packing but rather to 
supplement it. It deserves careful consideration 
by every aggressive distributor striving for better 
service and lower costs. 

Send for booklet containing detailed informa- 


tion about this new plan. 


NATIONAL SCREW & MFG. CO. 
Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 


3421 S. Garfield Ave., Los Angeles 22, Cal. 


Other “National” 
Products Include 
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IDEAS: How they — 


e e e created a display to show bearings at work 





Press the button and see the efficiency of bearings at work. 


When the Charlotte, N. C. branch of The Henry 
Walke Company put on a machine tool show recently, 
David Mason, bearing specialist, decided that men in- 
terested in machines ought to be cqually interested in 
bearings. Assigned to a 10-ft. space on the counter near 
the main entrance to the display floor, Mr. Mason cre- 


ated a display which contained more than 40 items, 
from a small millimeter sized unit to an 84 in. o.d. bear- 
ing. The chief attraction, however, was a Rube Gold- 
bergian device which demonstrated what bearings could 
really do to improve machinery running efficiency. 

Mr. Mason rigged up a tiny motor with a fan. Facing 
this fan was another which was attached to a @ in. shaft 
mounted on two little pillow blocks. On this shaft was a 
small pulley, about three in. in diameter. 

Alongside this set-up was another shaft rig but much 
larger. The second shaft was 2y6 in. in diameter and 
was mounted in line shaft bearings on drop hangers. 
On one end of the shaft, opposite the small pulley, was 
a 12-in. steel split pulley. The small pulley and the 
large one were joined by a heavy rubber band. 

A small push-button was attached to the upper front 
edge of the counter where visitors could see it. A small 
sign, reading “Press”, was attached near the button. A 
push on the button activated the small fan on the motor. 
The breeze from this fan started up the fan facing it. 
This fan rotated the small pulley which, in turn, started 
the big pulley and revolved the big shaft at a reduced 
speed, 

The display attracted so much attention and comment 
on the efficiency of bearings at the show that J. C. Fussell, 
branch manager, decided to keep it as a permanent fea- 
ture on the counter. Callers at the Charlotte branch 
invariably accept the invitation to press the button and 
put the device in motion. The display has become a 
conversation piece in many plants in the area. 


e e e constructed a chain operated jack for belt rolls 


Specially constructed jack for belt rolls can be rolled anywhere. 


Seen in .the warehouse of Western Belting & Mechan- 
icals, Inc., Los Angeles, this homemade chain operated 
jack for belt rolls possesses a number of good features. 

As shown in the photograph, the frame is substantially 
constructed of welded channels and angles, and is 


mounted on steel casters, one pair being swiveled so 
that it can be rolled anywhere readily, loaded or empty. 

In operation, a steel shaft about an inch in diameter is 
thrust through the belt roll, the ends riding on the 
inclined members of the jack. It is rolled up by means of 
a chain at each end of the jack. One end of the chain 
is fixed to the frame, the chain then passing under the 
shaft, up and over to a ratcheted sprocket mounted on a 
bracket welded to the top of the frame. The chain and 
sprocket equipment is identical at each end. For heavy 
rolls, it is pretty much of a two-man job to hoist, one man 
at each lever. 

To counteract any tendency for the jack to tip up 
in starting a large roll up the incline, a horizontal bar is 
added near the floor. After the shaft has rolled up the 
incline so that it will clear the bar, it is near enough to 
the center of gravity to maintain stability. 

The roll may be stopped at any point after it clears 
the bar, the ratchets holding it. In the case of heavy 
rolls, they may be rolled clear up until the ends of the 
shaft rest in the hollowed-out ends of the vertical chan- 
nels. 

To hold the jack stationary, it is blocked by notched 
boards slipped under the non-swiveling casters. The jack 
will handle rolls up to 54-inch. 
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Safety margins... pla 


for heavy 
Carbide Tool 


Cutting 








CUSHMAN 


HUCKS 


Coarse feeds and high speeds 
with Carbide Tools place a heavy burden on modern 
machine tools . . . full output potentials cannot be achieved 
without work-holding equipment designed to carry the load. 


Cushman Power Chucks meet this need .. . with a plus 
margin of safety ...in precision centering, positive con- 
trolled grip, greater output, minimum reiects. They relieve 
the operator of the burden of manual operation in repe- 
titive production ...a twist of the wrist or a touch of the 
toe ... and jaws grip or release work instantly. Cushman’s 
Write for CATALOG P063 exclusive ‘‘Accralock’’ feature permits fast, individual jaw 
adjustment to within .001” concentricity and maintains 
that accuracy indefinitely. A Cushman installation, easily 
made on present equipment, is a definite attack against 
present fixed high costs . . . gives you a competitive 
advantage in production. 





THE CUSHMAN CHUCK COMPANY 


Hartford 2, Connecticut 








Consult 


CUSHMAN also manufactures 
a complete series of 


WRENCH OPERATED CHUCKS 


Write for Cotalog 63 and Bulletins Z Z Ex : Since Bt (2 | 
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Sales Tips From Salesmen . . -2. specitic in your 


approach . . get 


WILLIAM ANDERSON: 


Attention-Getting 
Pays in Actual Sales 


“Starting to work for a distributor 
ir a” strange territory as I did recently, 
a salesman needs something that will 
sort of dramatize his early calls to get 
attention and establish himself as soon 
as possible in the memory of his new 
customers,” said William Anderson of 
the Pacific Mill & Mine Supply Co., 
I'resno, Calif. 

“lor the purpose, I selected a super 
solder line handled by Pacific Mill & 
Mine Supply. This product, which is 
paste like, is made in various grades for 
general duty, electrical, tinning, super 
low and high temperature alloys, silver 
braze alloys and brazing and copper 
alloys. The scale of temperatures runs 
all the way from 200 degrees F. to 
2400 degrees F., the super solders 
coming in containers from 10 ounces 
to 100 pounds and the brazing alloys 
from 2 ounces to 100 ounces. 

“In brief, the product is more than 
mere solder as it contains in the one 
paste the solder, clearing agent, flux 
and tinning agent. Practically any 
source of heat will do the job of fusion. 

“In making my early calls I always 
carried the little 10-ounce container of 
general-purpose solder and a few paper 
clips. At some point in the conver- 
sation I would open a paper clip and 
bend it to a form of a triangle taking 
time to bring the ‘two ends parallel 
and close together on one side of the 
triangle. Then I would open my little 
can of solder and spread just a little 
along the two parallel wires with the 
butt of a match. I would then light 
the match and apply it to the solder, 
which melts with very little smoke and 
completely solders the two wires to- 
gether. I would then hand the tri- 
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concentrated attention . : 


let 


angle over to the prospective customer 
and ask him to try to break the wires 
apart, which isn’t possible, so well 
does the solder hold. 

“Invariably, I had my customer’s at- 
tention from the very start and he be- 
came intensely interested in finding 
out what the result of the experiment 
would be. Frequently, it led to con- 
versation as to its adaptability to some 
soldering problem he had in his pro- 
duction department and I could then 
go over the whole line and select a 
type that would serve his purpose. 
Then we would go out and try it. 

“The solder is quite expensive, 
though an economy because so little is 
required, for it does not run and waste. 
In 20-pound cans, it would run to very 
sizeable orders and reorders, and my 
little stunt for gaining attention and 
making people remember me paid out 
quite handsomely in actual sales.” 


G. L. STORY: 


Leave It On Trial 
To Get the Sale 


One way to convince a customer 
that an electric hand tool will prove 
profitable is to leave it on a trial basis. 
G. L. Story of $. Donald Fortson Co., 
Augusta, Ga., came to this conclusion 
after all other sales efforts had failed 
in one particular case. 

The big opposition of the customer 
was that he did not believe the tool 
would do the job. Sales efforts and 
several demonstrations failed to pro- 
duce an order. Mr. Story was not dis- 
couraged for he felt that the customer 
would increase his operating efficiency 
with the use of electric hand tools. 

One day as Mr. Story was about to 
conclude that another call was neces- 
sary before a sale could be closed, he 
suggested that the customer take one 
of the electric hand tools and give it 
a try in his work. The customer con- 
sented. 

A few days later he called once again 
and all the sales effort necessary was 
writing the order. 





_ General Grant is said to have ex- 
plained his habit of winning battles by 
saying, “When in doubt, | always do 
something.” 
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him try out 


the product. 


OSCAR SPLIID: 


You Get the Order 
With Specific Questions 


Oscar Spliid, Jr., just made sales 
manager of the Oregon Supply Co., 
Eugene, Ore., but still a salesman with 
his own accounts, says he makes it a 
tule to stay away from that expression, 
“Do you need anything today?” and 
all its trite and meaningless variations. 
“Such expressions give you the order- 
taker tinge right from the start,” he 
said. “If you are anything but an 
order-taker, then let your conversation 
show it. 

“Always approach your objective, 
which is a sale, by intelligent question- 
ing. This not only gives you the in- 
formation you desire—to find out 
what they really need—but also shows 
interest in your customer’s problems. 

“What's that new building you are 
starting over there?” I say. 

“Oh, that’s for a new green chain.” 

“Is that so? How are your going to 
operate it? What will the capacity be? 
Have you decided on the type of chain 
vet?” 

’ “No. Chain is pretty hard to get 
and we haven’t decided yet just where 
we will get it.” 

“That being the case,” I say, “Will 
you let me figure on it, and the motors 
too? We have a good stock of chain 
and a source of supply for additional 
requirements that is faster than most. 
And we have a good line of motors in 
stock from which we can supply what- 
ever you need.” 

“Approached in that way, nine times 
out of ten I get a chance to figure on 
the job, while the old order-taker ap- 
proach about nine times out of ten 
would get me nowhere.” 








GLOBE WELDING FITTINGS 


When you specify and use Globe 
Welding Fittings you will have the 
product of an organization with un- 
usually broad metallurgical experi- 
ence. Globe's precision-process meth- 
od of production reaches back to 
the manufacture of the Globe seam- 
less tubes themselves which are the 
“raw material’ of Globe welding 
fitting fabrication. 


Send for the Globe 
Welding Fittings Cata- 
log—and look to Globe 
as a preferred source 
of supply. 


GLOBE STEEL TUBES Co. 
Milwaukee 4, Wisconsin 


Producers of Globe seamless stainless 
steel tubes — Gloweld welded stainless 
steel tubes — carbon — alloy — seam- 
less steel tubes — Globeiron seamless 
high purity ingot iron tubes — Globe 
welding fittings. 


GLOBE 


__ PRECISION PROCESS 
WELDING FITTINGS 


DISTRIBUTORSHIPS AVAILABLE 


Distributors are invited to write for 
complete information and details 
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SELL DRILLS... DRILLS... DRILLS! 


SOLD BY LEADING 


Yack & Decker 


PORTABLE rere TOOLS 
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PORTABLE ELECTRIC TOOLS 
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+ SIMONDS| 


ABRASIVE 


co.) 


DISTRIBUTORS’ MEN who attend the Simonds Abrasive Co. sales training course 
recently at the firm’s Philadelphia plant included, back row left to right: Charles 
Labadie, Paul Mead, Robert Yunger, Frank Maruna, Walter Moore and Dudley 
S. Saurman. In the front row are Wayne Dewey, K. E. Grube, Malcolm Stevens, Jr., 


Douglas Blom and T. J. Edwards. 


Distributor’s Sales Course Held At Simonds Abrasive 


The “how, why and where” of the 
company’s abrasive grinding wheels re- 
cently was demonstrated to dis- 
tributor’s representatives from various 
parts of the country at a three-day sales 
training course given by Simonds 
Abrasive Co. in its plant at Philadel- 
phia, Pa. 

The program, though informal, was 
designed to instruct and inform and 
included a tour of plant operations, 
grinding and laboratory demonstra- 
tions, orders and stock discussion, and 
advertising and sales promotion. 

Among the distributors’ representa- 
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tives in attendance were Robert 
Yunger and Frank Maruna of Strong, 
Carlisle and Hammond Co., Cleve- 
land, Ohio; Malcolm Stevens, Jr. of 
Malcolm Stevens Co., Arlington, 
Mass.; Paul Mead of Oury Supply Co., 
Wellston, Ohio; Wayne’ Dewey, 
Wright Industrial Supply Co., Toledo, 
Ohio; K. E. Grube, Losey & Co., 
Easton, Pa.; Charles Labadie, New 
Hampshire Hardware, Manchester, 
N. H.; Douglas I. Blom, Gransden 
Hall Co., Flint, Mich.; and Walter M. 
Moore, Fidelity Tool Supply, Camden, 
N. J. 
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Samuel Harris & Co. 
Marks 75th Anniversary 


One of the largest industrial dis- 
tributors in the mid-west, Samuel 
Harris & Co., of Chicago, currently 
is celebrating its 75th year in business. 

The founder of the company, 
Samuel Harris, was the son of a Baptist 
minister and was born in White River 
Junction, Vermont. At the age of six, 
Mr. Harris and his family moved west 
to Michigan using the Erie Canal as 
their mode of travel. It wasn’t until 
after the Civil War, in which he 
served, that Mr. Harris moved to 
Chicago. 

In 1874, Mr. Harris started manu- 
facturing speed indicators in a small 
shop at his home. His method of dis- 
tribution was door to door selling. A 
short time later he opened a small 
store at Canal and Washington Streets 
in Chicago. A need for expansion 
brought about the move to the firm’s 
present location on Clinton Street in 
1895. 

Mr. Harris died in 1920 and at that 
time his son-in-law, Louis A. Clark be- 
came president of the firm. He held 
this position until his death in 1938 
when his son Wendell H. Clark as- 
sumed the presidency. The firm is 
owned entirely by the Clark family. 

Other officers of the firm include: 
J. B. Malleck, vice-president; R. J. 
Oetjen, vice-president; F.. E. Stott, sec- 
retary; and S. H. Clark, treasurer. The 
firm operates two branches one in 
Waukegan, Ill., and another in Rock- | 
ford, Ill. 


Oberdeck Named to New Post 
At George Worthington Co. 


At the recent annual mecting of the 
shareholders of The George Worth- 
ington Co., E. F. Oberdeck was elect- 
ed to the newly created post of execu- 
tive vice president. J. J. Bohning, gen- 
eral manager, was elected first vice- 
president, the post formerly held by 
Mr. Oberdeck. 





Other officers and directors reelect- 
ed include: P. H. Deming, chairman 
of the board; A. G. Rorabeck, presi- 
dent; A. C. Maecker, second vice- 
president, N. F. Luekens, secretary 
and treasurer; A. W. Fullerton, H. W. 
Murry, R. C. Reul and J. W. Vickers. 


Cc. C. Krueger 


San Antonio Distributor 


Celebrates 50th Year 


The San Antonio Machine & 
Supply Co., ‘Texas, this month is cele- 
brating its Golden Anniversary, and to 
mark the occasion it has incorporated 
several pages into its catalog, describ- 
ing the firm’s history during its half- 
century in business. 

It had its beginnings in April 1899, 
when it was incorporated under 
the laws of the State of ‘Texas. 
“SAMSCO”, its trade name, was 
adopted immediately thereafter and 
has helped to make the firm known to 
the industrial trade in its area. 

M. Krueger, founder, served as the 
first president and chairman of the 
board from the company’s inception 
until his death in 1927 when his son, 
C. C. Krueger, took over the full re- 
sponsibility of management. He has 
been president and general manager of 
the company since 1923 continuing, 
unaltered, the policies set forth by Mr. 
Krueger the elder. 

In 1912, after a period of rapid 
growth, SAMSCO’s first branch was 
established in Corpus Christi. The 
success of this first expansion led to 
the acquisition of the Waco Machin- 
ery & Supply Co. (1922); the stock 
and buildings of the D. June Machin- 
ery Co. where the Waco branch is 
housed; a sales office in Austin (1935); 
a branch in Harlingen to meet in- 
creased demands in the growing Rio 
Grande Valley (1936); a warehouse in 
Borger (1944); and additional build- 
ings erected and improvements made 
during the past few years. 


DISTRIBUTOR MEN who toured the modern Worthington foundry at Harrison, 
N. J. included Miles I. Stray, Charles A. Templeton, Inc., Waterbury, Conn; E. J. 
Tribble, works manager; L. C, Allen and R. E. Aldrich, J. Russell & Co., Inc., 
Holyoke, Mass.; E. Herman, Bronx Hardware & Supply Co., Inc., New York City; 
C. F. Dievendorf, Syracuse Supply Co., Syracuse, N. Y.; E. M. Curran, advertising 
department, Worthington; and S. I. Resnick, Bronx Hardware & Supply Co. 


F ee " Pee ~~ om m \die 
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FINISHING OPERATIONS on rotary pumps at the Worthington meeting of 
distributors’ men hold the attention of H. A. Emig, George F. Motter’s Sons Co., 
York, Pa.; R. E. Aldrich, J. Russell & Co., Inc.; E. Herman of Bronx Hardware & 
Supply Co.; J. R. Chandlee, Capitol City Supply Co., Charleston, W. Va.; N. J. 
Dash, Worthington; Miles I. Stray, Charles A. ‘Templeton, Inc., and L. C. Allen 
of J. Russell. 


Thirty Distributor Firms Hosted By Worthington Corp. 


Thirty representatives of distributor 
organizations from the New York 


Corp. for a three-day product te- 
fresher session. 


metropolitan area, New England, New 
York State, eastern Pennsylvania and 
as far south as the Carolinas, recently 
journeyed to the home plant of 
Worthington Pump & Machinery 
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The program was of an educational 
nature and included a specialized re- 
fresher course stressing product appli- 
cation and the technical phases of 
products handled by distributors. 





A NEW SALES MANAGER, Edgar 
H. McKinney, has been appointed for 
the industrial division of Aikenhead 
Hardware, Ltd., Toronto. Mr. Mc- 
Kinney joined the firm in 1936. After 
serving in various departments he 
moved into industrial sales five years 
ago. 


“PROFESSOR” Ray Healy, Erskine- 
Healy, Inc., Rochester, spoke recently 
at the Rochester Business Institute, 
relating secrets of selling based on his 
personal experiences. 
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SALESMEN and key inside personnel from the Syracuse and Elmira offices of R. C. 
Neal Co., attended a recent sales clinic conducted in the Syracuse office by Scully- 
Jones & Co. In charge of the clinic were Ray Neal, president; Frank J. Grunder, 
assistant sales manager, and two Scully-Jones officers, J. D. Lockrem, vice-president, 
and Bernard Better, director of research. Pictured are Bill Edmonson, G. B. Thomas, 
Harry B. Lewis, Mr. Better, Mr. Lockrem, Jack Peggs, Jack Sweeney, Paul Rockwell, 
Amos Main, Al Williams, Mike Bowen, Deming Clark, Milton Dudgeon and Ed 
Short. 


A MEDICAL LOOK was added to a recent Oster Mfg. Co., sales clinic in 
Cleveland. President Roger Tewksbury, stethoscope dangling from his neck, opened 
the clinic and before it started every member replaced his regular coat with the 
spotless work coat of the physician. 


NEW MEMBERS were welcomed to the Twenty-Year Service Club of E. C. Atkins 
& Co., Indianapolis, at a dinner. They are (standing): Joseph Hunter, Clarence 
Simon, Charles Moore, Julius Hausg, Owen Healy, Shirley Wassan, Bert Barber. 
Not shown—Hugh Froderman, Thomas B. Mobley and Herbert Lawson. New and 
retiring officers are shown seated: William Weaver, visitor; William Strack, retiring 
secretary; George Penrod, president; Elias C. Atkins, honorary president; Scott E. 
Dill, retiring president; Francis Cone, secretary and Lloyd Beckwith, treasurer. 
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“Give us the tools...’ 


Now is the time to 
FIGHT SOCIALISM 
in Washington 


D. we want to follow Britain down the economic 
skids? 


We Americans face that question today. For we 
are being advised by Administration economists 
in Washington to take the course which destroyed 
Britain industrially. It is the temporarily easy 
course of cutting down expenditures for tools in 
order to have more things to consume right away. 


The President’s Council of Economic Advisers 
tells us we are spending too large a part of our 
national income on new tools and equipment. A 
larger share, they say, should go for goods and 
services used directly by consumers. 

Before we take that advice, let us look at Bri- 
tain. When the British once allowed their indus- 
trial plants and equipment to run down — they 


"started down a dreary road to industrial stagna- 


tion and decay. 

British industry once ruled the world. Low pro- 
duction costs enabled it to undersell all competi- 
tors.” Efficiency gave British workers the highest 
living standards anywhere. 

Now all that Britain has between it and eco- 
nomic disaster is pluck and American aid through 
the Marshall Plan. 


The British people are living poorly — still on 
rations and in austerity. With practically everyone 
working, and working longer hours than we do in 
the United States, they cannot produce enough to 
pay for the raw materials and food they must 
import. 

How did Britain get in this fix? 

The story is complicated. British sacrifices in 
two wars play a tragic part in it. But another fact 
also stands out: 

Britain began to go downhill even before World 
War I — when British industries allowed their 
plants and equipment to grow obsolete. 

Once that process started, it grew steadily 
worse. By 1929 the share of Britain’s national 
income being plowed back into capital invest- 
ment had shrunk to less than two-thirds of what 
it had been twenty years earlier. We were putting 
twice as big a share of our national income into 
capital goods at this same time. 


Skimping on capital equipment —on new plants 
and new tools—put the skids under industrial 
Britain. 


World War II only speeded up a process already 
well under way. , 


continued on next page 











British industry today shows the results of its 
failure to keep up to date. Here are three examples 
found by Dr. Laci Rostas, Britain’s leading au- 
thority on measuring workers’ productivity: 

An American produces four times as much pig 
iron as his British counterpart. 

He produces more than four times as many 
tires. 

In all industry, on the average, an American 
produces almost three times as much. 

The real reason is the American’s better tools. 
The British are struggling with equipment that is, 
on the average, forty years old. 

Britain once had a big head start in industrial 
equipment. But she let it slip away. And as it went, 
Britain’s industrial and political leadership slipped 
with it. 

How could British leaders have slept while all 
this happened? 

This, too, is a complicated story. But parts of 
it stand out clearly: 

1. British business men put in more time per- 
fecting cartels to avoid competition than they 
did in improving their plants and equipment to 
meet it. 

2. British labor leaders concentrated on sharing 
the work and sharing the wealth—rather than do- 
ing the job necessary to have enough wealth to 
make the sharing worthwhile. 

3. British governments taxed away the means 
to buy new equipment. By steadily increasing per- 
sonal taxes, they undercut the ability of individuals 
to invest in new equipment. Finally, they took 
away the incentive to get new equipment by pro- 
gressively taxing away any returns on it. 

4. Farseeing socialists smiled all the while, 
knowing that as private industry more and more 
lacked the tools to do a progressive job, they would 
have their chance to run the country. 

Now, with Britain’s fate in their hands, the so- 
cialists are trying desperately to stem the nation’s 
economic decline by rebuilding its industrial plants 
and equipment. 





A complete report on our national survey, “Business’ Needs 
for New Plants and Equipment,” may be obtained by writ- 
ing McGraw-Hill Pub Co., 330 West 42nd St, New 








- York 18, N.Y. This is the fifth editorial of a special series 
on industry’s needs for new plants and equipment. 











They are making a little headway, but not 
enough. There are several reasons. One is that 
Britain must export most of the new equipment 
she can make. Another major reason—increasingly 
important for her future—is that money needed to 
renovate Britain’s run-down industry is taxed 
away to support welfare programs. The (London) 


- Economist grimly puts it this way: 


“The importance of the function of saving has 
only been discovered now that the means of saving 
have largely been destroyed.” 

Our own Federal and State governments, too, 
have dangerously whittled away incentives. They 
have more than tripled tax rates on personal and 
corporation incomes in the last twenty years. Now, 
the President proposes to do more whittling. 


If the United States is not to go Britain’s way, 
we must preserve our incentives to save and to 
invest in industry. 

If the United States is to progress, we must con- 
tinue to build up our industries. 


The President’s Economic Advisers say we can 
slow down. But the McGraw-Hill survey of “Busi- 
ness’ Needs for New Plants and Equipment,” re- 
ported in the previous editorial in this series, pro- 
duced facts to the contrary. It showed that indus- 
try now plans—if it can get the money—to spend 
$55 billion in the next five years for new plants 
and new tools. Moreover, it showed industry’s 
needs for new facilities are large. 

By cutting down the incentives to save, by giving 
soothing advice that we do not need to save so 
much, Washington is pushing us toward Britain’s 
way—the route via industrial stagnation to social- 
ization. , 

Before we skid too far, we should pull up short 
and ask ourselves: Do we want to go Britain’s so- 
cialistic way? 

There still is time to say, “No.” 





President, McGraw-Hill Publishing Company, Inc. 






































, SELL YALE LOAD KING 
| wire rope electric hoists 


There is only one reason why you should go after 


Yale Load King Hoist sales: to make more money. 





. 
, There are a lot of reasons why many plants need Yale 
Load Kings, but they all add up to increased 
production and lower costs. The letter at the right 
; proves it. 
The Yale Load King Wire Rope Electric Hoist is a 
' powerful hoist available in capacities up to | ton. It 
saves time by its quick-lifting action. Because the Load 
King can operate from lug, hook or plain trolley suspension, 
it serves on a wide variety of production jobs. The wire 
rope load line provides all the flexibility necessary for 
nominal side lifts. Furthermore, quick make-and-break 
. push-button control puts new speed and accuracy into 
“inching” of loads. And don’t forget the safety and 


convenience of one-hand operation, the extra safety of the 
non-fracturing load hook. 

These are but a few advantages of the Yale Load King 

: Hoist. Get acquainted with all of them. Then give your 


prospects the facts—and cash in on them. Start today! 


THE YALE & TOWNE MANUFACTURING CO. 


Philadelphia Division, Roosevelt Boulevard, Philadelphia 15, Pa. 
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TOOLS THAT KEEP INDUSTRY 
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HOISTS — HAND AND ELECTRIC . 
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TRUCKS —HAND LIFT AND POWER 














ro sELL Wire Power-Driven Brushes. 
YOU NEED THE ANSWERS 





Gone rusty on power brush 
sales and service? Think-pis- 
tons clogged with “don’t 
know-how”? Scrape off the 
carbon with these 14 ques- 
on 


tions. The answers are 


Page 166. 





1. Match industria] 
plants 
L] steel mills 
_] plating works 
LJ rubber plants 
(] electrical plants 
CJ) construction work 
with the following types of opera- 
tions on which they would use wire 
power brushes. 
(a) in cleaning moulds, removy- 
ing flash 
(b) for cleaning girders, tanks, 
boilers 
(c) cleaning and finishing stecl 
and brass parts 
(d) cleaning and polishing angle 
iron, pipe, billets 
(e) motor cleaning, wire strip- 
ping 
2. Which of the following operations 
could you do with a wire cup brush 
on a portable power tool? 
C] take off old paint 
CJ remove rust and scale from 
metal 
C] plane and shape wood 
(sharpen machine blades 
Ciclean castings, structural 
metal. 


the following 


3. The tighter the bristles in a wire 
wheel brush, the denser and more 
even the brushing surface will be. 
[] True. (© False. 


4. A customer with a bench type com- 
bination grinder-wire wheel brusher 
requires 6-inch brushes on_ the 
machine. His arbor hole probably 
1S: 

CJ 3-inch 
(] 4-inch 
CL] 1}-inches 


5. A customer does’t care too much 
‘about the finish on a cleaning op- 
eration. He wants a good, general 
purpose brush he can treat rough. 
You'd suggest, in wire size: 

C1] .005-inch 
C) .0118-inch 












Wire wheel brushes are cffcctive for cleaning machine tools. 


CL) .014-inch 


6. The diameter and thickness of a 
wire wheel brush are limited by 
type of equipment and the size of 
the motor. [)'True. O False. 


7. The maximum diameter of a wire 
wheel brush that may be used on a 
} horsepower motor is: 

_] 6-inches 

(J 10-inches 
(1) 12-inches 
(} 15-inches. 


8.'The greater the surface speed (in 
respect to the diameter of the 
brush), the coarser should be the 
gauge of the wire. 0 True. 0 False. 


9.If a customer complains that a 
power-driven brush is not doing a 
job fast enough, you would suggest 
he: 

(J increase the surface speed of 
the brush by increasing the 
spindle speed 

Clincrease surface speed by 
using a brush with a larger 
o.d. 

[select a brush with a greater 
fill density 

(J tell the operator to jam the 
part being brushed heavily 
into the brush. 


10. “If the best results, along with 
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long wear, are devoutly to be 
wished in a brush you recommend, 
you want to be sure you never 
suggest a coarser gauge of wire 
than is needed for the job.” 
(]True. QO False. 


. or severe operations, recommend 


that the cup brush be made of: 
C) stainless steel wire 
CJ music wire 
(] brass wire 


. One of your customers, a paint and 


varnish manufacturer, wants a 
good brush but it must be non 
sparking, to guard against explo 
sions. As wire material you'd 
recommend: 

Ci brass or silicon bronze 

ZC nickel silver 

_] stainless steel. 


. Wire cup brushes, when used in 


portable power tools, will give 
smoother, more efficient operation 
if the machine is tilted slightly 
(1 True. O False. 


.The wire brush type you would 


recommend for tight corners and 
cramped, out-of-the-way _ places 
would be: 

(] the wire cup brush 

(lend brush 

C] wire wheel brush 
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RS — 5 Where WeldOlet is attached to 
= ~y run pipe, it tapers at proper 
angles, providing for a single 
bevel groove joint at the crotch 
section, blending into a V-butt 
joint at the ear portion. 
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WeldOlets*, with outlet sizes from Ye'’ to 24'', both straight and re- 
nend . es a ; sere 
Cf. ducing, need no additional reinforcement to establish and fully maintain 
original strength on ASTM A-106 Seamless Steel Grade A Pipe, as set 
forth in Code for Pressure Piping, American Standards Association, 
B31.1-1942, and Supp. No. 2, B31,1b-1947. WeldOlet welding fittings 
provide the quickest, most economical, most satisfactory method of 
-and obtaining full pipe strength at branch connections. For detailed engi- 
5 4 neering reference data, write for Catalog W-2. 
non BONNEY FORGE & TOOL WORKS 
xplo FORGED FITTINGS DIVISION +» 645 N. MEADOW STREET » ALLENTOWN, PENNA. 
oud Authorized Canadian Distributor: Sterling Steel Co., Lid., 20 Temperance S!., Toronto 1, Canada 
MANUFACTURERS OF FAMOUS BONNEY TOOLS 
Fig. 1—Cut-away view of reduc- 
ing size WeldOlet with welding Fig. 2—Note blending of ear 
outlet in place. The external rib portion of welding fitting to 
and wide bases or footings of run pipe. Extension of weld 
i WeldOlets* eliminate the need metal below inside scarfed 
aq im for extra supports to take care portion of pipe insures all 
give of bending or vibrational stresses sections of joint greater than 
ition : . at crotch section, the point of pipe wall thickness. 
htly greatest stress. 
, 
ould % 43) f 
and |) y : : 
laces tal eas 
‘ *Trade Mark Reg. U.S. Pat. Off. Pat. in U.S. & Foreign Countries 
When you want Bonney Welding Outlets, ask for WeldOlets* 
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Tool Chest 


Removable Tray Gives 
Access to Interior 


Totaling 146 pieces, a new tool chest 
contains a combination of sockets and 
attachments in 4, 2, 4 and 3-in. drives, 
wrenches, pliers, chisels and screw- 
drivers. The chest is constructed of 
heavy gage stecl, heavily reinforced 
and welded. Drawers with handy com- 
partments operate on _ free-acting 
suspension slides. A removable tray 
gives easy access to the roomy interior 
and has convenient compartments 
which keep sockets at proper heights 
within easy finger tip reach. A cylinder 
lock on the hinged front panel securely 
locks the entire chest.—J. H. Williams 
& Co., Buffalo, N. Y.—Industrial Dis- 
tribution, April 1949. 


Valves 


Pressure Loss Decreased 
By Streamlined Internal Contours 


A new design for cast steel valves 
makes it possible to economize by in- 
stalling a size smaller valve in pipe 
lines. Stop and non-return valves in 
globe or angle design use the new body 
for all sizes 6-in. and above in 900, 
1500 and 2500 Ib. classes. They are 
available with pressure-seal or bolted 
bonnet and with flanged or welding 
ends. The integral seat greatly reduces 
weight because it makes possible a 
much smaller body bore. Also, weight 
is reduced by elimination of all un- 
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necessarily thick parts of the body, 
making an even distribution of metal 
in body wall. This smooths out the 
external lines of the body, causing the 
valve to occupy less space. ‘The pres- 
sure-seal designs particularly effect a 
great space saving. Streamlined in- 
ternal contours eliminate wear produc- 
ing turbulence by reduction of weight 
in all floating parts and by equaliza- 
tion of pressures in all internal areas 
of the valve; thus decreasing pressure 
loss.—Edward Valves, Inc., ['ast Chi- 
cago, Ind. — Industrial Distribution, 


April 1949. 

















Jig Saw 


Overarm Easily Removable 
For Cutting Long Panels 


A new 24-in. jig saw has an extra- 
heavy base, overarm and table plus a 
precision drive that keeps vibration 
at a minimum for smooth cutting. The 
14 x 14-in. ground iron table is sup- 
ported by large trunnions space 93-in. 
apart—a_ rugged support for heavy 
stock. The four speeds (570, 858, 
1220 and 1658 rpm) provide the cor- 
rect speed for every operation. Easy-to- 
adjust chucks take all types of blades 
and sabres up to *s-in. wide and ma- 
chine files up to 4-in. wide. The 
ground-steel drive shaft spins on widely 
spaced ball bearings, operating shafts 
are supported by long bronze bearings. 
The table tilts 45° to right, 15° to 
left and indexes 90° to handle long 
stock. Specifications include: 24-in. 
throat capacity, 24-in. maximum depth 
of cut, blade lengths of 6-in. or less 
and operates from 4 or 4 hp 1725 rpm 
motor.—Atlas Press Co., Kalamazoo, 
Mich.—Industrial Distribution, April 
1949. 
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Electric Drill 


Features Palm-Grip Handle 
With Trigger Switch 


A new, portable electric drill incorpo 
rates a fan-cooled, universal 110-115 
volt, AC-DC motor. Other voltages 
are available upon request. ‘The hous- 
ing, handle and gear case are die-cast 
aluminum. A built-in trigger switch 
gives convenient, instant control, and 
the drill is supplied with a rubber- 
covered cord and attachment plug. 
Principal specifications _ include: 
no load speed 1600 rpm, full-load 
speed 900 rpm, capacity in steel }-in., 
capacity in hardwood @-in., oil-retain 
ing bronze bearings, overall length of 
drill 8$-in. and weight of drill 34 Ibs. 
—Portable Electric Tools, Chicago, 
Il.—Industrial Distribution, April 
1949. 

















Pillow Blocks & Cartridges 
Self-Aligning Bearing 
Cuts Mounting Time 


A new line of pillow blocks (illus- 
trated) and flanged cartridges provides 
advantages of quick, simple installa- 
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BOUGHT MORE THAN A 


Sha BB 
QUARTER MILI 
Leaders in the 
Cummins VALUE Line >, 





Cummins has what you’ve always 





wanted and never dreamed you'd find— 
a combination of TOP quality, great 
VALUE...at a FAR BETTER price... 
aggressively advertised...and soundly 
guaranteed. Right now—Get Goin’ 
With Cummins, the Coming Line! 


CUMMINS PORTABLE TOOLS 
4740 N. Ravenswood Ave., Chicago 40, Ill. 





...and more new Cummins Portable Tools are 
Going into Production Now to Increase Your Profits 


Every Cummins Ad Says: ’ t Yo 
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TAPS AND DIES 


WINTER 


Winter taps in all standard 

types and styles are available 
from the factory and strategically 
located branches in New York, 
Chicago, Detroit and San Francisco. 
These stocks are for your 
convenience in better serving 
your customers’ needs. 

The complete stocks include: 
hand, machine screw, chip 
driver, nut, pipe, pulley, stove 
bolt, tapper taps and dies. 


WINTER BROTHERS COMPANY «© Division of the National Twist Drill and Tool Company 
Rochester, Michigan, U.S.A. Distributors in Principal Cities + Branches in New York, Detroit, Chicago, San Francisco 

















NATIONAL OFFERS YOU 
A COMPLETE LINE OF ROTARY 
METAL CUTTING TOOLS 











National's complete line 
includes:—twist drills, reamers 
counterbores, milling cutters, 
end mills, hobs and special tools. 
National’s spiral fluted 
chucking reamers, shown in box, 
can be relied on to 
- maintain size and reduce chatter. 





Other types are National 
hand, straight flute chucking, 
shell, taper pin, center 





and special reamers. 


NATIONAL 


TWIST DRILL 













NATIONAL TWIST DRILL AND TOOL COMPANY «+ Rochester, Michigan, U.S.A. 
Distributors in Principal Cities + Factory Branches: New York «+ Chicago + Detroit + Cleveland + San Francisco 
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tion, self-alignment and case of servic- 
ing. Smoota running is assured by 
highest quality ball bearing alloy steel 
races and chrome alloy steel balls. 
Inner race is locked to shaft by two 
knurled cup-point set screws set at 
120°. New oil-resistant seal of labyrinth 
design provides dirt-free lubrication 
chamber. The seal is integral with 
bearing, permitting unrestricted mis- 
alignment of bearing. The design al- 
lows excess grease to escape without 
danger of blowing out seal. The bear- 
ing is prelubricated and can be placed 
directly in service. The alemite fitting 
makes regreasing casy and convenient. 
Rigid mounting is provided by solid, 
one-piece cast-iron housing. Slotted 
holes in base make bolting down 
quick and simple. Both the flanged 
cartridges and the pillow blocks are 
available for shafts 4 to 4-in. in diam- 
cter—Boston Gear Works, Quincy, 
Mass.—Industrial Distribution, April 
1949, 





Pipe Threader 


Furnished With Drive Adapter, 
One Set of Steel Chasers 


A new portable power pipe threader is 
operated by any 4-in. standard electric 
drill. It threads 1, 1}, 14 or 2-in. pipe 
with one set of high speed steel chas- 
ers. Since it weighs only 26 Ibs., one 


man can carry it from job to job with 


ease. The threader is furnished com- 
plete with one set of high speed steel 
chasers and drive adapters.—Armstrong 
Bros. Tool Co., Chicago, Ill.—Indus- 
trial Distribution, April 1949. 








Portable Pump Unit 


Engine Can Also Run 
Other Motor-Driven Tools 


A new portable unit consists of a 
gearless pump powered by a 14 hp 
single-cylinder 4-cycle air-cooled gaso- 
line engine. Its general utility and 
portability lend itsclf to many uses. 
The belt can be removed by raising 
the pump which is hinged. When the 
pump is not in use, the engine can be 
used to run a generator, lathe, saw, 
drill press, sander, or other motor- 
driven tool or equipment. The total 
weight of the unit is 51 Ibs. The 
dimensions are: 18-in. high x 18-in. 
long x 15-in. wide.—Eco Enginecring 
Co., Newark, N. J.—Industrial Dis- 
tribution, April 1949. 





Abrasive Saw Blades 


Do Not Break at End of Row, 
Stand Up at the Corners 


A tough, new bond has been devel- 
oped especially for abrasive saw blades 
to be used in portable hand saws. 
Due to special formulation, the blades 
are, said not to break at the end of the 
row, standing up at the corners and 
giving long life. They are ideal for 
cutting through old mortar, removing 
filler, tuck pointing and preparation 
for tuck pointing. The same type of 
abrasive saw blade can be used for 
scoring, cutting concrete and all types 
of stone—Chicago Wheel & Mfg. 
Co., Chicago, Il]_—Industrial Distri- 
bution, April 1949. 


Air Compressors 


Centrifugal Unloader Assures 
Positive Unloaded Starting 


Also available is a 10 hp unit, a 7} 
hp air compressor (illustrated) is a 
four cylinder, V-type unit, mounted 
on bed-plate only or 80-gallon tanks, 
ASME. or standard. The bore and 


(Continued on page 132) 
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@ Stronger—by more than half. Each Buffalo Stainless Steel 
Extinguisher tested to 500 Ibs. (Ordinary types tested to 
only 350 Ibs.) 


@ Nearly 7 lbs. lighter —light enough that a woman easily 
can operate it. 


@ The permanent finish as found only in Stainless Steel. 


@ Available in both Soda-Acid and Foam types. 


More good news! These new extinguishers will restore the 
big fire extinguisher profits of early years. For they have 
a new price structure, enabling you to make real money. 
Write now for all the facts on this best fire extinguisher 
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These set screws are case hardened—the hard machined point 
bites in and holds. They fit perfectly and respond readily to adjust- 
ment needs. Ferry Cap case hardened set screws have continually 
met engineering requirements for all general purposes. 


Ferry Cap Set Screws are expertly made by the first company to 
produce Cup Point Set Screws by the cold upset process of man- 
ufacture. They embody the skill and experience gained in over 
40 years of precision manufacturing. 


Square head and headless—cup point—case hardened —sizes ¥%4" 
diameter and larger. Carried in stock for immediate shipment. 





The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD e e CLEVELAND 13, OHIO 


CAP AND SETSCREWS © CONNECTING ROD BOLTS « MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS « HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS 
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19 YEARS OF “SALTY” SERVICE... 











DISTRIBUTORS! 


This advertisement is cur- 
rently appearing in leading 
industrial publications. It is 
typical of advertisements 
publicizing Koppers Indus- 
trial Protective Coatings. 
Just another way in which 
Koppers helps pave the way 
for more sales to plant man- 
agement. Write us for more 
information about how Kop- 
pers can help you. 
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ALT and weather are a punishing com- 
bination for steel and protective coat- 
ings. Ask any maintenance engineer. He’ll 
tell you that recoating every six months or 
a year is the rule rather than the exception 
—that maintenance costs are sky high. 
But not at the Leslie Salt Company of 
Newark, California. This salt crane was 
protected with a Koppers Coating in 1929. 
Except for a slight touch-up due to me- 
chanical damage, there was no mainte- 
nance coating expense in 19 years! That’s 
why a Koppers Coating—Bitumastic* No. 
50—was again specified last year . . . to 
give this old crane new protection. 
Koppers makes a complete line of In- 
dustrial Protective Coatings. There’s a 
Koppers Coating to save you money... 


*T.M. Reg. U.S. Pat. Off. 


PROTECTIVE COATINGS 
“Mers Industrial Coatings are sold 











to keep shut-down time to a minimum. 
For example, Bitumastic* No. 50 is a 
heavy-duty coating made for heavy-duty 
service. It protects metal and concrete 
underground, underwater, and exposed to 
corrosive industrial fumes. Then, there’s 
Bituplastic. It resists sunlight, weather, 
doesn’t “alligator” or crack and is fire- 
retardant. 

Koppers Coatings are easily applied by 
brush or spray. They give effective, long- 
lasting protection . . . reduce maintenance 
expense to a minimum. Koppers repre- 
sentatives will be glad to consult with you 
on your corrosion problems. Send for copy 
of the new Protective Coatings Catalog. 

KOPPERS COMPANY, INC. 


DEPT. ID-4 PITTSBURGH 19, PA. 


through Industrial Distributops 
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Unique 9 Part Fabric 


Its patented construction is entirely unlike 
any other. Scores of wires are stranded in . 
9 parts, then into three parts. Tested Strength Is Twice 


, Safe Working Load Limits 
Interlaced wy Machine Metal tags on Tuffy Slings give their safe 


On special precision machines, originated working load. Each sling or leg of a bridal 


by Union Wire Rope engineers, three three- sling is proof-tested to twice this safe work- 
strand parts are so interlaced as to form ing food. 


a sling fabric so much stronger, with so 
much tougher wearing qualities and with 
so much more flexibility that you just have 
to see how much longer service it gives 
to believe it. 


VuNtoN WIRE ROPE 


Constructed To Prevent 
Rotating of Load 


The inequalities of hand made 
slings are eliminated. The parts 
of Tuffy Sling fabric are so 
uniquely interlaced that they 
neutralize the load torque 

which causes rotating of 

the load on straight 

pulls. 


95% of Fabric Strength Is 
Developed In the Eye Splices 


Here the unique —s of Tuffy scores 
again. It permits ready forming of eye 


= possessing 95% of the strength of 
the sling fabric. 
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TOUGH 


Tuffy Sling Fabric also Available for 
Eye Splicing in Your Own Rigging Loft 
If you are rigged for eye splicing your own 
slings, Tuffy Sling fabric is available on the reel. 


Your riggers will like the ease and speed of splic- 
ing that Tuffy interlaced construction affords. 


F 


REG. TRADE MARK 


Working any sling under load with knots or kinks in it 
is not recommended. But, sometimes it’s unavoidable. 
Then is when the ultra-flexibility of Tuffy Slings stand 
you in good stead. Tuffy can take more of such punish- 
ment longer and you can straighten them out more 
often without material damage. The same is true of 
flattened eyes and because of the unique interlaced 
fabric construction, cutting of any one of the 9 strands 
will not result in stranding of the sling. 


For a long time now, Tuffy Slings have proved they 
have the extra strength and ultra-flexibility to stand up 
during pear service on any kind of a load, under any 
kind of pull and with every type of hitch. 


Try any one of the 9 factory packaged sizes. Prove 
their money-in-your-pocket worth to you to your own 
satisfaction. 
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Send Facts on Tuffy os 
Tacluding SafeWorkin Loads 
of 9 Sizes Which You Deliver 
as Complete Packages. 


2236 MANCHESTER AVE. 
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Your trade NEEDS 

these NEW tools — 

and many others 
made by 


ole Impact Sockets 


HARD SERVICE! 


Forged for built-in strength and 
toughness to assure a high safety 
factor with power wrenches. 
Maximum clearance — compara- 
tively thin walls, hexagon open- 
ings. 13. sizes—716" to 1%” 
openings. 


OIG Ratchet Box Wrenches 
desiqued to SPEED UP WORK! 


a 


They permit operation in close quarters where 
conventional wrenches are difficult to use. Made of alloy 
steel—they’re TOUGH! 

Practical Size Range for many uses in industrial maintenance 
—FIVE double end wrenches— %"x516", ¥ex716", V2" x9 16", 
¥e"'x" 16" and %"x7Ze" 








Olt TOOLS MAKE GOOD 


They're easy to sell and they're good-will builders for you. 
Extensive OTC advertising directs tool buyers to look for 
the OTC Distributor sign. 





aAuTMoRIZED 


7 OWATONNA TOOL CO. 


[ 312 CEDAR STREET 
OWATONNA, MINNESOTA 
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New Products 


(Continued from page 128) 

















stroke of the low pressure cylinder is 
432 x 3-in. The illustration shows a 
continuous unloader which is avail- 
able as an accessory needed only in 
installations where the machine op- 
erates constantly. Standard equip- 
ment includes a centrifugal unloader. 
The compressors operate at slow 
speeds, 490 rpm for the 74 hp and 
650 rpm for the 10 hp. Deeply finned 
cylinders and cast-iron inter- and after- 
cooling units are directly in a blast. 
of air from the large propellor-type 
flywheel. Two oil immersed automo- 
tive-type intake mufflers and filters 
are provided. The pistons are equipped 
with three compression rings and one 
oil contro] ring. The crankshaft is 
drop forged steel with roller bearings 
with external adjustment. The intake 
and exhaust valves of disk type are 
easy accessible, readily disassembled 
and interchangeable.-Wayne Pum 

Co., Fort Wayne, Ind.—Industrial Dis- 
tribution, April 1949. 














Planer Tools 


Can Remove 3 to 4 Cu. Ft. 
Of Cast-Iron Between Regrinds 


A new line of clamped-on planer tools 
is claimed by the manufacturer to be 
capable of removing 3 to 4 cubic feet 
of cast-iron between regrinds when 
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We'll be happy to see you at the TRIPLE IN- 
DUSTRIAL SUPPLY CONVENTION in 
Cleveland, April 25-27. You are cordially invited 






"l’m on my way to 
Cleveland... I'll see the 
LUNKENHEIMER boys” 












to visit us at Booths 268 and 269. 


In attendance: 


H. E. Lunken, V. P.-Asst. Gen. Mgr. 
Harry A. Burdorf, V. P.-Sales 

Harold H. Layritz, Sales Mgr. 

L. M. Crowe, Sales Representative. 

C. W. Angerman, Sales Representative 


LUNKENHEIMER 
DISTRIBUTOR 








ESTABLISHED 1862 


THE LUNKENHEIMER ©: 


—_ "QUALITY = : 
CINCINNATI 14, OHIO. U.S. A: 


NEW YORK 13 CHICAGO 6 BOSTON 10 PHILADELPHIA 34 
EXPORT DEPT. 318.322 HUDSON ST.. NEW YORK 13.N. Y. 
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OUT OF 1001 TEST TUBES 


The Chicago Mounted Wheels used in industry 
today look simple gh—abrasive wheels 
mounted on stee] shanks, but 













Those little wheels are the result of more than 
50 years of know-how and more than 1001 tests 
to determine the most exactly perfect combina- 
tion of grain, grade, bond, shape, shank length 
and steel analysis to do each job. 


FORWARD- 
LOOKING 
is the Word 


Recommend Chica- 
go Mounted Wheels 
for all finishing jobs. 
These were the first 
wheels ever to be 
mounted on their 
own steel shanks— 
and are today’s 
finest. 





AND, the same expert craftsmanship that has made Chicago Mounted Wheels the most 
widely used in industry today accounts for the outstanding results obtained with Chicago 
Grinding Wheels and Cut-Off Wheels. 


FREE ENGINEERING SERVICE 


Let us help your customers with their grinding problems. We furnish special Engineering 
Data Sheets making it easy for anyone to submit information from which we can recom- 
mend the abrasives to do the job better. 


CHICAGO WHEEL & MFG. CO., 1101 W. Monroe St., Dept. MB, Chicago 7, Ill. 
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used in any of the newer types of plan- 
ers having a clapper box lift. Six 
different styles are available in various 
shank sizes for vertical planing with 
tool in side head, for horizontal plan- 
ing with tool in rail head, for straddle 
planing to square shoulders or with 
lead angle (illustrated) and for plan- 
ing to sharp corners.—Kennametal, 
Inc., Latrobe, Pa.—Industrial Distri- 
bution, April 1949. 
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Dinner Pail 


All Parts Held Secure 
By Spring Locks 


Suggestions by all types of workmen 
were incorporated into a heavy gage, 
all aluminum, round, rust-proof din- 
ner pail fitted with tight food and 
water compartments. Roll rim edges, 
overlapping collars, simple bayonet 
and spring locks seal out all dirt, dust 
and moisture. Assembled and with pail 
handle raised, all parts are held securely 
together by spring locks on each side. 

The firm handle makes the pail easy 
to pick up, prevents “pendulum swing” 
when carried. Bayonet lock on cover 
enables one to lift out food compart- 
ments as a unit. Large inset pan will 
accommodate 2 quarts while bottom 
on outside pan easily holds 3 qts.— 
Republic Stamping & Enameling Co., 

Canton, Ohio—Industrial Distribu- 
tion, April 1949. 


Gage Glass Guard 


Lip Fits Inside Front 
Preventing Fluid Escape 


‘A new type of protector will fit any 
gage upon which the dimension of 
the packing nut does not exceed 
1g-in. across the hexagon. Top and 
bottom cadmium plated supports pro- 
vide a lip which fits inside the front, 
preventing the escape of hot chem- 
icals, propane gas, live steam or hot 
liquids. The protector completely en- 
closes the gage glass and a metal 
guard is placed at the back of the 
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_ CONTOUR... PROFILE... 
CURVED OR CUT-OFF SAWING 


of non-ferrous metals, plastics or wood 









.ATKINS 
Band Saws 


Less Refinishing — with Higher 
Cutting Speeds and Heavier Feeds 

















ure 
cks 
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ge, : 
ie. Show your customer how to do a better job, faster, at 
and lower cost--and you open the door not only to repeat 
Bes, orders, but to a purchasing relationship that helps you 
net on every call. 
lust Atkins Curled-Chip Band Saws were created to meet 
pail the need for consistently heavier feeds at higher saw 
rely speeds on all non-ferrous metals, plastics or wood. 
de. The inward-curved cutting face of the Curled-Chip tooth 
aay lifts the chip with a continuous, curling action. Back pres- 
ng” sure, excessive heat and work spoilage are minimized. 
rind The greater gullet capacity of the Atkins-originated 
art- “Skip-Tooth” buttress-type band saw provides quicker 
will removal of chips, prevents clogging. The result is a 
— band that cuts freer and faster, with greater accuracy 
Cail and stays on the job longer — that gives cleaner cuts, 
= leaves fewer burrs and reduces further finishing. 
wai All of which adds up to lower cost cutting for your 

Aibins Cortad-Chip Bend Sows ore made ie customers — and profitable, steady orders for you... 

widths from Ys" to 1"; 2, 3, 4 and 6 teeth Better order the Atkins Curled-Chip Bands you're going 

per inch, depending upon width. to need from your Atkins Representative right now. 
ont 
ipe ATKINS HELPS YOU SELL— WITH MONTH-AFTER-MONTH ADVER- 

TISING IN THE INDUSTRIAL MAGAZINES YOUR CUSTOMERS READ 
"ek v " 
ed haer tecl SAWS 
nd 
TO- 
nt, Ee. Cc. ATKINS AND COMPANY 
m- ome Office and Factory: 
402 S. illinois Street, Indianapolis 9, Indiana 

ot Branch Factory: Portland, Oregon 
“n- Branch Offices: Atlanta * Chicago * Los Angeles ¢ New Orleans : + 
tal New York ¢ San Francisco ATKINS ALWAYS ANEAD 
he MAKERS OF BETTER SAWS FOR EVERY CUTTING JOB 
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$1,500 inventory abolished — 
at a cost of $4.46! 
sii Q , ei 
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With more than 700 vacuum tubes needed by industry, a tube distributor would find 

profits consumed by 100% inventories. But by ordering tubes as needed via Air 

Express, he holds stocks to 25%. Example: Orders $1,500 tube at 9 A.M. from sup- 

plier 900 miles away. Delivered to customer 6 P.M. same day. 16 lbs.: cost, $4.46. 




















Remember, $4.46 included speedy pick- 
up and delivery service, too. More pro- 
tection, because you get a receipt for 
every shipment. Air Express is the 
world’s fastest shipping service. 


Your Air Express shipments go by the 
Scheduled Airlines direct to over 1,000 
airport cities; fastest air-rail for 22,000 
off-airline offices. Shipments keep 
moving with round-the-clock service. 


FACTS on low Air Express rates 


19 lbs. of machine parts goes 600 miles for $3.54. 

9-lb. carton of new styles goes 1400 miles for $3.99. 

(Every kind of business finds Air Express pays.) 

Only Air Express gives you all these advantages: Special pick-up and de- 

livery at no extra cost. You get a receipt for every shipment and delivery is 

proved by signature of consignee. One-carrier responsibility. Assured 
rotection, too—valuation coverage up to $50 witho.t extra charge. 

Practically no limitation on size or weight. For fast shipping action, 

phone Air Express Division, Railway Express Agency. And specify 





**Air Express delivery’ on orders. 


SPEY Uy, 4 














Rates include special pick-up and delivery 
door to door in principal towns and cities 


oe 








AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES of THE u.S. 
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glass and the protector on the front. 
The material from which the front 
part of the guard is made is claimed 
to be unaffected by the force of an 
exploding gage glass or by escaping 
steam or hot water. It is a strong, 
transparent plastic with good optical 
qualities, yet is shatterproof. The 
guard can be furnished in sizes rang- 
ing from 4-in. to 8-ft. in height. While 
the material is about }-in. thick, it 
does not interfere with observations 
of the liquid level in the gage glass. 
—Wright-Austin Co., Detroit, Mich.— 
Industrial Distribution, April 1949. 





Die Transfer Table 


Overhanging Table Top 
Provides Proper Balance 


A problem in transferring dies from a 
press having an extended base to a die 
handling table has been solved by the 
use of a hydraulic elevating table. The 
table has an overhanging top counter- 
weighted to provide proper balance 
when handling dies weighing up to 
300 lbs. The overhanging section, 
14 x 24-in., bridges the gap caused by 
the press base extension. The exten- 
sion can be removed completely or 








Triple Mill Supply ai 
in Cleveland, April 


























Stockman prepares “pick-up” order. Note length of one of 
stockroom aisles and easy access to all bins. 





Electric elevator provides convenient, laborsaving means 
of transferring stocks to upper deck. Small carts, selected 
for use in this new system, are used by stockroom clerks in 
filling orders. 


Inspect SC & H’s new methods 
for giving better service 
at lower cost! 


While you're attending the convention in Cleveland this year, step 
over half a block to see our new facilities. Perhaps you'll find an 
idea you can use in the new SC & H double-deck stockroom, 
“customer service center” and display room and multiple communi- 
cation system that links all key departments . . . or in one of our 
other improvements for best serving our customers at lowest 
overhead cost. 

All of these facilities, and many more, are open for your inspec- 
tion. Drop in any time during the convention. You'll be more 


than welcome. 





Stock 


a 





is honey with nerve centers where communi- 
cation with various departments is possible. 


One Source for Everything in Industrial Supplies 


mf) STRONG, 


1392 West 3rd Street 


CARLISLE & HAMMOND 


COMPANY 


Cleveland 13, Ohio 
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CLEVELAND SPECIALIZATION 


in Cap Screws, Set Screws and Milled Studs 


gives you More sizes 
—— oe 

Cleveland helps you sell more of your most profitable 
fastener line because we concentrate on making a few 
items well in the largest range of sizes, we believe, in the 
industry. Even large diameters, up to 1% inch, are carried 
in stock for prompt shipment. It pays you to stock and 
sell Cleveland Top Quality Fasteners. The Cleveland Cap 
Strew Company, 2917 East 79th Street, Cleveland 4, 
Ohio; Warehouses, Chicago and Philadelphia. 


ORIGINATORS OF THE 
BLE 
KAUFMAN Now ays PROCESS 


Specialists for more than 30 years in 


CAP SCREWS, SET SCREWS, MILLED STUDS 


Ask your jobber for Cleveland Fasteners 





INDUSTRIAL DISTRIBUTION © APRIL, 1949 














tilted up to swing 10° back of the ver- 
tical position when not in use. For 
extra safety, retaining bars are provided 
on three sides of the table. The table 
can be hydraulically elevated from 
28-in. in the lowered position to 44-in. 
in the elevated position. The unit is 
furnished with a 30 x 30-in. main top, 
single speed foot pump, floor lock type 
brake, two 5-in. diameter swivel casters 
and two 5-in. diameter rigid casters.— 
Lyon-Raymond Corp., Greene, N. Y. 
—Industrial Distribution, April 1949. 





Ball Valve 


Stainless Steel Ball 
Replaces Disks and Poppets 


A precision ground, stainless steel ball 
replaces disks, poppets, etc., effecting 
a life-time seating member with harm- 
less effect upon the seat. The ball is 
spun into its retainer, allowing a slight 
clearance. This permits the ball to 
spin when the valve is opened or 
closed, finding a new seat each time. 
Care is exercised to hold the ball 
clearance accurately, preventing chat- 
ter when opening, closing or throt- 
tling. The ball valve is supplied with 
“OQ” ring seals for normal service where 
high temperature is not involved. Con- 
ventional steam packing is used in 
valves installed in steam or other high 
temperature service. The valves are 
available in 4 and 3-in. pipe sizes, in 
brass.—Carpenter Mfg. Co., Cleve- 
land, O. — Industrial Distribution, 
April 1949. 


Fire Extinguisher 


Needs No Piping, 
Is Non-Freezing 


A portable system fire extinguisher 
unit is constructed of heavy brass, 
silver welded. It needs no piping or 
expensive installation; simply hang it 
up and it is ready to operate. When 
fire. occurs, the heat waves cause an 
approved sprinkler head to discharge 
under pressure a wide, fast-moving 
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“972,079 MESSAGES 
LIKE THESE WILL HELP 
BUILD VOLUME FOR YOU!” 


And that’s not all . . . every Butterfield advertisement, 
esides arousing interest and confidence in Butterfield 
oducts ... carries this statement to protect your vital in- 
rests: “CONTACT YOUR LOCAL BUTTERFIELD DISTRIBUTOR.” 


ee: 4 his year we've added another important publication 
F MODERN MACHINE SHOP... to get even greater 
®rship among metal-workers. This, together with 





BUTTERFIELD 
THE 100% imsracteD TOOLS 
or let entre mapeeted 













UNWAWALARAR AA 











AN MACHINIST — MACHINERY — and MILL & FACTORY 
























et our message to market. 


a hard-hitting advertising campaign that reaches 
Drospects . . . a complete “‘merchandising kit’’ which 
you materials your customers want and use...a 
trained staff of representatives who know the 
orking field to help you with your problems... 
Distributor Policy that gives you full protection 
cooperation: all these add up to a program that 
ptter business for you! 


tion, extensive re-designing of our packages gives 
ractive package that protects and prevents ac- 
Bpilling of the contents . . . features that you can 
ise to your customers with great benefit. 













ay be an open franchise in your area. Inquire 
Twist Drill Company, BUTTERFIELD DIVISION, 


BUTTERFIELD § 


THE 100% insrecreo TooLs 
teary leo! imtercheally mepeeted 
+ atamene + 















D fe, Vermont, and Rock Island, Quebec. 
i] 
'BUTTERFIELD ! 
i q 


THE 100% INSPECTED TOOLS 


Every Tool Individually Inspected ] 


TAPS © DIES © REAMERS © SCREW PLATES } 
2 2 Ge RO Ge Se Ge ee ie ee 
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spray of carbon dioxide and chloro- 
bromomethane. This blankets and 
snuffs the fire with no residue, stain or 


° damage. Equally effective on oil, 

grease, flammable liquid, lacquer, 

(44 “ed paint, solvent or electrical fires, it is 
non-freezing and has minimum speci- 


fication capacity of 700 cubic feet.— 
ABOUT Stop-Fire, Brooklyn, N. Y.—Indus- 


trial Distribution, April 1949. 
PERFORMANCE 


Users soon discover the savings of- 
fered by Darnell—the news will 
spread and you will profit. The high 
quality of Darnell Products has been 


a talking point for years. Investigate 


our special dealer proposition today. 


DARNELL CORP. LTD. | 60° Walker St , New York 13, N.Y. 
Long Beach 4, Calif. { 36.N. Clinton, Chicago 6, Il. 








Valves 


4 Basic, Trouble-Free Parts, 
No Dirt Traps or Bonnet Cavity 


The key characteristic of the easy- 
operating plug valve involves an eccen- 
tric plug face and an eccentric raised 
seat in the valve body. The plug, 
carried on journals at both ends, con- 
tacts the body seat only when the 
valve is completely closed. The slight- 
est opening rotation of the plug totally 
releases the face from contact with the 
body seat. Seizing, binding and scor- 
ing are eliminated. The valve opens 
fully with only a quarter turn, main- 
tains perfect closure for life. The 
tubber-faced plug functions with less 
wear and there is no stretch or distor- 
tion of rubber seal—DeZurik Shower 
Co., Sartell, Minn.—Industrial Distri- 
bution, April 1949. 
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Show Your Customers 






To give real customer service you can put your finger 
on the one spot where production men of today agree 
that savings can be made—the cutting down of time 
consumed per unit of manufacture; the step-up in pro- 
duction volume at no increase in labor cost. 


Method 2 employs time-saving Brightboy; combines 
burring, finishing, cleaning, polishing, into a single, 
simultaneous operation. Method 1 shows each of these 
steps in the usual, separate, time-taking operations 
that keep production costs high. The unique action 


Brightboy, the pioneer rubber-bonded 
abrasive enables you to complete your 
abrasives service to customers in today’s 
era of cost-paring. WRITE FOR DIS. 
TRIBUTOR - FRANCHISE INFORMA- 
TION; call on us for cooperation in 
suggesting cost-saving methods setups to 
your customers. 


Brightboy 





REG. U.$. PAT. OFF. 


BRIGHTBOY INDUSTRIAL DIVISION = 
Weldon Roberts Rubber Co., ; 
Newark 7, N. J. The 


hich Finishing Method 


Simultaneous BURRING: FINISHING + CLEANING « POLISHING 







Soft Rubber Binder Cushions The Abrasive 


of Brightboy’s rubber and abrasive is what does the 
job. 


This message that is being conveyed to cost-conscious 
finishing men throughout the country—many of your 
customers among them—through current Brightboy 
advertising. You can recommend versatile Brightboy 
for a wide range of conventional and special finish- 
ing; for close-tolerance work; for shaping to contours. 
Brightboy takes over following the rough grind; in 
one operation bridges the gap between the grind 


and the buff. 













. — ee WHEELS 
Abrasive BLOCKS 
Finishing STICKS 


ABRASIVE || RODS 


t \ RUBBER ' For Manual s 
And Machine E 


Operations 
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Money-Maker for Distributors’ Salesmen! 








Flexible Coupling 


Requires No Lubrication, 
Not Harmed by Oil, Dust or Dirt 


Simple, accurately-machined _ three- 
piece construction is only one of the 
features of a new flexible coupling. 
Available for shafts % to 14-in., the 
coupling also has an oil-resistant syn- 
thetic rubber insert for quiet, flexible 
: , : ; operation and is provided with stand- 
28 colors in 2 types including aluminum, black, ard keyways and set screws. Designed 
red, white, gray, green, blue, yellow and orange. . for quick, simple installation and long, 
trouble-free service without attention, 
it can be used for a wide range of in- 
dustrial applications requiring flexibil- 
ity, ruggedness and durability —Boston 
| Gear Works, Quincy, Mass.—Indus- 
| trial Distribution, April 1949. 





@ All of your customers are possible buyers of Rust-Oleum— 
in fact, every plant you call on needs anti-rust protection 
in dozens of ways. 








@ Everywhere you look, there’s need for Rust-Oleum—stacks, 
metal roofs, fire escapes, boilers, structural steel, window 
frames, pipes, ducts, tanks and hundreds of other iter:s. 


@ Rust-Oleum is a long-profit REPEAT SALE line that offers 
time, labor and money-saving advantages to all users. 





@ Rust-Oleum gives lasting protection to metal—indoors and 
out—at big savings over any other anti-rust method. 


@ No sandblasting or chemical cleaners are required. Brush, 
dip or spray on after quick, easy preparation. 


@ NO COMPLICATED TECHNICAL KNOWLEDGE IS RE- 
QUIRED BY SALESMEN. That's why more salesmen find 
Rust-Oleum so easy to sell. 











@ An increased advertising schedule in Time, Newsweek, 
Business Week, Factory and other leading publications— Bellows 
plus direct-mail advertising, directories and our catalog in . ; 
Sweet's—draws more inquiries for distributors. Isolates Lading Fluid 

@ A proved sales program, backed by Rust-Oleum’s trained From Valve Spring Chamber 
field engineers, helps you to get profitable sales volume A new type of safety valve construc- 
faster. tion completely seals the spring, 

guides and adjusts screws for vapor or 

Write today for complete information and data on tested fluid in the valve body. The guide 

sales promotion and sampling campaign. cannot become fouled and corrosion 
[eal becomes minimized. The bellows pre- 

Sweets vents any gases or liquids from entering 

the spring chamber and does not re- 

tard the operations of the valve. It is 
an enveloping bellows built into the 
valve itself. Made in stainless steel as 

a standard, it is also available in rubber 
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FASTENING HEADQUARTERS 
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Billions of special type fastenings are 
purchased annually by American Industry! 


The “nut and bolt’ business has definitely acquired a new look. And, those wide-awake 

distributors who are merchandising Fastenings by Shakeproof are discovering extra sales 
opportunities. This fast expanding line is the result of over 25 years of leadership in the field of 
fastening engineering. Every item is designed specifically to reduce costs and improve 

performance! Shakeproof fastenings with their powerful exclusive selling features appeal to every 
manufacturer who assembles a product. They're nationally advertised, too, in Saturday 

Evening Post, Business Week and many leading trade magazines. Get your share of this worth- 


while business— push ‘Fastenings by Shakeproof” on every call! 


SCHMKERBRBOHE 
As ge. i De F § ; { 
SHAKEPROO! 


an nie 


DIVISION OF ILLINOIS TOOL WORKS 
2501 NORTH KEELER AVENUE, CHICAGO 39, ILLINOIS 
































This Month... so 
Rive — : ae : 
Repeat Orders! — 


E. Best Plumbing G Heating 
Supply Co. 

Evansville Supply Co. 

Fairmont Supply Company 

Southern Supply Company 

Taylor Iron Works & Supply Co. 
























RESULTS that earn customer satisfaction are achieved through accurate 
work and efficient service. And a dependable test for customer satisfac- 
tion is the repeat order. 

Month after month it has been our pleasure to prepare more and 
more mill supply catalogs on a repeat order basis for more and more 
satisfied customers. The five mill suppliers listed above, for example, 
have had our-catalog staff prepare for them a combined total of 21 
editions. 

Why not consult with us before you produce your next catalog? One 
of our experienced representatives will be happy to go over it with you. 


And, remember, there will be no obligation whatever. 









The Lakeside Press 


Rn. R. Donnelley & Sons Company | 
350 E. 22nd St., Chicago 16, Illinois 


PRINTERS * BINDERS * ENGRAVERS + LITHOGRAPHERS 
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and Neoprene for chemical and coriu- 
sive-resistant type valves. The bellows 
are so constructed as to allow the 
safety valve its full stroke plus over 
travel, and yet never reach the stress 
limits of the bellows themselves.— 
Farris Engineering Corp., Palisades 
Park, N. J.—Industrial Distribution, 
April 1949. 


Flared Tube Fittings 


For Use in Lines Carrying 
Corrosive Liquids and Gases 


Stainless steel flared tube fittings are 
engineered for maximum protection 
against leaks due to coupling failure. 
A patented floating seat (automati- 
cally adjusting itself to the tube .-” 
insures true concentricity and full 
circle, metal-to-metal contact because 
the seat is wedged into position as 
the tube nut is tightened. Resilient 
rings act as an extra safety seal. These 
plastic bands, impervious to acids, 
compress into all surface irregularities 
when the fitting is tightened. No shear 
action ferrule or gripper is employed 
that might cut, weaken or work- 
harden the tube. The full wall thick- 
ness of the tube is maintained to guard 
against costly line losses. The fittings 
are furnished in stainless steel, an ex- 
tremely tough and acid resistant alloy. 
Unions, couplings, tees and elbows for 
line sizes to l-in. are standard with 
larger sizes special.—Special Screw 
Products Co., Bedford, O.—Industrial 
Distribution, April 1949. 


Oiler 


Available in 4 Types, 

Has Removable Wick Retainer 

A new, variable-feed wick oiler is rec- 
ommended for any equipment having 


solid bearings oiled from the top. 
where a measured quantity of filtered 





















REAL SELLING JOB 
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Wavy 
SET 







It is astounding ... the performance reports and 
production claims that keep coming in to us in a 
steady stream from users of MILFORD WAVY 
SET BLADES. They cover not only every type 
and make of horizontal machine, for which the 
MILFORD WAVY SET BLADE was particu- 
larly engineered ... but also vertical cut-off 
machines and every kind of cutting. 





























































They all sum up to the same thing .. . a most 
substantial increase in blade life and straighter e 
cutting. rs bil ec S everywhere! 
1g There is a reason... MILFORD WAVY SET cutting better thon, po @ Wavy Set blades are 
es removes the chip from the cutting area faster... Cay Ore they say, on alnieas an metal... 50% 
- it is practically impossible to rip out teeth. One ee raker set blade = ae - ++ than any 
n blade can be used for cutting bar stock, even orerances! "ine cutting at closer 
e. stainless steel, also angles, pipe, tubing, etc. p. Why? Just three major 
: ss re 
ti- Sell MILFORD WAVY SET...get every , avons tel 
' } prospect to try a blade on their own machine and 
- give it a thorough test. ioe < , 
as It pays to push a winner. Its not only easy to of the PO cr are set into the aa 
at sell ... it is so satisfactory to sell. When you can ++. and Practically mer odded strength 
se show your customers how to do more cutting at SECONDLY © tooth rippage, 
s, less cost ... that’s something! chips from the cg 9 wave helps clear the 
eS Straighter cuttin rb *+ + resulting in jadividvolty Packed 
ar in blade life. 9 and materigi increase bonding for easy 
° Cee made b = 
k- Is appearing in the WAVY SET Babe” Specialists. the originat 
k- Principles in basic design — bye have incorporated y. of 
d @ FACTORY MANAGEMENT & MAINTENANCE 9 and heat treatment, a 
3S @ IRON AGE Onder trom Yo eave roel 
- peg ‘your needs for olf You owe it to 
y. @ MACHINE AND TOOL BLUE BOOK industrial sworcw dna vert | Wavy Sey binge sel t0 test 
“4 @ MILL AND FACTORY saw blades. machine . . . right 8 Sp: 
» @ MODERN MACHINE SHOP ad | L F 0 R D 
al @ PURCHASING Deron ys===y THE HENRY g THOMPSON ‘e 
Mason ane 7 Sew she & SO 
@ TOOL ENGINEER {1808 ‘amo our Specialist ince N CO. | 4 
@ TOOL & DIE JOURNAL . eee 3 3 MAVENS, ConNcticur 4 20 tears | 
i ;, a — es 4 
5, 
De» PROFILE AND a 
g BAND SAW BLADES Saw 
REZISTOR AND DUPLEX 
- sate daw OL abes NEW HAVEN 5, CONNECTICUT, U.S.A. 
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For Modern Metal Alloys 


WEW aro GRINDERS 


Pr om, ERICKSON PRECISION 
of o} A 3 p 






pa 





Top-speed where the going is 
tough in modern metal alloys... 
with ARO GRINDERS! These 
Tools specially designed for preci- 
sion work ... grinding, deburring, 
polishing, filing ... with carbide 
cutters, rotary files, sandpaper 
mandrels, butterfly discs and other 
attachments. 

For extra safety, ARO’s famous 
TG Turbine Grinder at 75,000 
r.p.m. and the new ARO Model 
7114 (shown above) at 26,000 
r.p.m. now have the Erickson 
Collet. Greater gripping power 


of these precision collets mini- 
mizes dangers normally encoun- 
tered in high speed grinding 
operations. 


Jobbers: This advertisement appears in leading In- 
dustrial Publications. Write for attractive roposition. 


ae 7 


— 





Also... LUBRICATING EQUIPMENT... 
HYDRAULIC EQUIPMENT .. . AIRCRAFT 
PRODUCTS ... GREASE FITTINGS 





y ~ 





with SAFETY" 





HIGHSPEED 6 .W 





HIGH SPEED GRINDERS 





MODEL 7114 High Speed Grinder 
with Erickson Precision Collet. 
sizes 4,’ to %4’’...26,000 r.p.m. 





MODEL 7105 Turbine Grinder 
with Erickson Precision Collet . 
sizes 1%)’’ to 4%4’’... 75,000 rpm. 


SHORT GRINDERS 





MODEL 22GBS with a Throttle 
--- ARO ¥%”,3¢” or 1%” Collet 
«e+ 17,000 r.p.m. 





MODEL 7014 with Button ,Throt- 








tle... ARO 4%4’’,3¢” or 4%4”’ Collet 
---21,000 r.p.m. 
piberticru nm ectaeroanctiay ‘| 
THE ARO EQUIPMENT CORPORATION 


| 
| 
| 
| 
| 
| 
| 
L. 


Bryan, Ohio 


Without obligation, send illustrated 
catalog on ARO Air Grinders. 


| 
| 
MRE ccccknusesesees ‘neehareiiows | 
| 


DIROEE ssc wdcondscsesnsvecse eoceeeeee 
City eeeeces eeeeeeeee a rer eveve | 
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oil is desirable. Oil feed is controlled 
by varying size of wick embodied in 
tamperproof base fitting. Greater vari- 
ation can be obtained by using lighter 
or heavier oil. Crystal-clear, shatter- 
proof plastic bottle keeps oil supply 
visible. All metal parts are heavily 
plated for corrosion resistance and 
easy cleaning. A large sediment cham- 
ber traps dust, dirt, chips, filings and 
the wick completes filtering. The oiler 
is available in four types: with or with- 
out sight-fitting, with or without feed 
shut-off, and comes in 1, 2, 4 and 8-oz. 
capacities in each type. Five wicks 
of graduated delivery capacity are fur- 
nished with each oiler—Trico Fuse 
Mfg. Co., Milwaukee, Wis.—Indus- 
trial Distribution, April 1949. 





Steel-Wood Lockers 


Feature Recessed Handle, 
Available in Single & Double Tier 


The entire framework and doors of 
a new line of lockers are of steel, while 
all other parts are of steel re-inforced 
durable masonite. Number plates fit 
right in the recessed handle. Lockers 
are made in both single and double 
tier in all of the manufacturer’s stand- 
ard sizes. Accessories include steel 
sloping tops and closed bases. The 
lockers are also available without legs 
where recessing is desired.—Lyon 
Metal Products, Aurora, Il].—Indus- 
trial Distribution, April 1949. 











VERY customer you call on uses 

00 ways lamp bulbs. And General Electric 

Ri % \amps are tops in preference with lamp 

users everywhere. So to pick up extra 

0 make a sales call sales, just remind customers on every 
call that you carry G-E lamps and 

wa suggest that they stock up. Whatever 

lamps they need— popular types like 


these, or lamps for specialized uses — 
General Electric makes ’em all! 





' G-E FLUORESCENT 

G-E FILAMENT . Now available in five 
All types and wattages shades of white, plus 
for many lighting needs. standard colors. 


G-E SLIMLINE 


The newest thing in 
fluorescent. Extra long, 
slim, and efficient. 


G-E MERCURY 


Gives the most light 
for the money. A con- 
centrated light source. 


me a 
EVERYBODY USES LAMPS... 


‘ —_ 


r= 
a? © 6 


GENERAL@Q) ELECTRIC sag.) 
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Cf METEOR 


Fast, low headroom electric wire 
rope hoist. Specially designed 
for heavy service applications. 
Many exclusive design features. 
Single and two speed models. 
Capacities: ¥ to 5 tons. 











Track Jack 























Permits Tamping, 
Surfacing & Lining 





An aluminum alloy track jack weighs 
only 26 lbs., yet permits the three op- 
erations of tamping, surfacing and lin- 
ing all in one light-weight tool. The 


Industrial buyers and production executives listen when you talk 
CM Hoists because they recognize a service-proven line manufactured ° 
by an experienced company that knows overhead materials handling 
problems and answers. Product acceptance is the first step to profitable lighter weight is accomplished through 
orders. Here are four “stock” items that move. _ the aluminum alloy housing and carry- 
G | ing handle. In railroad work, the jack’s 
| enlarged toe lift of 24 x 34-in. accom- 
| plishes lifting at the end of ties without 
cutting into the bottom of them. It also 
eliminates “rocking” when applied un- 
| der-rail. Outstanding features include 
| pawl and socket design which cuts 
| maintenance, a short fulcrum center 
| giving easier lifting, a safety thumb- 
| guard giving greater protection to the 
| operator and a large striking surface 
| which increases the service lift of the 
| 
| 
| 











equipment.—Templeton, Kenly & Co., 
Chicago, Ill.—Industrial Distribution, 
April 1949. 











Fire-Retardant Paint 






Cif CYCLONE 


Model M high speed chain 
hoist. Light, easy to handle. 
1 ton model weighs only 35 
tbs. Popular with maintenance 
workers. Herc-Alloy steel load 





















chain. Capacities: % to 10 tons. 


you are not selling a satisfactory volume of chain and electric *, e 
hoists, get posted on CM and open up some new business. e 


CHISHOLM-MOORE 


. 
CH COMET 


Portable, speedy, low-cost elec- 
tric chain hoist. Favored for 
production line applications. 
Sturdy and compact. Plug in 
on single or 3 phase power 
line. Capacities: % to 1 ton. 


Cf PULLER 


Lifts and pulls at any angle. A 
safe, easy-operating, low-cost 
general utility tool that saves 
time on countless jobs. % ton 
model weighs 13 Ibs. Capac- 
ities: %, 1%, 3 and 6 tons. 


HOIST CORPORATION 


Affiliated with Columbus McKinnon Chain Corporation 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


SALES OFFICES: New York, Chicago and Cleveland ¢ Distributors Everywhere 
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Ready to Use, No Mixing 
Of Special Ingredients 


Designed to protect lives and prop- 
erty, a highly efficient fire-retardant 
paint and coating is also non-toxic. 
Easy to handle, it can be applied 
directly from its original container by 
brush or spray-gun. It is an ideal pro- 
tective coating for use on wood walls, 
ceilings, basements, attics and _stair- 
wells. When fire attacks wood which 
has been coated with this paint, it 
forms a white crust which creates a 
hard protective wall at least eight 
times the thickness of the original coat- 
ing. Sustained exposure to the in- 
tense heat of a blow-torch flame on 
one spot for more than 30 minutes 
will result in some charring, but at 
no time will the coating support com- 
bustion. The paint is said to be mois- 
ture-proof and termite proof and will 
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Ball float trap for drain- 
ing air line or venting 
| service. To 200 p.s.i. 


2. 
a 
= 





the | Fabricated horizontal 
or vertical stocl sepa- 
ace rater. Sizes 2" to 10”. 
the 








Inverted bucket in-line 
trap. To 250 p.s.i. Sizes 


Inverted bucket trap. All 
stainless fitted. To 250 
P.8.i. Sizes 2" to 214". 


The welcome Mm 










BOOT 


MILL SU 
TRIPLE ols 


Cleveland, - 
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‘vill be at your service OND COMPANY | 

g HAMMONY oon ! 

STRONG, CARLISLE | Specialties Divisio oe 

Strong* ste Factory: Street 90s. Sizes 2" to 4" i 

\ Offices: 420 West Main 

corWest 3rd street cORRY, PA: | 
pon be 13, OHIO de Mark Reg-, U-S: Pat. Off. 

CLEV a 





irap Sos removing 
liquids from vacuum or 
lifting (pumping) service. 


Semi-stee! ond 
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steel. Sizes 4" to 4”: 
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Open bucket trap. Semi- ee: 
steel or cast steel. Sizes | ; 
Ya" to 3”. PF 













Inverted bucket blast 
trap (thermal air by. 
pass). Sizes %" to 1”, 


































ri 1 5 8 Forged steel inverted : 
ON cM oe : 
PPLY CONV ENTI p.s.i. Sizes Ye" to 2", . 
—— 95 and 26 it | 
be sure 
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Block steo! valve for 
continuous blowdown 
or throttling service. 






” Direct operated reduc- 
ing valve for steam, air, 
Gas. Sizes %" to 1%, : 






fs 


cast 





SEND FOR NEW STRONG CATALOG! 


Complete, up-to-date specifications and 
Prices on entire Strong line including 
steam and lifting traps, reducing valves, 
Separators, strainers, continuous blow- 
down valves, and engine stops. Valuable 
tips on piping and trap sizing, etc. Write 
for Catalog 68 today! 
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FLEXIBLE SHAFT. 
MACHINE | 
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HIGH SPEED MOTOR 


GIVES YOU: 
1700 RPM 
3600 RPM 
7200 RPM 
9000 RPM 


STANDARD SPEED MOTOR 
GIVES YOU: 


Distributors can sell the new 
Strandflex 4-speed gear drive flex- \@ 
ible shaft machine with enthusiasm, 

for here is a quality product with outstand- 






















850 RPM 
1800 RPM 
3600 RPM 
4500 RPM 













Other STRANDF! 
available... 

e Cabinet type > 
e Vertical: type for 
overhead 
use. 






















\ models 
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“STRAND 


ing, trade-accepted features. It represents 
a forward step in the flexible shaft machine 
business. 


Strandflex provides your customers with 
four speeds, allowing the change of RPM 
in a matter of seconds. This will meet many 
variable requirements of the trade. 


The Strandflex gear drive is provided with 
two sets of helical-cut, hardened steel gears. 
By means of an eccentric driving-sleeve 
assembly, one or more master gears can be 
engaged by a slight rotary and axial move- 
ment. The unit is totally enclosed. 


Strand distributors are provided with litera- 
ture that tells a complete story to the trade 
... write N. A. Strand & Company—5003 
North Wolcott Avenue, Chicago 40, Illinois 
for your copies. 


FLEXIBLE SHAFTS 


AND FLEXIBLE SHAFT MACHINES 
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not craze, chip, peel or crack. It can 
be washed with any standard soap or 
washing powder without lessening its 
fire-retardant effectiveness. It is avail- 
able in an oyster-white flat finish and 
can be obtained in quart, 2- and 5-gal- 
lon cans and 55-gallon drums.—Stall- 
ton Chemical Corp., Long Island City, 
N. Y.—Industrial Distribution, April 
1949. 














Ladder Stage 


Has Slotted Footboards 
For Easy Width Adjustment 


Weighing less than 9 lbs., a portable 
ladder stage will convert any extension 
ladder to a safety ladder or ladder jack. 
It affords a working area of 26 x 24-in. 
The frame is fabricated of structural 
aluminum alloy and the footboards of 
seasoned waterproof wood are slotted 
for easy width adjustment. The ladder 
stage provides a safe working area of 
scaffolding unit for all above-ground 
operations where ladders can be used.— 
Juniata Co., Huntington, Pa.—Indus- 
trial Distribution, April 1949. 





Air Hammer 


Aside From Metering Trigger 
Has One Other Moving Part 


Delivering 8,000 blows per minute, a 
new air hammer fits the hand like a 
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Here’s a line of time and money-saving chucks 
that covers a broad range of requirements. It 
includes a chuck that can be carried around as 
easily as a small tool . .. and another big enough 
to hold a comparatively large casting. The breadth 
of this line is one of its important sales features. 
Other permanent magnet chuck features that 


can multiply your sales opportunities include . .. 


SIMPLICITY — no electricity required; no 
cords or clamps to get in the way. The turn 
= of a lever holds work securely. Another turn 
releases it instantly. The amount of holding 
power may be varied to permit accurate 
positioning of work. 
ECONOMY — no installation: costs, no operating 


costs, no maintenance costs. Chucks retain 


their powerful energy indefinitely. 





ONVENIENCE — most models are readily 
portable, instantly useable. Work can be 
held as long as desired without damage to 
work or chuck because chuck does not heat. 


All shops that have layout work, testing, 
inspecting, grinding and light machine 
operations are potential customers for a 
permanent magnet chucks. Acquaint them 
with the unique advantages of these handy 


shop aids. For sale only in the United States of 
: RECTANGULAR MODELS — 8 sizes 


America and its Territories. Write for up to 1214” x 36". 
Catalog. Brown & Sharpe Mfg. Co., ROTARY ae sizes — di- 

‘ ameters 5”, 7”, 9”. 
Providence 1, R. I., U.S. A. Also available — auxiliary top 


plates, magnetic chuck parallels, 
magnetic blocks with V or plain 
face, other useful holding de- 


We wge buying through the Dishributor vices and accessories. 


BROWN & SHARPE BS 



































































You get all the 
advantages of 
Marlow’s lively 


“DISTRIBUTOR-VIEWPOINT”’ 


sales policy! 






The basic reason for the continuing profits that distributors make with 
Marlow Pumps is that Marlow backs up its excellent line of pumps with 


a “distributor-viewpoint” sales policy . . 


. one that gives the distributor 


the opportunities he desires to build a substantial business in industrial 
pump sales. It is a personalized policy that makes each distributor an 
individually important business associate—not just another sales outlet. 


HERE ARE SEVEN OF THE THINGS YOU GET UNDER THIS POLICY... 


1 Self-Priming centrifugal pumps 
of proved merit and performance 
that help strengthen your customer 
relationships 


2 Leadership in pump research and 
development, with test and labora- 
tory techniques that keep the prod- 
uct ahead. 


3 Substantial profit margins for 
you. 


4 The support of an organization 
that is old enough and large enough 
to appreciate its responsibilities— 


yet is small enough to offer the 
personal interest of its principals 
and is young enough to have a ro- 
bust enthusiasm that makes for close 
and friendly cooperation with you. 


5 The reputation as ‘Manufactur- 
ers of the World’s Largest Line of 
Self-Priming Centrifugal Pumps”. 


6 National advertising that makes 
it easier to sell Marlow Pumps. 


7 Sales literature and other busi- 
ness-getting assistance that is second 
to none in its field. 


Marlow gives you more pumps in the line, more good features in the 
pumps — more to sell. It is the line that 4s preferred ... for sales, 
profits and prestige. There may be a Marlow distributorship open in 
your area. Information will be sent promptly. 


MARLOW PUMP 


ReuUGEWOOODS 


NEW 


1924 - 1949 
JER See 
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| pistol grip and releases the other hand 





of the operator to hold or turn the 
work-piece. By varying the finger pres- 
sure on the trigger, the operator can 
regulate the power from a light touch 
to powerful full-strength. According to 
the manufacturer no large-volume 
compressed air equipment is needed 
for full speed, and power of operation 
can be attained on less than 7 C.F.M. 
at 80 P.S.I. The air hammer is avail- 
able with many tool accessories such 
as routing chisel, flat scaling chisel, 
flat chisel, star drill, spoon face chisel 
gouge. An 8-ft. length of air hose with 
couplings is included. The hammer 
has a 3-in. piston and weighs 3 Ibs.— 
Superior Mfg. Co., Cleveland, O.— 
Industrial Distribution, April 1949 





Tap Guide 


Accurately Guides Taps 
To Eliminate Breakage 


A new tap guide can be carried to big 
jobs; it taps right through an opening 
in the base. It can be used for hand 
tapping and will also fit into the tail 
stock of an ordinary lathe. The spin- 
dle pulls out easily for lathe use or as 
a tap extension for hard-to-get-at 
places. As a hand operation, it takes 
just a few turns of the spindle, winds 
through continuously, with no back- 
offs. ‘The tap guide is 13-in. long, 8-in. 
wide and 14-in. high. It includes 
seven adaptors 8/32 to 4-in. and the 
shipping weight is 32 Ibs —Dahlstrom 
Mfg. Co., St. Paul, Minn.—Industrial 
Distribution, April 1949. 


Vise 

Air-Powered, Foot-Controlled, 
Operates Vertically & Horizontally 
A new type of vise is actuated by an 
air cylinder of rugged and simple con- 


struction. It utilizes continuous air 
power to hold the jaws in a tight grip, 















Meeting the fastenings needs of your customers be- 
comes a simple matter when you handle the Bethlehem 
fastenings line. For the Bethlehem line is well-rounded, 
including just about every fastenings item that your 
customers could ask for. 

And Bethlehem fastenings are sure to please, for they 
have the smooth threads, easily-gripped heads, and 
tough shanks that customers like. Any way you look at 
it, they’re good fastenings to sell. 





BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are so'd by Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 


= ccs) . 


*AAAAAAADAAAAAAA 
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Bassick advertising is aimed at every 
caster user — actual or potential — in 
the country. To your customers, the 
Bassick sales story is carried regularly 
by MILL & FACTORY...FACTORY... 
MODERN INDUSTRY... PURCHASING 
...MODERN MATERIALS HANDLING... 
FLOW ...NEW EQUIPMENT DIGEST 
... INDUSTRIAL EQUIPMENT NEWS. 
Leaders in their fields, each of these 
magazines brings Bassick messages of 
special interest to its particular audi- 
ences. That's concentrated coverage. 
And among them, these publications 
reach every possible caster-market in 
the industry. That's blanket coverage! 

Nor does Bassick advertising stop at 
your customers’ offices. It goes into 
their homes with the SATURDAY 






Constant advertising 
Tells the story well 
And makes our line 
of casters 

The easiest 

to sell. 





SSS | 


EVENING POST to round out its 
never-ending job of keeping them in- 
formed about the Bassick line. That's 


» extra coverage! 

So, in and out of business hours your 
customers are constantly being told 
about the Bassick Casters that best 
meet their needs . . . about new Bas- 
sick developments of interest to them 

. . and about the importance of contacting 
you, as a Bassick Distributor, for prompt, 
economical service. Depend on this thor- 
ough, continuous advertising backing 
to keep your Bassick sales at peak! 
THE BASSICK COMPANY, Bridgeport 2, 
Connecticut. Division of Stewart - Warner 
Corporation. In Canada: BASSICK DIVISION, 
Stewart - Warner-Alemite Corporation, Ltd., 
Belleville, Ontario. 
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only pressure on the foot pedal will 
release them. Overall dimensions are 
37-in. length (jaws closed), a width of 
12-in. and a height of 15-in. Recom- 
mended air pressure is 15 lbs. mini- 
mum and 150 lbs. maximum. The 
controls included with the unit are the 
foot pedal, pressure regulator, pressure 
gage, quick release valve, 2 lengths of 
coupled hose and a handle for manual 
operation. The model illustrated is a 
combination one. There are two other 
models available: a heavy duty double 
power and a combination double 
power unit.—Van Products Co., Erie, 
Pa.—Industrial Distribution, April 
1949. 


Heating Torch 


Features All-in-One Tip 
Eliminates Extra Tips and Changes 


A new heating torch is suitable for 
practically all heating operations from 
fine silver-soldering to light brazing. 
Designed to give the very utmost in 
operation at a minimum of time and 
cost, the torch will operate a full 
eight hours at a temperature of 2,800° 
and at a cost of less than five cents. 
It features an all-in-one tip that elimi- 
nates the need for extra tips and tip 
changes, also a fingertip control of 
flame size and temperature. A com- 
pletely self-contained unit, the torch is 
made of stainless steel tubing with a 
chrome finish, is 12-in. long, 23-in. in 
diameter and weighs three lbs. when 
full.—Sully Engineering Ltd., Beverly 
Hills, Calif—Industrial Distribution, 
April 1949. 


Coated Fabric Gloves 


Have High Resistance to 
Chemicals and Abrasion 


A new coating for fabric work gloves 
is an adaptation of the manufacturer’s 
synthetic rubber. The coating is thick 
and pliable and provides adequate 
cushioning for all types of heavy work. 
The gloves are available in knit wrist, 
band-top and 12- and 14-in. gauntlet 
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LENOX POWER 


HACK SAW BLADES 
are adaptable for 
use on ALL TYPES 
HACK SAW MACHINES 
in sawing ALL METALS 











LENOX POWER 
HACK SAW BLADES 
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“Strait Cut” 
Cold Chisels 


These tough chisels, made from 
alloy steel, are specially heat- 
treated for maximum durability. 
Bits are hammer forged to prop- 
er taper and sharpened. They 
are extra tough yet their edges 
can be sharpened with a file. 
Cash in on the profitable re- 
peat business that comes with 
Stanley Tools. If you do not 
have Stanley Catalog 34 handy No. 74 Chisels mode 
send for one. It covers the entire oy  'e. es 
line of Stanley quality tools. a6’. 36. 14. 0" 
Stanley Tools, New Britain, Conn. 


THE TOOL BOX OF THE WORLD 


STANLEY 


Reg. U.S. Pat. Off. 
HARDWARE +« HAND TOOLS « ELECTRIC TOOLS 
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| types. All types are jumbo size with 
| curved fingers. The gloves have a high 


resistance to abrasion and to industrial 
chemicals, including acids, alkalis, oils, 
petroleum hydrocarbons, solvents, al- 
cohols, ethers, esters, hydraulic fluids, 
refrigerants and plating solutions. — 


| Surety Rubber Co., Carrollton, O.— 


Industrial Distribution, April 1949. 
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| Toolholders 


Hold Inserts Rigid 
By Adjustable Clamping Pin 


A new line includes vertical ejector- 
type toolholders to hold square, round, 
triangular, rectangular and _parallelo- 
gram inserts of solid carbide or cast 


| alloy in a complete range of sizes, as 


well as horizontal toolholders and in- 
serts for turning, facing, boring and 
cut-off operations. An outstanding 
feature is the method of holding in- 
serts rigidly in position with a specially 
developed adjustable clamping pin. Of 
one-piece solid heat-treated steel con- 
struction, the toolholders eliminate the 
difficulties encountered in using car- 
bide or cast alloy inserts in split type 
toolholders. — Vascoloy-Ramet Corp., 
Waukegan, Ill.—Industrial Distribu- 
tion, April 1949. 





LARGE MARKET is good Profit Source.. 
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Mi ints a uel STEEL WIRE SCRATCH BRUSHES 
. @ BRUSHING—Metal Parts, Fittings, Welded Joints, 
for All Industrial Needs Pipe Threads, Tires, Tubes, Battery Terminals, etc. 
<ee @ CLEANING—Small Castings, Tanks, Drums, Machin- 
BRUSH TOOLS FOR ery, Tools, Meat Blocks, Ironwork, Stone, Brick, etc. 
5 
TODAY S PRODUCTION * REMOVING—Rust, Scale, Weld Spatter, Chips, Bor- 
——— Fibre Wheel Brushes ings, Paint, Varnish, Dirt, Grease, Floor Wax, etc. 
igid Wheel Brushes Wire Scratch Brushes 
“Mono-Bilt” Boiler & Furnace Brushes The biggest selling season of the year for these steel wire scratch 
Pin “Steel-Clad” Foundry Brushes brushes is directly ahead. It will pay you well to stock them and 
“Dura-Bilt” Platers Brushes push them. 
, “Di-Bilt” 
ctor- “Peerless” + reat nn ll Brushes The great variety of uses for MILWAUKEE STEEL WIRE SCRATCH 
und, “Twis-Tuft” Push Brooms—wire BRUSHES in all types of production and maintenance work means 
lelo- Fine Wire Polishing and fibre a heavy continuing demand. 
cast Wheel Brushes Miscellaneous Mainte- 
i a Send for Bulletin No. 40-11 
in- 
and 
ding THE MILWAUKEE BRUSH MANUFACTURING CO. 
y in- MILWAUKEE 8, WISCONSIN 
.! WIRE WHEEL BRUSHES - WIRE CUP BRUSHES -: WIRE SCRATCH BRUSHES 
con- 
car- } 
= e hey to Industrial Drush Froblems 
op. S 
ribu- 


FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES 
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IT’S THE ‘BLUE FACE’ LINE 
. for early delivery 

. for customer 
satisfaction 


\g WI 





— for 
profit-minded 
Industrial 
Distributors! 


OR years Sprout-Wald- 

ron Cast Iron ‘Blue— 
Face’ Pulleys have been 
the natural choice for 
both users and Industrial 
Distributors. 


Their careful balance 

. their rigidity . . 
their belt saving quali- 
ties — these are only a 
few of the features 
which make S-W ‘Blue 
Face’ Pulleys click! 


Get your copy of the 
New Pulley Bulletin 
P-848 today. Write 
Sprout-Waldron & Co., 3 
Waldron St., Muncy, Pa. 


NNW 


PENNSYLVANIA 
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Business Conditions 
Today 


(Continued from page 83) 





occur. We have really two problems — 

price cutting and competition from 

other sections descending upon metro- 
politan centers.” 

— Vance Boyd, president, 

Boyd Supply Co., Philadelphia. 


“In our section we find manufac- 
turers too anxious to take on additional 
distributors. Some are making new con- 
nections without first conferring with 
old distributors, which is very bad and 
causes considerable feeling among the 
old established houses.” 

—W.C. Teare, president, 
Sterling Products Co., Chicago, 


“We believe that if manufacturers 
would put more items on each order 
they send out, they would materially 
reduce their cost of issuing orders and 
also help the distributor at the same 
time, which would in turn require less 
paper work in billing, etc.” 

—R. J. Smith 


“We find a sharp trend in price 
cutting and also what we consider to 
be a very bad policy on the part of the 
rubber manufacturers in suggested re- 
sale prices on some of the important 
items we distribute. This policy we 
definitely feel has encouraged the price 
cutting we referred to.” 

— O. H. Peckham, general manager, 

Oberjuerge Rubber Distributing Co., 
St. Louis 


“Tf the all inclusive break-even point 
could be controlled satisfactorily, our 
troubles would be minimized, but 
there are factors such as wage pattern 
and gross profit pattern over which we 
have no control.” 

— William T. Todd, Jr., president, 
Somers, Fitler & Todd Co., Pittsburgh 


“Actually, we feel that a little defla- 
tion now is much healthier than a 
continued inflation, and we trust that 
our entire economy is not disrupted 
in the difficult but necessary transition 
period. 

— George G. Weaks, president 
Weaks Supply Co., Monroe, La. 


The Outlook by Areas 


Because of their close association 
with all types of industry, industrial 
distributors are generally considered to 
be in a favorable position to determine 
the business outlook for their partic 
ular regions. It is for this reason that 
your editors requested their opinions. 











WEW LAUGHLIN _¢ 


CATALOG- DATA BOOK! S>™> 


~— Blea’ 
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New Fittings...New Data... 


OU’LL find these and 
many other questions an- 
swered in Laughlin’s new In- 
dustrial and Marine Catalog 


Meow MNiestrations... No. 145. Compiled for you and 


New Size... 40 Pages your customers, the new Cata- 
log is packed with useful data, 
arranged so that you can 
quickly find the answers to 
problems involving wire rope 


and chain fittings. 


New Size 
Catalog No. 145 is a handy 
8%4"x1l1” with a 1%” border 
that makes it easy to punch for 


a ba 


»* 
ganeere 
$*° 999 FFF dae +> 


your loose-leaf binder. Ask 





your Sales Manager for a copy 
of the Laughlin Catalog — and 





put this real sales tool to work 


for you! ... THE THOMAS 


LAUGHLIN COMPANY, Portland 


Mr. Industrial Supply 6. Maine 


rane Salesman... Have You 
vies Got Quick Answers To 


These Questions? 
ager, 


Se. What size hoist hook should 
puis | use for %4’’ plow steel rope ? 
ied What size turnbuckle? 


our What is the safe working ot the number. R 
but load rating of a number 30 all take fits; 
ttern hook? —— 


Laughlin 

— Cc 

h we Have you a repair link that YOu which “ig 
itting 


dent, will be as strong as the %4”’ chain | want to repair? 
urgh What size shackle is as strong as %’’ proof coil chain? 


Jefla- How many safety clips should | use on 1’’ rope? How many 


an a i t clips 2 
_ U-bolt clips 


ipted Have you an eye bo!; that will lift a 15-ton load? 
ition 
fy G H Li Pe a 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 


istrial g a 
ed to oN 

‘mine 
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. that 

nions. 





installations. You 


g qWickly tells 
s! 


Laughlin Protects 
the Distributor 





(ay 
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Here again, the survey coverage is 


2 spotty eens the reports 
J ° aint a graphic pict Pip 
MEL ce Hight stay Tit, ail 


ALL JOINT PHILADELPHIA: “It is my opinion that 


if strikes when they occur in the spring 
result in increased wages, the decline 
will be arrested and business bene- 
fited. On the other hand, the reces- 
sion may become more serious in 
which case all distributors must cut 
expenses sharply.” 

— Vance Boyd 


~Atianta: “We feel there will be losses 
ranging somewhere between 10 and 20 
percent in the immediate months 


ahead.” 
—J.C. Pye 


PHOENIX: “We are not pessimistic re- 
garding the outlook for 1949. Our out- 
of-city business, particularly business 
stemming from the metal mining sec- 
tions, is holding up very well and the 
falling off in volume is due largely to 
our local situation where general con- 
struction work has tapered off and 
agricultural activity has been curtailed 
to some extent on account of water 
shortages. More generous snows and 
rains on our watershed which feeds the 
storage dams that supply several hun- 
dred thousand acres of agricultural 
land, have already increased our water 
supply. With the spring runoff, we 
anticipate our dams being replenished 
to a greater extent than any period 
since 1941. This should improve our 
_ agricultural economy and have its 
| effect on business generally in the 
agricultural sections of Arizona.” 
| —C. E. Gollwitzer, secretary-treasurer, 
Pratt-Gilbert Hardware Co. 


| Cuicaco: “General area outlook is 
A TRUE BALL JOINT & spherical-ground to form wide, true- | good. All indications point to a volume 


bearing surfaces...makes Darts drop-tight, leak-proof. Darts always that would be within 10 percent of 


give a snug fit without excessive wrenching. 1947 hoe a — ny. Rail 
very slow throughou . Rail- 


BRONZE-TO-BRONZE SEATS . : road buying is considerably better. 
ERE TESTE TIET ID are extra-wide to give | i084 buying considerably ‘bette 


widest possible bearing surface. And each seat is precision-ground to large purchaser in this area reports a 
lock the leaks. ’38 percent increase in salesmen call- 


ing on their company compared to any 
EXTRA-HEAVY SHOULDERS shrug off wrench abuse | period during the past five years’.” 


and strains. An important feature that gives Darts a longer life. —W. C. Teare 


H : “We are not optimistic 
PRACTICALLY INDESTRUCTIBLE -.. body and nut of aire aoa oo mad le aa for 


refined, high-test malleable iron. No wonder Darts last longer... | business for the balance of this year, 
can be used again and again. and we believe that the downward 
position of business has been caused to 
a great extent by the threat that hangs 
over business and industry by our 
spendthrift government in Washing- 
ton. We also realize after every wat 
that has taken place there has been a 
readjustment, but it is very hard to feel 
that any business or industry can be 
very optimistic when they are con- 
fronted by the picture in Washington 





It pays to sell Darts — the quality union 
that makes and keeps satisfied customers, 
Investigate the Dart Jobber Policy. 


i’ 


Wj 
\ 


ill 


E. M. DART MANUFACTURING CO, 
PROVIDENCE 5, RHODE ISLAND 
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[| the SENSATIONAL NEW 
PAYSWELL 







BUILT-IN 
COMPRESSOR 


and MOTOR 
_ NOMINAL e 3 
WEIGHT 
ONLY 
4 pounps # 





The PAYSWELL is the sprayer 
* 4 y everyone has wanted. You can 
sell it and make money. 
MAIL THIS COUPON TODAY! 









Sellco Corporation, 815 Andrus Bldg., Minneapolis 2; Minn. 
1; too, want to make money with the Payswell Sprayer. | would 

S EL LC ) C0 R PO e AT 0 N like to see all of your dealer aids and successful selling plans, 
along with discount schedules. 

815 ANDRUS BUILDING 

MINNEAPOLIS 2, MINN. NAME. 


(Please Print) 


ADDRESS __ 


CITY. ZONE STATE 


ee 





For half a century, our skilled craftsmen and our special 
equipment have been devoted to the manufacture of “Amer- 
ican-Swiss” Swiss Pattern Files. 


With this background of experience in making these precision 
tools, we now offer our new line of “AMSWISS” American- 
Pattern Files . . . made to similar high standards of work- 
manship. 


When you sell “AMSWISS”, your customers are sure of uni- 
formly hard, accurately cut, long-wearing American-Pattern 
Files, and you can depend upon repeat orders. The “AMSWISS” 
line includes a complete range of types, sizes and cuts of 
these files, all guaranteed to be perfect in every respect. 


Write for our “AMSWISS’ Catalog, with complete descrip- 
tions and listings. 
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at the present time.” 


—R. J. Smith 

Los AncEEs: “The general outlook 

for business in this area for 1949, in 

my opinion, is about the same or per- 
haps slightly less than 1948.” 

— Edward McLaughlin, 

Union Hardware & Metal Co. 


CLEVELAND: “I do not believe a defi- 
nite trend has been established. Un- 
employment seems to be increasing in 
this territory — not serious — but cer- 
tainly a factor to watch. The soft spots 
seem to be household appliances, 
trucks and buses. Machine tool orders 
seem to be spotty, but manufacturers 
are receiving a goodly number of in- 
quiries. Tool shops are generally out 
looking for business. Some few are fair- 
ly busy. A readjustment in general is 
taking place, but I believe that IF un- 
employment does not reach too large 
proportions, there may be a smaller 
demand for a month or two with a 
pickup later and we may have a satis- 
factory volume the last half of this 
year. Government spending is also go- 
ing to be a factor in establishing this 
trend.” 
—H. E. Ruhf, president, 
Cleveland Tool & Supply Co. 


San Francisco: “The outlook for busi- 
ness, to my way of thinking, is not too 
bright. I don’t think we are going into 
a serious depression, but I think we 
have been in a period of recession since 
about last October. I think the full ef- 
fect of this recession probably will be 
felt about the end of the second quar- 
ter of this year. 

“TI think 1949 probably will wind up 
between 10 and 15 percent below 
1948. It is evident that the one law of 
economics that can never be denied is 
now in full operation — the law of 
supply and demand. 

“Unemployment is increasing in 
Northern California every day. The 
last official figures indicate one out of 
every eight employable persons in the 
Bay area is now out of work. This is 
the first time since prior to the war 
that skilled mechanics, carpenters, cabi- 
net makers, machinists, foundrymen, 
etc., are out of work. This naturally is 
going to have a very definite effect on 
business in general and, of course, 
when skilled mechanics are on the 
available list, this will direct its effect 
tight straight at the industrial supply 
business. 

“The Board of Trade listings are in- 
creasing every day, but if the listings 
of this organization are studied very 
carefully, you will usually find that 
those people who are giving up, either 
willingly or forcibly, are those concerns 
who could be referred to as marginal 
producers. In other words, the job- 
bing machine shop who during the war 
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was able to secure a Navy contract to 
produce an item without regard to cost 
got the idea that they were manufac- 
turers. Instead of conserving the profit 
they made during the war, they went 
out and spent this profit for shop fa- 
cilities and equipment that was far 
beyond their requirements. After the 
war was over, they did not return to 
a jobbing machine shop business but 
attempted to compete with national 
manufacturers who had been in the 
business for a number of years and 
who had the facilities, finances and 
know-how to hold their ground. As a 
result, the war profits have been dissi- 
pated and the owner of the shop is now 
borrowing money to pay the grocery 
bill. Much as we do not like to see this 
occur, I am afraid we must be realistic 
and admit that there has to be a shak- 
ing out period, which I think is exactly 
what is causing our present recession.” 


— Ralph V. Vincent 


InpIANAPOLIS: “The general outlook 
for business for the Industrial Supply 
Distributor in this area is not as good 
compared to 1948.” 

— J. H. Ruddell 


Monroe, La.: “I suppose that we are 
just as confused and uncertain as 
everyone else is, with the conflicting 
signs and daily news, much of which 
seems discouraging. However, I do be- 
lieve that we are, perhaps temporarily, 
enjoying more activity in this area or 
in the South generally than in many 
other spots, and it usually takes longer 
for us to feel National trends down 
here. Personally, I am inclined to be, 
let us say, ‘conservatively optimistic’ 
about our business this year and only 
hope that in the return to normalcy 
(whatever that is), all of us do not 
suffer too severe a jolt.” 

— George G. Weaks 


Los AnceEtes: “In this area there is 
some specific and definite indication 
that industrial activity has passed its 
peak, such as an almost complete shut- 
down by several stove manufacturers 
and other household production 
people. If department store sales are 
any barometer, there is a trend to lower 
volume in this area and real estate is 
extremely sluggish. New home con- 
struction has already suffered a severe 
decline. We are encouraged, however, 
by the fact that we expect Federal ex- 
penditures on the West Coast to in- 
crease in 1949 and to some extent 
cushion unfavorable conditions. I anti- 
cipate a year no worse than 1948 for 
general business in this area, but I am 
not optimistic about improving 1948 
production figures. We hope that in 
our case we will be able to meet the 
competitive conditions and continue 
to improve our sales volume, although 
we view this business year with 
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COFFING 
“SAFETY-PULL” 


RATCHET LEVER 
HOIST 





9 models in capacities 
from 3/4 to 15 tons 


Every Call a Potential Sate! 


Every plant, factory, shop or mill your 
men call on has need for the Coffing 
“Safety-Pull” Ratchet Lever Hoist. Check 
the uses at the right—and check the 
users. They’re all potential CUSTOMERS 
—easy to sell when they see how this 
hoist helps them lift loads safely, quickly, 
and easily. The “Safety-Load” handle 
assures safety by bending at maximum 
overload before any part of the hoist 
gives way. Free-chain feature speeds the 
job by allowing chain to be raised or 
lowered without using lever, when there 
is no load. Side-lever gives positive up- 
down-neutral control; makes hoist easy 
to operate. Every model is tested at 100% 
over capacity, proved by service with 
thousands of satisfied users. Write today 
for full details, prices, and discounts. 


Cash in with Coffing! 


Hoist Jacks « Electric Hoists * Spur-geared 


Chain Hoists + Differential Hoists « 
Load Binders « Trolleys 


COFFING HOIST COMPANY 


DANVILLE, ILLINOIS 
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»»More Uses»eeetticneamnit 


Lift heavy machinery 


") Raise pipe and shaft- 
ing 


C Tighten belting 
™ Anchor equipment 


C) Bend or straighten 
beams or shafts 
( Tighten cable 


Skid heavy machinery 


-) Suspend cable during 
construction work 


Pulling underground 
cable 


| Fasten loads to flat. 
cars 


© Lift railway car trucks 

C Tighten trolley wires 
| Brace weakened walls 
} Lift heavy castings 


Raise buried pipes and 
poles 


} Pull loads up incline 
Lift drums and tile 


Hold heavy parts in 
place during assembly 


_) Tighten guy wires 


==) CHECK THE USERS: 


Metal Producing 
C) Metal Working 
Chemical Processing 
_) Food Processing 
| Textiles 
Lumber 
Contractors 
General and special 
| Railroads 
} Aircraft Shops 
Mining 
Communications 
Transport 
Agriculture 
Utilities 
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Y WHICH DEAL IS 


MOST PROFITABLE 


Today? 


@ Products stocked and sold by Industrial 
Distributors can be roughly classified into two 
types. You might call them (1) “Think-it- 
over” products and (2) “Buy Now” products. 


There are those purchases which represent a 
relatively heavy investment . . . lathes, cranes, 
motors, etc. Competition to sell these products 
is tough. Most such purchases must be pon- 
dered by top officials of the company. 


In the other picture are the easy to sell 
“necessity” products like Lamson & Sessions 
bolts, nuts, screws, and cotters. They are 
bought by the millions with minimum fuss 
and deliberation. They are the “Buy Now” 
items that almost sell themselves. 


That’s why we say: Sell Lamson & Sessions 
fasteners on every call and you'll pick up 
profits you didn’t expect! 


THE LAMSON & SESSIONS COMPANY 


General Offices: 1971 West 85th St. © Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio * Birmingham © Chicago 


LAMSON s SESSIONS 


> STEADY-PROFIT LINE 
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caution.” 
— Robert A. Donovan 


MinneEapouis: “We do not find the 
outlook quite as favorable in 1949 as 
we did at the start of 1948. There is 
no pessimism in evidence, however. 
There is spotty adjustment of custom- 
ers’ inventories and indication of con- 
servative buying. In some areas, there 
have been a few lay-offs, although none 
of major consequence so as to produce 
marked unemployment.” 

— Russell C. Duncan 


JACKSONVILLE: “There has been a 
tightening of sales in this area. It is 
only natural to assume that the peaks 
of sales volume maintained cannot con- 
tinue.” 


T. J. Kenny 


ToLepo: “We are well aware of the 
fact that incoming orders are scarcer, 
and we are looking for a downward 
trend in sales. We are not of the opin- 
ion that it is going to better itself for 
some time. It is our contention that 
wages earned are not commensurate 
with prices charged, but don’t get me 
wrong — labor is not earning what they 
can and should. To illustrate, we know 
that the average plant in Toledo pays 
for 142 hours per 8-hour shift in which 
absolutely no work is done. This is get- 
ready, wash-up time, mid-day snacks, 


_ etc. The other 6% hours are surely not 
| as productive as could be. Until labor 


is either put on an incentive basis or 
produces in line with the time they are 
paid for, prices cannot possibly come 
down. This condition is, we are happy 
to say, correcting itself to some extent. 
Those people who are not being laid 
off are definitely producing more than 
they did a few months back. We think 
they well realize that they have brought 
present conditions upon themselves.” 


R. A. Parachek 


Houston: “We are very optimistic 
about the general area outlook in our 
particular territory. We, however, are 
disgusted with the pessimistic attitude 
of a large percentage of manufacturers’ 
men who have called on us the last few 


| weeks. Things in general do not war- 





rant the pessimistic, negative outlook 
which a large percentage of these 
manufacturers’ men seem to have ac- 
quired from their home office. We 
know that our industry has definitely 
moved into a buyers’ market and, 
frankly, we feel that this is a whole- 
some condition. This means that the 
energy of management can now be 
consumed in the promulgation of sales 
programs, better sales control and more 
effort to educate our salesmen. Seventy- 
five percent of these men have never 
sold in a buyers’ market.” 


— W. H. Rutherford 
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Although he never calls on a custom- 
er, this technician helps sell quality- 
controlled Hewitt Hose and Belting. 
His craftsmanship—and that of hun- 
dreds of other workers like him— 
helps build customer confidence in 
Hewitt products. That confidence is 
an important reason why even the 
most demanding users specify Hewitt 
Hose and Belting year after year. 


These users know that nearly a cen- 
tury of Hewitt experience in pioneer- 
ing industrial rubber products stands 
behind every Hewitt Hose and Belt. 
They know, too, that Hewitt offers 
them a complete line of improved hose 
and belting. 

Remember, as a Hewitt distributor, 
you also offer your customers the 
sound engineering advice of trained 
Hewitt field technicians when hose 
or belting problems arise. 


star salesmen 


Check the panel at the right for the 
profitable advantages you enjoy with 
the Hewitt franchise. You'll see in- 
stantly why Hewitt enjoys such long 
and pleasant association with major 
distributors! For further details write 
Hewitt Rubber Division, 240 Ken- 
sington Avenue, Buffalo 5, N. Y. 


HEWITT 


BELTING | 
AND HOSE 





HEWITT RUBBER DIVISION 
INDUSTRIAL HOSE e BELTING e PACKING 





6 reasons why you can profit 
with Hewitt Hose and Belting 


Customer confidence. Preferred 
by many of the largest and most 
particular users for generations. 


Advanced engineering. You 
benefit by nearly 100 years of 
Hewitt experience in developing 
improved hose and belting. 


Top quality. Quality control in 
every step of the manufacture of 
Hewitt Hose and Belting gives 
you a big sales advantage. 


Complete line. As a Hewitt 
distributor you offer an outstand- 
ing product for almost every 
hose or belting need. 


Technical service. A skilled staff 
of Hewitt field technicians is as 
near to you as your telephone. 


6, National advertising. Hewitt 
supports you with a steady flow 
of sales-stimulating messages in 
leading business papers. 





HEWITT-ROBINS @: INCORPORATED 
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Cutting 





Superior cutting quality in Putnam tools 
... proven year after year under all operating 
conditions . . . is one of the reasons why shop 
men prefer them. Another is their immediate 
availability in over 800 sizes and types... the 


country’s largest end mill selection. 


Push Putnam and watch the results: immediate delivery—superior cutting 
—customer satisfaction—more profits! 


2981 CHARLEVOIX AVENUE ° DETROIT 7, MICHIG 
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Know the Answers 


to quiz on page 122 





1. Steel mills (d) clean angle iron, 
pipe and billets; plating works (c) 
clean and finish steel and brass 
parts; rubber plants (a) clean 
moulds, remove flash; electrical 
plants (e) clean motors and strip 
wire; and construction work in- 
volves (b) cleaning girders, tanks, 
boilers. 


N 


.A portable power tool equipped 
with a wire cup brush would be 
used to take off old paint, remove 
rust and scale from metal, and 
clean castings and structural metal. 
It would not be used to plane and 
shape wood, or to sharpen machine 
blades. 


. That’s true. 


4.The 4-inch arbor hole is “stand- 
ard” for small bench grinders using 
6-inch wire wheel brushes. 


.Choose the brush with .0118-inch 
wire thickness. The .005-inch 
would give a fine finish or high 
burnish; the .011-inch may be too 
severe for many applications. 


w 


VI 


6. That’s true. 
7. It isn’t wise to go above 6-inches 


as maximum on a quarter-horse- 
power motor. 


8. That’s false. The greater the sur- 
face speed, the finer the wire; the 
slower the speed, the coarser the 
wire. 


9. Any of the first three suggestions 
could be tried to do the job faster. 
Jamming the work into the brush 
is definitely the wrong thing to do. 
It will keep the cutting end of the 
wire from working on the part be- 
ing brushed and it will wear out 
the brush faster. 


10. That’s true. 

11. Music wire is the answer. 
12. Brass or silicon bronze. 
13. That’s true. 


14.End brushes would serve you best 
on such jobs. 








“The more you think about where 
you are going before you go there, the 
easier your selling job will be when 
you get there.” 

Money-Making Salesmanship 
Michael Gross 
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Stepping Stones 
to Successful Selling 





Reflections of a veteran sales 
manager, culled from bulletins 
to his salesmen 


I was talking the other day to a 
salesman who has made quite a study 
of his profession and he pointed out 
that, like fashion, selling too has 
“styles.” 

When you think about it a while, 
you know it’s true. The science of 
selling (if that isn’t a paradox) has 
changed from the old idea of making 
a sale, and letting it go at that. The 
principle that guides us today is how 
to make the sale stick; our chief occu- 
pation is hunting up some better glue. 

As I say, that’s not peculiar to sell- 
ing. ‘The up-to-date physician, for in- 
stance, is bent on trying to prevent 
sickness. He doesn’t wait now to be 
called in when it’s too late to accom- 
plish anything, except an autopsy. 
Well, the up-to-date salesman works 
on the same principle. 

Yet I suppose there will always be 
some customers who will wait until 
their machines and tools collapse or 
disintegrate before they call in the 
industrial supplies salesman. And 
there will always be salesmen who are 
content to wait for that time—when 
it’s too late to fix the machine with- 
out a major overhaul, and too late to 
keep the customer. 

I’m talking about the salesmen who 
allow complaints to develop to a point 
where it’s too late to play doctor, and 
too early to play undertaker. I’m talk- 
ing about the order-takers, may their 
tribe decrease. 


























“Ha ha—good gag—now turn it off ‘til you 
hear my proposition.” 





Your Industrial Customers 
are BIG VOLUME potential buyers of 


fferson 


Air-refined malleable iron— _ 
Tensile Strength 55,000 Ibs. per sq. in 


UNIONS 


Industrial pipe users are 
your prospects for the 
sale of Jefferson Unions 
. » - and they are BIG 
buyers. The market they 
represent is well worth 
cultivating. By handling 
the Jefferson line you can 
meet ALL needs of these 
industrial customers be- 
cause there are types 
and sizes available for 
every requirement. The 
Jefferson line includes such Specialty t Unions as 45° 
and 90° Union Elbows, as well as Union Tees and 
Flange Unions. And every union bears the ‘Jeffer- 
son’ name which has been known and respected 
by pipe users for more than forty years. Every 
‘Jefferson’ is air-tested before shipment. 

Get full information today. 










Style ‘‘B’’, 3-part Flange 
Union for test pressures 
up to 2000 Ibs. 





Male-Female Union 


All-Female 45° Union El- 
bow. Made also in Male- 
Female style. 


JEFFERSON UNIONS 
feature the 
RECESSED BRASS SEAT 


You sell better performance, 
easier installation and per- 
manent leakproofness when 
you make Jefferson your 
source of supply. These 
advantages are achieved 
through the exclusive Re- 
cessed Brass Seat common to 
all Jefferson Unions, provid- 
ing a straight through, metal- 
to-metal, spherically ground 
joint, fully protected from 
pipe ends. 





Style “‘E’’, 2-part Flange 
Union for test pressures 
up to 6000 Ibs, 





All-Female Unies ree . j 
=. a >" Male-Fe. Style “D’’, 2-part Flange Union 
male style. for test pressures up to 4000 Ibs. 








JEFFERSON UNION CO. 


671 W. 26th St., New York 1, N. Y. 


9 Green St., Lockport, N. Y. 
49 Fletcher Ave., Lexington 73, Mass. 
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and uniformity too 


Uniformity means screws by the ton — with strong heads 
properly centered above straight shanks; sharp threads and 
keen points. 


CORBIN-PHILLIPS screws eliminate wobble worries be- 
cause the true recess holds the driver in a firm grip that can’t 
| slip. The driver is centered over the screw—drives it straight . 
| and true and sets it up tight . . . with less fatigue, better 
production, fewer rejects. 


| CORBIN SLOTTED screws are distinguished by true-cut 
| slots, correct in width and depth. 


| BOTH — because they’re Corbin — offer you utmost uni- 
| formity ... in material, finish, size and quality. It’s true that 
your assemblers can “reach for a Corbin screw blindfolded 
and get a good one every time!” It’s true, too, that Corbin 
Screws will save you time and money. sp-93 





| CORBIN-PHILLIPS 
j OR 
SLOTTED 





CORBIN SCREW 


DIVISTON 


THE AMERICAN HARDWARE CORPORATION e NEW BRITAIN, CONN. 
Warekouses: New Britain e New York e Chicago 
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OBITUARIES 








Paul Fielden 


Paul Fielden, 
Norton Co. Executive 


Paul Fielden, 62, director of pur- 
chases of Norton Co., Worcester, 
Mass. and former president of the 
National Association of Credit Men, 
died on February 6 in Worcester. Mr. 
Field was associated with the company 
for almost 30 years. 

He joined the firm as assistant 
credit manager in 1919 and became 
credit manager in 1929. In 1941 he 


was named director of purchases. 


Joseph A. Day, 
Columbus Belting Founder 


Joseph A. Day, founder and gen- 
eral manager of the Columbus Belting 
& Supply Co., Ohio, died recently at 
home. 

Mr. Day founded Columbus Belt- 
ing with Frank A. Benua. The firm 
now is located at 197 E. Long Street. 
Earlier, Mr. Day was with the old 
Schoedinger-Marr Co., wholesale hard- 
ware firm. 

Surviving are his wife, a son, three 
daughters, six grandchildren and a 
brother. 


Ertie L. Foreman, 
Whitman & Barnes Manager 


Ertie L. Foreman, 55, manager of 
Whitman & Barnes Los Angeles office, 
died suddenly on February 9 of a 
heart attack while engaged in a tele- 
phone conversation with his home 
office in Detroit. 

Mr. Foreman joined the Detroit 
Twist Drill Co. in 1910, serving as 
factory foreman. He rose to foreman 
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No. 118 Combination 
Bench Furnace 


No. 616 Soft Metal 
Melting Furnace 


No. 120 Hi-Speed 
Steel Heat Treating Furnace 


STEADY SELLERS 


FROM THE HOT PROFIT LINE 
JOHNSON FURNACES+-BURNERS+BLOWERS+TORCHES 


Hand Torch 






No. 1202 Blower 


No. 101 
Bench Furnace 


GET your share of the 
profitable market for 


industrial gas burning 





No. 33 Needle Flame 


equipment. Sell your 
Hand Blow Torch 


customers more heat 
for their dollar with 
JOHNSON ... famous for 


efficiency and economy 





No. 60 BCE 
Concentric Ring Burner 


for 48 years. Help your cus- 
tomers with their heating 
problems by recommend- 
ing JOHNSON and you'll 
help yourself to added 





volume and added profits. 


No. 20X 
Cross Type Burner 


Consult the complete JOHNSON Catalog 


JOHNSON GAS APPLIANCE CO. 


588 E Avenue N. W., Cedar Rapids, lowa 
ESTABLISHED 1901 
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Ertie L. Foreman 


and in 1922 was put in charge of the 
Canadian Detroit Twist Drill Co. in 
Ontario. He continued in this ca- 
pacity after the merger with Whitman 
& Barnes and in 1930 was transferred 
back to Detroit to take over as plant 
superintendent. 

In 1932 he engaged in sales work 
and after several years as salesman in 
Michigan, he was sent to Philadelphia 
and shortly thereafter he became man- 
ager of the New York Office. In 1941 
he was transferred to the Pacific Coast 
and, when the company’s branch office 
and warehouse was opened in Los An- 
geles in 1944, he was appointed man- 
ager. 


Norbert J. C. Lester, 
C. M. McClung Co. Head 


Norbert J. C. Lester, 64, depart- 
ment head of C. M. McClung Co. of 
Knoxville, ‘Tenn. for a number of 
years, died on February 3rd after a 
long period of ill health. 


James G. Warren, 
Warren & Bailey Founder 


James G. Warren of the Warren 
& Bailey Co. of Los Angeles, Calif., 
died on Feb. 12. 

Mr. Warren was the founder of the 
distributor firm, and its president. 


John H. Dodge, 
Lowell Wrench Executive 


John H. Dodge, 69, retired presi- 
dent, treasurer and director of the 
Lowell Wrench Co. in Massachusetts, 
died on Jan. 5. in Stockton, Calif. 

Mr. Dodge entered the employ of 
Larned Newton Co., wholesale gro- 
cers, as a boy. In 1906, he joined the 
Lowell Wrench Co. when the concern 
employed three workers. He remained 
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with the company for 43 years, rose 
to general manager and was insttu- 
mental in the concern’s receiving the 
Army-Navy “E” Award in May, 1943. 
In 1945, when the company was in- 
corporated, Mr. Dodge was elected 
president, treasurer and director. He 
retired in August 1948, 

Surviving are his wife, two sons, two 
daughters, a brother and eight grand- 
children. 





Gilbert L. Church 


Gilbert L. Church, 
Brown & Sharpe Executive 


Gilbert L. Church, 69, assistant 
treasurer of the Brown & Sharpe Mfg. 
Co. for more than 30 years, died sud- 
denly at his home in Lincoln, R. I. on 
Feb. 27. 

He entered the employ of the com- 
pany in 1906 as assistant cashier and 
became assistant treasurer in 1918. He 
served also as assistant treasurer of the 
company’s subsidiaries, since 1918 of 
Brown & Sharpe of New York, Inc. 
and since 1929 of Brown & Sharpe 
Co. 





NEW LINES 
taken on by 
DISTRIBUTORS 








Ardun Co. of Tulsa, Okla. has been 
appointed a distributor of Tube 
Turns, Inc. welding fittings and 
flanges. 


Abrasive Machine & Supply Co. of 
Newark, N.J. has been appointed 
to act as distributor of TECO car- 








BELMONT PACKINGS 
incorporate distinctive 





















mechanical principles and 
extra construction fea- 
tures to give better on the 
job performance. 


Here, we illustrate just 
three, but... There’s a 
Belmont Packing for 
EVERY Service — and, 
Belmont consumer ad- 
vertising promotes 
these extra features— 
creates sales leads for 
you—directs the reader 
to the Belmont Dis- 
tributor. 


NT Pp, 
AND CKING 
Butter «RUBBER CO. 


Ph 


Sou: 
PVivag Street, 


hig 37, Pa 


iladelp 
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| bide products (Tungsten Electric 
| Corp.) in northern New Jersey. 
| Battey Machinery Co., Rome, Ga., 


has been appointed distributors for 
Fairbanks, Morse pumps and Min- 


T re | T be e rE A D & we A L L ao f a & | neapolis-Honeywell controls. 


Mill Supply & Machinery Co., St. 
Louis, recently was appointed exclu- 
sive distributor for Wendt-Sonis 
products in the St. Louis trading 
area, and for products manufactured 
by the Weatherhead Co. 


]. M. Tull Metal & Supply Co., At- 
lanta, Ga., has been named dis- 
tributor for the new kine of fittings 
of Commonwealth Brass Co. 





Free handy carrier for 
any group of sizes. 





The following firms recently ware 
| made distributors of products man- 
| ufactured by Worthington Pump 
& Machinery Corp.: 
| ¢ Paullin Equipment Co. 
Buffalo, N. Y. 
e Frank Harmonson Co. 
Phoenix, Ariz. 
¢ Industrial Equipment Co. of Maine 
South Portland, Me. 
e French Mill Supply Co. 
Utica, New York 
© Colorado Trading & Transfer Co. 
We hope to see you Victor, Colo. 
at Booth 155 at the Machine Tool & Supply Co. ot Tulsa, 
Triple IndustrialSup- = =) Okla. has taken on Nicholson File. 


~The Buyer Looks 


Ri EAI Ratchet Threaders at Business 
for Vs" to : pipe are pre-sold Composite opinion of purchasing 
to your customers ill Reg ee iggy 


@ Nationally advertised, light strong efficient Rimamp The decline in industrial activity 
which began in November, and be- 














ratchets are widely popular because they give perfect come mere noticeable in December 
threads on 4" to 2" pipe —fast, without bothersome get- and January, has continued through 
ready. Precision cut tool-steel dies. Die heads snap into February, but purchasing executives 
ratchet ring from either side, can’t fall out. No special report definite signs that its force is 
dies needed for close-to-wall threads. No. 00R, ¥%" to 1” diminishing and find indications that 
pipe; No. 111R, %" to 1%"; No. 12R, Y“ to 2.” Conduit oa a = — ce ¥" 
dies furnished on request. Sell these handy work-savers a sani Production commodity 
for fast profitable turnover. prices, inventories and employment all 


are reported at lower levels in Feb- 
ruary. Back-order schedules showed 
some indication of increasing com- 
mitments during February, as 16% 
reported increases and 33% are hold- 
ing satisfactory demand positions. 
The general conditions reported 
may forecast a strengthening trend. 
A downturn in production requires 


THE RIDGE TOOL CO. « ELYRIA, OHIO compounded adjustments in  inven- 
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Only the Auto-Bloc gives you light weight 
with heavy-duty strength 
plus a lifetime guarantee 
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DAVID ROUND & SON 
Cleveland 5, Ohio 


Associate Companies: The Cleveland Chain & Mfg. Co., 

Cleveland 5, Ohio ¢ The Bridgeport Chain & Mfg. Co., 

Bridgeport 1, Conn. ¢ Seattle Chain & Mfg. Co., Seattle 

8, Washington ¢ Round California Chain Co., So. San 

Francisco and Los Angeles 54, California « Woodhouse 
Chain Works, Trenton 7, New Jersey 


N modern plants, where efficiency is 
| the key to profitable operation, you'll 
find increasing standardization on David 
Round Auto-Blocs. 


The reasons: Only the Auto-Bloc com- 
bines light weight, small dimensions, ease 
of installation and handling with rugged 
heavy-duty strength. Only the Auto-Bloc 
guarantees its hoisting gears for life. 


Every Auto-Bloc heavy-duty working 
part is generously made of chrome man- 
ganese hardened steel. No light metals 
are employed at any point. There’s no 
skimping .. . or substituting. 

Yet, because of its simplified 2-gear 
lifetime hoisting mechanism, the heavy- 
duty Auto-Bloc is lighter than compli- 
cated multi-gear hoists. Auto-Bloc design 
saves up to 35% on weight without 
sacrificing an ounce of structural strength. 


HOW THE AUTO-BLOC WORKS! 





Auto-Bloc employs only 2 gears—a cam-actuated float- 
ing inner gear (Fig. 1) and an outer gear to which load 
sheave is rigidly connected. In outer cover of hoist 
(Fig. 2) are 8 hardened steel balls. Pull on hand chain 
causes cam shaft to revolve, actuating floating inner 
gear which moves eccentrically over inner circumfer- 
ence of outer gear. Held in one position relatively by 8 
balls, inner gear cannot rotate and compels movement 
of outer gear and load sheave. Axto-Bloc gears carry a 
lifetime guarantee. David Round & Son will replace free 
of charge any gears which fail in service, regardless 
of the age of the hoist, when operated in accordance 
with material handling manufacturers’ standards. 
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NEW GOULDS CENTRIFUGAL 


Pumps Liquids at Low Cost 


APPLICATIONS: In every industry, this pump is ideal for 
general water supply, circulating, transfer service, air condition- 


ing, irrigation and similar uses. 


SELLING ADVANTAGES: Advanced design gives com- 


pact simple construction withyhigh operating efficiency. These 
pumps are easy to install and maintain and you can sell them at 
unusually low prices considering ratings and quality. 


SIZES: Available in 14 sizes for both motor and belt drives- 
Capacities from 10 to 1800 GPM with heads to 120 feet. Avail- 
able in standard fitted, bronze fitted and all iron construction, 


belt or motor driven. 


Write today for Bulletin 622-A-2 for complete 
details on this new centrifugal line. 





PUMPS, INC. 


Dept. io, SENECA FALLS, N. Y. 


Please send your FREE bulletin 622-A-2 to: 
YOUR NAME 
COMPANY 
STREET. 
CITY. 
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tories and forward commitments. A 
15% lower production schedule may 
temporarily warrant the reduction of 
purchases by 30% to 40%, to reduce 
all inventories and work-in-process 
to meet turnover targets at the new 
level. Making such cumulative ad- 
justments abruptly, under a reduce- 
everything policy, may account for the 
recent sharp shrinkages in suppliers’ 
backlogs. Such a drastic curtailment, 
however, can create delivery difficul- 
ties for buyers later, when, having 
worked off overstocks, it becomes nec- 
essary to secure full requirements to 
meet the new production schedules. 

Over-all, the recession has been 
moderate and orderly—the reports in- 
dicate no panicky situations have de- 
veloped. A competitive market is 
gaining momentum, with many sellers 
unprepared to cope with it. Purchas- 
ing executives comment: “Business 
will probably face a series of moderate 
setbacks before stability for the long 
pull is attained.” The opinion is ex- 
pressed that capable and cautious 
management, without government in- 
terference, could probably stabilize 
business at these lower levels in the 
next few months. Therefore, much 
will depend on developments in Wash- 
ington. 


Prices 


Many report price declines during 
February but few mention very sharp 
cuts. There is a general trend to taper 
off. Some overstocks are being offered 
at liquidation prices. There is much 
evidence of sellers’ testing markets to 
determine buying levels. Business is 
being taken at lower prices at the 
expense of current profits, in the be- 
lief that lower material costs and in- 
creased labor productivity will take 
up the slack in the future. Escalator 
clauses are getting little consideration 
from buyers. 

Long-term price protection, par- 
ticularly on fabricated items, can be 
had. Right now, a buyers’ market is 
evident in most commodities except 
steel and metals, and they may be 
softening. 


Inventories 


For the third consecutive month, 
over 40% of the members surveyed 
report a reduction in purchased in- 
ventories. With easing prices and 
supply, there is little need for large, 
protective stocks and some are ad- 
mittedly, uncomfortably low. Over- 
due commitments are frequently being 
canceled. It is expected that efforts 
to maintain and increase turnover 
ratios will continue. 


Buying Policy 
Forward commitment coverage con- 














tinues—‘hand-to-mouth to 90 days” 
—97% reporting within that range. 
More and more buyers are finding it 
possible to satisfy requirements in the 
lower section of this bracket. Extreme 
conservatism in procurement policy 
is expected to continue until finished 
goods, work-in-process and raw mate- 
rial inventories are back in balance 
with lower production schedules and 
general business shows more definite 
signs of stabilizing. 


Commodity Changes 


The long list of commodities re- 
ported down in price this month in- 
cludes the following: 

Acetone, fatty acids, alcohol, bolts, 
bottles, brass and bronze ingots, bur- 
lap, carpets, aromatic chemicals, gray 
market chromic acid, cocoa butter, 
all containers, copper scrap, buffing 
wheels, household appliances, frac- 
tional H.P. motors, ethyl acetate, 
pipe fittings, foodstuffs, fuel oil, coal, 
coke, furniture, glue, greases, pig iron, 
cast scrap iron, secondary lead, hides, 
leather, lumber, machine shop prod- 
ucts, mercury, steel scrap, vegetable 
oils, paper and paper products, phenol, 
plumbing goods, propane, quicksilver, 
rope, rosin, rouge, rubber, soap, soda 
ash, starch, gray market steel, cotton 
textiles, light gauge copper wire, caus- 
tic soda. 

All of the above are in easier sup- 
ply, plus: Cap screws, hose, good 
grades of lumber, nuts, pipe, porcelain 
items, lead, steel wire. 

A few items are reported up in 
February: Brushes, diamond powder, 
permachlor, pigments, silver, sulfa 
drugs, turpentine. 

The tightest supply item is alu- 
minum. Next is copper, but easing; 
also, diamond powder, redwood, nails, 
nickel, several sizes steel pipe; steel, 
tight but easing; tin, zinc. 


Employment 


Employment is off sharply from 
January—59% showing this as com- 
pared to 47% in January, 34% in 
December. A substantial part is in 
layoffs that are considered temporary. 
Others report the elimination of over- 
time by a shorter work week. Labor 
productivity is again reported on the 
increase. Both skilled and nonskilled 
labor is generally available. 


Canada 


General business in Canada is bet- 
ter than in the States. Production is 
slightly up and backorders have not 
gone off to the extent reported by 
U.S. business. Prices are holding 
firmer; inventories are down; employ- 
ment is off, but not as much as in the 
United States; buying policy remains 
the same. 


NOW AVAILABLE IN U.S.A. 


THIS PRECISION-BUILT 
ENGLISH TOOL 


HALF A CENTURY 
IN 50 WORLD 
MARKETS 
WINNING 
RECOGNITION FOR 
HIGH QUALITY 




















THIS 4” LIGHTWEIGHT ALL- BALL 
BEARING PRODUCTION DRILL IS 
AMAZINGLY VERSATILE & DURABLE! 


This is a popular drill with aircraft manufac- 
turers, body workers, shopfitters and main- 
tenance men. 
length and offset spindle makes this machine 
particularly suitable for drilling in confined 
spaces and prevents fatigue in the operator. 
The ratio of speed to power makes possible a 


The low weight, short overall 


wide variety of operations and uses. 








MANDREL 


EEG Se OR 


OTHER WOLF PRODUCTION TOOLS 





COMING SOON 


NWSI Heavy-Duty All-Ball Bearing Electric 
Screwdriver 


NW6C }-inch Standard Duty Ball and Roller- 
Bearing Electric Drill 


VSM = 7-inch Portable Electric Sander GH6 _6-inch Ball Bearing Hand Electric Grinder 
NWB Portable Electric Blower HD2 Electric Hammer Kits 
cm4 Electric Chisel Mortiser EVG3 High-Speed Electric Valve Seat Grinder 


FINE ENGLISH TOOLS 


Every one of them performance proved. Prices, © 
deliveries and distributor particulars on request. 


S. WOLF & CO. LTD 


LONDON 


Warehouse Stocks and Service Depot — New York City. 

Address inquiries to: U.S. Factory Representative, 

Fred L. Stuart, Room I/II, 33 W. 42nd Street, 
New York 18, N.Y. LA 4-2255. 
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LE AHA 


GRINDING WHEE 


Vincent Grinding Wheel Dresser Cutters are made to stand up 
longest on the toughest applications. From the selection of special 
analysis steel right through final inspection and assembly, Vincent 
Cutters are carefully manufactured. Each Vincent Cutter is heat 
treated by an exclusive process right in the Vincent plant—one of 
the three largest and best equipped heat treating plants in the U. S. 
This process gives Vincent Cutters the right degree of toughness— 
not too hard, not too soft. It assures that Vincent Cutters will give 

more dressings—cleaner dressings. And that 
means sure repeat sales. Stock the complete 
line for quick delivery . . . increased profits. 





~ “FOR CORRECT DRESSER SIZE 
USE THIS CHART 





STEEL PROCESS COMPANY 
Heat Treaters of Metals—300 Tons Capacity Daily 
Producers of GRINDING WHEEL DRESSERS AND CUTTERS © HSS TOOL BITS 
CONICAL CUTTERS AND HOLDERS © DIAMOND DRESSING TOOLS 
TUBE CLEANER CUTTERS . HIGHWAY SURFACER CUTTERS 








Detroit 7, Michigan 
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D-A-T-E-§ 
TO REMEMBER 





Mar. 29-Apr. 1—International Light- 
ing Exposition, Stevens Hotel, Chi- 
cago. 


Apr. 11-14—National Association of 
Corrosion Engineers, The Nether- 
land Plaza Hotel, Cincinnati, Ohio. 


Apr. 11-15—Sixth Western Metal 
Congress & Exposition, Shrine Audi- 
torium, Los Angeles, Calif. 


Apr. 22-23—Petroleum Industry Elec- 
trical Association, Tulsa, Okla. 


Apr. 25-27—Triple Mill Supply Con- 
vention, Cleveland, Ohio. 


Apr. 25-28—Third Southern Machin- 
ery & Metals Exposition, Atlanta, 
Ga. 


Apr. 25-29—American Society of Me- 
chanical Engineers, Oil & Gas 
power division, Hotel Sherman, Chi- 
cago, Ill. 


May 2-7—International Textile Indus- 
tries Exposition, New York City. 


May 2-13—British Industries Fair, 
London, Birmingham. 


May 8-15—Southwestern Industrial 
Exposition, Will Rogers Memorial 
Coliseum, Ft. Worth, Texas. 


May 9-12—American Mining Con- 
gress Coal Convention & Exposi- 
tion, Public Auditorium, Cleveland, 
Ohio. 


May 10-12—American Management 
Association, Packaging Convention, 
Atlantic City. 


June 6—National Industrial Service 
Association, Hotel Jefferson, St 
Louis, Mo. 


June 20-22—National Association of 
Purchasing Agents, Stevens Hotel, 
Chicago, Ill. 


June 20th week—Third International 
Store Modernization Show, Grand 
Central Palace, New York City. 


Aug. 9-12—Western Packaging Ex- 
position, Civic Auditorium, San 
Francisco. 

Aug. 23-26—National Association of 


Power Engineers, Hotel Sherman, 
Chicago. 


Sept. 11-14—National 
Stores Association, 


Industrial 
Ambassador 
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PA for DISTINCTIVE BOX" 
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mY TALCENT Gut} TALLOD 


> 


If the shelves in your distributor’s 
hex-socket screw section display 
row on row of the new, distinctive 
black box with the silver bands, 
you know you’re getting genuine 
Allens, not just Allen-type hex- 
socket cap and set screws. 


ccs jE a 


Allen stands for special Allenoy 
steels, for complete facilities for 
threading by any method, for the 
latest forming and heat-treating 
techniques, for quality control, and 
advanced engineering. You get all 
these advantages in one package, 
if you make sure that package is 
the new black Allen package with 
the silver stripes. 


SOLB ONLY THROUGH LEADING DISTRIBUTORS 


INDUSTRIAL DISTRIBUTION © APRIL, 1949 


Advertising 


is making new friends 
and holding old ones 


Allen's 


Salesman’s 
Handbook 


enables you and your 
salesmen to follow through 
with full effectiveness 


Sd 


We know of no comparative hand- 
book offering such complete, readily 
usable information on a line and how 
to sell it profitably. 


The Allen Salesman’s Handbook 
puts all this vital information at 
the Allen distributor’s salesman’s 
fingertips. Are you taking advantage 
of it? If not, get in touch with your 
Allen representative. 





For the latest fastening 
developments, visit the 
Allen booth at the Triple 
| Mill Supply Convention, 
Cleveland, April 25-27 














MADESCO 
BLOCKS 


stand the gaff 





wire 
rope 
blocks 


| manila 
| rope 
blocks 







For your . 
customer satisfaction— 


service that backs 

you up .. . prompt, complete 
and quality, too... 

a block for every purpose. 









Send for complete catalog . . . 


MADESCO 


TACKLE BLOCK COMPANY 


A quarter 
century 
of service 





EASTON, 
PENNSYLVANIA 
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Hotel, Atlantic City. 


Sept. 12-16—National Instrument 
Conference & Exhibit, Municipal 
Auditorium, St. Louis, Mo. 


Sept. 19-22—Allied Railway Supply 
Association, Sherman Hotel, Chi- 
cago, Ill. 

Sept. 21-23—Direct Mail Advertising 
Association, Congress Hotel, Chi- 
cago, Ill. 

Oct.  12-15—National Hardware 
Show, Grand Central Palace, New 
York City. 

Oct. 17-21—National Metal Exposi- 
tion, Cleveland, Ohio. 

Oct. 31-Nov. 4—National Safety Con- 
gress Exposition, Chicago, III. 
Nov. 1-5—Pacific Chemical Exposi- 
tion, Civic Auditorium, San Fran- 

cisco, Calif. 





FROM THE 


FILES = 








25 YEARS AGO 


“Dead stocks wipe out profits on 
many sales”, began the lead editorial 
in Mill Supplies of April, 1924. The 
experience of the Mohr-Jones Hard- 
ware Co. of Racine was cited to illus- 
trate the importance of inventory 


| analysis; the fact that carrying charges 





on an individual item might not only 
consume gross profits on goods sold 
but the cost of the goods as well; and 
the, discovery that overstocks should 
be followed by measures to increase 
sales of the items in question, to bring 
back to a profitable basis once more. 

The National Association had found 
that member-dealers favored high lists 
and high discounts, and were dissatis- 
fied with the present spread allowed 
by manufacturers. 

A prize contest gotten underway by 
Ingersoll-Erskine-Healy, Inc. of Roch- 
ester to select a name for its house 
organ solicited help from customers 
and prospects in “naming the baby.” 
The winner: “The Entering Wedge.” 

For the “Department of Familiar 
Facts”: The Wholesale Index on 
March Ist (1924, remember) was 
three points lower than for the pre- 
vious month, and eleven points lower 
than it was a year ago. 

MILL SUPPLIES received a sub- 
scription from Sideros-Susil, in Brno, 
Czechoslovakia, a company incorpo- 











rated to sell iron and woodworking 
machines, special machinery and tools. 


10 YEARS AGO 


Newest member of the Coffing Hoist 
sales staff was Ethan Allen Cramer, 
direct descendant of Vermont’s Revo- 
lutionary War hero. 

Walter A. Dow, with Chandler- 
Farquhar, Boston for 55 years, was 
celebrating his 82nd birthday. 

Purchasing agents journeyed to Bos- 
ton to view the dramatic displays set 
up by manufacturers and distributors 
at the industrial exhibition sponsored 
by the New England Purchasing 
Agents Association. 

The Sales Indicator rose to an even 
100, highest point reached in over a 
year, 

Emil Ducommun was installed as 
president of the Ducommun Metals 
& Supply Co., Los Angeles. 

In an address before the regional 
conference of industrial marketing and 
advertising men in Newark, N. J., 
Arthur Yorke, treasurer of Hansen- 
Yorke Co., New York City, brought 
out the fact that “the only manufac- 
turers who have been truly successful 
in gaining the complete confidence 
and cooperation of industrial distribu- 
tors have been those who have looked 
on their distributors as a part of their 
own sales organization.” 


SALES HELPS 
from 
MANUFACTURERS 


CASTERS—One of the chief features 
of a 72-page, profusely illustrated cata- 
log is a simplified guide which aids in 
the selection of caster series designed 
and sized for specific duties. The cata- 
log is indexed by caster illustration, by 
product, by series number and by com- 
plete numerical index. Listings have 
been divided into three sections: light 
duty, medium duty and heavy duty. 
The rigid companion caster is oppo- 
site the swivel caster for easy compari- 
son.—Faultless Caster Corp., Evans- 
ville, Ind. 








NOZZLES — A revised bulletin de- 
scribes and illustrates nozzles in serv- 
ice where water or liquid chemicals are 
used. It also includes tabular informa- 
tion concerning discharge in gallons 
per minute, dimensions, materials, 
sizes and prices—Chain Belt Co., 
Milwaukee, Wis. 









































FOR INDUSTRIAL DISTRIBUTORS 





THE SUCCESS of your 
Sales Force depends largely 
upon how effectively 

the story of your line 

can be presented. 


With your sales information 
correctly presented through 
a CUNEO-BUILT catalog, 
your Salesmen can make 
an enthusiastic delivery 

of your story. 





it; Wisconsin 
4a CUNEO PRESS /i. 


230 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN 
CHICAGO @ PHILADELPHIA @ NEW YORK @ SAN FRANCISCO 
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For Safer, Better, 
More Economical 
Lifting of Loads 


Now you can improve your han- 
dling of loads with the new BTC 
Drop Forged Steel Safety Hook. 
Here is a hook with patented con- 
struction that prevents the sling 
from slipping off, adds strength to 
the hook, and eliminates common hook faults—hook 
point won’t straighten out, and no more snagging of 
ledges or dangerous slipping of loads. The new BTC 
Safety Hook has automatic mousing action with a 
safety-tie lip lock holding the point of the hook... 
and an extra margin of safety because of special 
shoulder and lip lock construction that maintains 
the load-holding capacity of the hook. 

With only two sizes—5-ton or 10-ton—and two types 
—Eye Bridge or Shank Bridge—BTC Safety Hooks 
simplify inventory problems by replacing eight 
sizes of standard open hooks; and weight is only 
one-third as much as ordinary hooks for same rated 
capacity. 

BTC Safety Hooks are essential wherever rigging or 
sling lifting of loads is a part of materials handling. 
BTC Franchises are now available for qualified 
Industrial Distributors. 

All bearing surfaces are machined for easy and 
positive action. Note that in load carrying position, 
patented shoulder and lip lock construction hold 
the load. 


THE BREWER-TITCHENER CORPORATION 
2 Hook Street Cortland, N. Y. 


Metal Products Manufacturers for over 100 Years. 


The Brewer-Titchener Corporation 
Cortland, 


‘a Send me bulletins describing the new BTC Safety 
Hooks. 
Send information. 
ee I Oe Pe EE PE ee ee 


ERE LERS FES GLENS SSE SEEED CEESVEES NRG DNESEE?E ES OOKKS 


| 
| 
| 
C] We are interested in selling BTC Safety Hooks. | 
| 
| 
| 
| 
| 
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FANS — Two new catalogs contain 
descriptive copy, specifications, dimen- 
sions and photographs of a full line of 
fans for residential, commercial and 
industral uses. They include informa- 
tion on 17 types of ventilating and 
comfort cooling equipment varying 
from 12 to 60-in. and in output from 
1,000 c.f.m. to 32,000 c.f.m.—Chel- 
sea Fan @& Blower Co., Irvington, 


WALL CHART — 13 x 19-in., with 
white lettering on dark blue back- 
ground, a wall chart on tap drill sizes 
gives sizes of threads, threads per inch, 
outside diameter of screw, tap drill 
sizes and decimal equivalent of drill. 
It is the fourth in a series of wall 
charts prepared by the manufacturer. 
—South Bend Lathe Works, South 
Bend, Ind. 


HISTORICAL BOOKLET — Fur- 
nishes information on the corpora- 
tion’s environment as well as on its 
varied line of materials handling 


equipment. The pocket-size, 3-color, 
32-page booklet also discusses com- 
pany policies in regard to fellow work- 
ers.—Lyon-Raymond Corp., Greene, 
i 2 





TRAINING FILM — A 30-minute, 
16-mm sound movie opens with a 
brief history of the development of 
precision measuring methods and 
standards and is followed by modern 
applications illustrating basic rules and 
the most widely known precision tools. 
Instructions for reading the microm- 
eter are presented in a new and sim- 
plified form.—L. S. Starrett Co., 
Athol, Mass. 


HYDRAULIC CYLINDER — An 
84 x 1l-in., 2-color, 20-page booklet 
illustrates and describes all standard 
cylinders, with complete diagrams and 
information to aid in laying out cir- 
cuits. Engineering data includes dis- 
placement and_ theoretical forces. 
Construction features stress the manu- 
facturer’s design to eliminate tie rods 
and permit covers to be rotated to con- 
venient pipe locations.—Gerotor May 
Corp., Baltimore, Md. 
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iY SIMONDS Fast selling, more business for you. That's the story of 

d ABRASIVE CO. . Simonds Abrasive high speed Resinoid bonded wheels. . 

”d See came a story typical of the many top quality, sales-building 

s. SIMONDS products in the complete Simonds Abrasive line. Find out 

n- ny now how Simonds Abrasive Grinding Wheels, Mounted 

“f aiecaay 8 aad Points and Wheels, Segments, Abrasive Grains, Bricks 
: and Sticks can help build customer satisfaction and steady 

0 Ce repeat business for you. Learn how Simonds Abrasive’s 

Saws, Machine Knives, Files 

et Other Divisions national advertising spearheads your path to faster sales, 

r peg ol la better profits. If you are not now a Simonds distributor, 

r- write for details of our selective distribution plan today. 

is 
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ds 
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ay SIMONDS ABRASIVE COMPANY, PHILADELPHIA 37, PA. DISTRIBUTORS IN PRINCIPAL CITIES 
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" —LONGER LIFE 
—LOWER MAINTENANCE COSTS 
—GREATER SAFETY 


There are satisfied customers 
to be had — extra profits to be 
made by selling TM Alloy 
Chain. It’s tough. It’s resistant 
to shock, grain growth and 
work-hardness. TM Alloy 
Chain never requires anneal- 
ing and it’s twice as safe as 
ordinary low-carbon steel or 


MANUFACTURERS OF BBB, PROOF COIL, 


wrought iron chain. These are 
but a few of the many selling 
points of TM Alloy Chain. This 
and other Taylor Chain prod- 
ucts are advertised in leading 
national trade magazines. Sell 
this long established line. Write 


S. G. TAYLOR CHAIN CO. 
76 141st St., Hammond, Ind. 


HI-TEST, STEEL LOADING CHAIN 


AND CHAIN SPECIALTIES 





75th 
ANNIVERSARY ( 
* 


Taytor MapE— 
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PACKAGE RESTYLING — Counter 


display cartons carry a list of accepted 
uses for each type of cord, assisting 
both the sales clerk and the customer 
in choosing the right cord for the 
specific job in mind.—John H. Gra- 
ham & Co., New York, N. Y. 


SPECIALTY PRODUCTS -— Includ- 
ing valves, flanges, hose nipples, bars, 
welding electrodes and screw machine 
products are covered in an illustrated 
brochure. Diagrammatic illustrations 
and specification and dimension tables 
are included.—Worthington Pump & 
Machinery Corp., Harrison, N. J. 


MOTOR STARTERS—Construction 


features and uses of manual and mag- 
netic across-the-line starters, combina- 
tion starters, reversing starters and 
push-button control stations are de- 
scribed and illustrated in a 12-page 
bulletin.—Allis-Chalmers, Milwaukee, 
Wis. 


WASTE RECEPTACLES — An 8- 
page brochure illustrated in color gives 
information on the complete line of 
the manufacturer’s waste receptacles. 
Main features of these receptacles are 
their non-rusting stainless steel feet, 
and the fact that they are equipped 
with frames for advertising cards.— 
Bennett Mfg. Co., Alden, N. Y. 


PUNCH PRESSES -— Informative in- 
formation about punch presses rang- 
ing in capacity from 5 to 30 tons in 
6 standard models is given in an illus- 
trated brochure. A specification table 
and order instructions are included.— 
Sales Service Machine Tool Co., St. 
Paul, Minn. 


TAPS — A 111-page, pocket-sized cat- 
alog and handbook has been issued for 
industrial users of taps. The first sec- 
tion explains the advantages of the 
manufacturer’s new tap features. A 
reference section includes classification 
of fits, tap drill sizes, cutting speeds 





: and lubricants and screw thread terms | Your own investigations 


and definitions. A concluding section 
of 37 tables shows standard system of | tell why your customers p 


marking, general dimensions and toler- 





ances, thread limits, basic thread di- 
mensions and tap drill sizes and con- 0 [ j V F a FA S T E N c Q S { 
stants for finding pitch and minor di- * 
ameter of screw threads.—Chas. H. 
Besly & Co., Chicago, II. 
. PRODUCT LIST — 20-page, 3-color 
, booklet lists the principal products just 
manufactured. A short introduction niont Sele HIGHEST 
explains what the trade mark symbol- TO Fit THE QUALITY 
izes while a key index outlines the WRENCH MATERIALS 
alphabetical arrangement of the book. 
—American Chain & Cable Co., 
Bridgeport, Conn. 
r 
100TH ANNIVERSARY — Profusely 
illustrated with linecuts and photo- | | BODY 
graphs in color, a promotional booklet 7? S28 
relates pertinent information on the SMOOTH AND TRUE QQ CORRECT 
company’s century of service. It in- & . 9 
cludes information on the parent com- 
pany as well as data on the mergers 
” which have taken place since 1848. 
, The book is dedicated jointly to the 
founders and to the employees and 
customers of the present day —Whit- 
: man € Barnes, Detroit, Mich. = 
a — ACCURATELY 
e FORMED THREADS 
| a 
- PYROMETER 
. ACCESSORIES 
[Buyers’ Guide| 
(Users’ Manual, 
; POINTED FOR 
: FASTER 
ASSEMBLY 
' Your customers will tell you that the busy inspectors 





above are proving the high quality of OLIVER 


THERMOCOUPLE-And pyrometer 
accessories information is given in a 
bulletin that includes tables of calibra- | better fits, faster assembly, tighter joints. 
tion data for commonly-used base- a 


metal and rare-metal thermocouples. . 
A technical section contains engineer- Stock OLIVER Fasteners—bolts, nuts, rivets and 


ing handbook data on factors affecting cap screws—the products your customers know and 
thermocouple life, reproducibility, in- 


sulation, corrosion and poisoning, as 
well as 56 detailed information pages. 
A number of typical applications are 
illustrated —Bristol Co., Waterbury, 
Conn. 


Fasteners. The features they are checking mean 


OVERHEAD SYSTEM-A 16-page, 
| illustrated catalog presents descriptive 
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FOR SAFETY PLUS 





For better rubberized Work Gloves, look for the HOOD 
Trade Mark—a sign of quality since 1896. Styles to suit every 


requirement. Send for folder. Order from your jobber. 


_33002- HOOD RUBBER CO., WATERTOWN, MASS. 


A Division of the B. F. Goodrich Company 






















SOLD 100% THROUGH 
DISTRIBUTORS ONLY 


Send for Comprehensive Catalog ' 


Gx 
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THE CHARLES PARKER CO. 


MERIDEN CONNECTICUT 











economy, fittings, carriers, electrifica- 
tion, assemblies, motor drives and 
cranes. Booklet No. M-11 contains de- 
tailed information on the manufac- 
turer’s ““T'rambeam”’ system, a devel- 
opment of efficient, low-cost overhead 
materials handling—Whiting Corp., 


' Harvey, Ill. 


V-BELT DRIVES—A 100-page man- 
ual assists engineers in designing both 
multiple and light duty V-belt drives. 
It contains a comprehensive set of 
drive tables for multiple belts; com- 
plete sheave data including construc- 
tion, dimensions, and weights; com- 
plete fractional horsepower drive lay- 
outs; comparison tables with informa- 
tion on quarter turn drives and hexa- 
gon double V-drives.—U. S. Rubber 
Co., New York, N. Y. 


ALUMINUM  SPECIFICATIONS— 
A new and handy compilation of im- 
portant aluminum industry specifica- 
tion data is given in a 24-page, full- 
size book. This is a reference book, 
not a sales manual, and gathers the 
latest specifications of ASTM, AMS, 
SAE, Federal, Army, Navy and others 
pertaining to aluminum sand castings, 
permanent mold castings, die castings, 
wrought alloys and ingots.—American 
Smelting & Refining Co., New York, 
NM. %. 


WORK HOLDING TOOLS — The 
manufacturer’s line of hand-operated 
lathe chucks, keyless drill chucks and 
electric power-operated chucks is cov- 
ered in an 8-page folder. Tables give 
both specification and price data.— 
E. Horton & Son Co., Windsor Locks, 
Conn. 























“If | thought for a minute you were giving 
me this little bitsy token order just to get rid 
of me, | wouldn’t take it.” 

















Specify Aloyco Stainless Steel Valves, 


THE CHEMEEL PLANT of the Celanese Cor- 
poration of America at Bishop, Texas, is 
notable for its extensive use of stainless steels. 
Towers, condensers, pumps, valves and other 
equipment are constructed largely or entirely 
of these durable metals, only after the most 
careful analyses. 


And in this largest of plants for the commercial 
production of organic chemicals by the direct 
oxidation of propane and butane gases, there 
are hundreds of Aloyco Stainless Steel Gate 
Valves, Globe Valves and Check Valves. The 
photograph above shows a typical installation 
of Aloyco Gate Valves in the Chemcel Plant. 
The management says of it: 


“The solution handled by this installation is 
14% formaldehyde in water at approximately 
200 degrees Fahrenheit, and in a recent inspec- 
tion the internal surfaces proved to be in 
excellent condition after nearly one year’s 
service.” 


process pipe-line efficiency and reduce maintenance costs. 


*Reg. U.S. Pat. Off. 


to increase your own 


Aloyco Gate Valve, No. 
111, 150 Ib. flanged, F and 
D. Sizes %”-12” inclusive. 
Available in 18-85, 18-8SMo, 
Aloyco 20 and other corro- 
sion-resisting alloys. 











ALLOY STEEL PRODUCTS COMPANY, INC. 
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The chamfer of Bay State Taps, referred to in our factory 
as the “plug”, is of exceptional accuracy and uniform- 
ity. Special machines of unusual design control this 
precision detail — another reason why Bay State Taps 
produce so many holes and still cut close to size. 
On the Nearby Shelves of Your 
Industrial Supply Distributors 
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Earl H. Kaeselau 


Kaeselau Named to Staff 
At Hartfield-Healy Co. 


Earl H. Kaeselau, specialist in indus- 
trial quality control, has been appoint- 
ed to the sales and service staff of Hart- 
field-Healy Co., distributors in Buffalo, 
N. Y. He will act as an industrial 
trouble shooter, assisting management 
of Western New York industries 
served by the company in solving their 
tooling and production problems. 

Mr. Kaeselau’s previous experience 
includes employment with Curtiss- 
Wright; flight research engineer in 
1940 with Bell Aircraft; superintend- 
ent of planning, tool design, purchas- 
ing and material control at Cornell 
Aeronautical Laboratories. In 1947 he 
joined American Maghine & Foundry 
as manager of production, quality and 
inspection in its Cheektowaga plant. 


Brown Made Vice-President 
At Diamond Specialty 


Robert Brown has been appointed 
a vice-president of the Diamond Spe- 
cialty & Supply Co., Inc., Philadel- 
phia, Pa. Mr. Brown will spend part 
of his time calling on the consumer 
trade in the Philadelphia area, and 
part in inside management. 

His previous experience includes 24 
years with Union Twist Drill Co., 
twelve in New York and twelve as 
Philadelphia representative. For five 
years he was eastern sales manager 
for Ace Drill Corp. 

He is a founder and past president 
of The Keystoners. 





















THE NEW PRESIDENT of Machin- 
ists Tool & Supply Co., Los Angeles 
distributors, is Robert A. Donovan, 
elected at a recent board of directors’ 
meeting. 





Goodman Named Manager 
By U. S. Electrical Tool 


Frank M. Goodman of Cleveland 
has associated himself with the United 
States Electrical ‘Tool Co. of Cincin- 
nati in the position of eastern man- 
ager. He now is covering the territory, 
which consists of New England, New 
York state exclusive of metropolitan 
New York, part of Pennsylvania and 
northern Ohio. 

Mr. Goodman’s experience includes 
18 years in the electrical tool field. He 
is thoroughly acquainted with the 
manufacture and applications of the 
company’s line of electrical tools for 
industry. 


Disinger Made Sales Director 
For Buckeye Brass & Mfg. Co. 


L. P. Disinger is newly appointed 
vice-president and director of sales of 
Buckeye Brass & Mfg. Co., Cleveland, 
Ohio. 

Mr. Disinger has been with Buck- 
eye for more than 25 years, having 
served successively as factory manager, 
works manager and secretary and treas- 


urer, 
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BETTER PERFORMANCE 


STARTS AT THE HEART 
= OFA 


HEIN-WERNER 




























The “heart” of a Hein-Werner Jack is its Heinite Piston, 
proven by actual tests to withstand ten times the wear of 
conventional cups or packings. Completely engineered and 
manufactured in our own plant, the exclusive Heinite Piston 
is your customers’ guarantee of maximum operating 


efficiency in every Hein- Werner Hydraulic Jack. 
MEETS YOUR CUSTOMERS’ NEEDS FOR HYDRAULIC PRESSURE UP TO 100 TONS 


Your customers will find many time and labor-saving uses 
for Hein- Werner Hydraulic Jacks. For maintenance, conver- 
sion or production line operations, these hydraulic jacks are 
efficient for pressing gears, pinions or bushings—or for 
helping to shift heavy machinery, move heavy stock, or 
other load-lifting operations up to 100 tons. Every Hein- 
Werner Jack is tested at 1% times its rated capacity. 


Made in models of 11/2, 3, 5, 8, 12, 20, 
30, 50 and 100 tons capacity. Write for 
complete information. 


Heiy. WU 


YYORMMLIE Yates 





WAUKESHA: WISCONSIN 






HEIN-WERNER CORPORATION 


g 2 _ ai qa, tae 


WHEN YOU SELL Super 


YOU SELL A LINE WITH 


3 Carbide Tipped 


MASONRY DRILLS 
(IN STOCK) 


write today for 
our bulletin 


SUPER TOOL COMPANY 


21650 HOOVER ROAD DETROIT 13, MICHIGAN 


SURPLESS-DUNN CO. 


National Distributors 


T 
74-76 MURRAY ST 34 -Pipieseae tag 
NEW YORK CITY 7, N.Y CHIC ‘ . 
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Edward D. Wiard 


Illinois Tool Works 


| Names Wiard Salesman 


Edward D. Wiard has been ap- 
pointed to represent Illinois Tool 


| Works in the Detroit territory. Mr. 


Wiard will be in charge of the com- 


| pany’s sales office at 2895 East Grand 


Boulevard. 

A registered professional mechani- 
cal engineer in Michigan, Mr. Wiard 
is active in the Engineering Society of 
Detroit, the American Society of Tool 
Engineers and the American Society 
for Metals. He has had more than 20 
years of tool design and application 
experience, starting as a toolmaker in 
1926. 


Rapids-Standard Co. 
Elects Brockway To Office 


George R. Brockway has _ been 
elected vice-president in charge of 
sales for The Rapids-Standard Co., 
Inc., and Wendell A. Smith, credit 
manager, has been elected an assistant 
secretary treasurer. 

Officers who were recently re-elected 
to positions in the company include: 
Lloyd C. Backart, chairman of the 
board; James R. Sebastian, president 
and general manager; Paul F. Millett, 


| vice-president; Russell A. Inwood, 


manufacturing and engineering vice- 
president; Robert L. Gunnell, purchas- 
ing vice-president; Howard R. Pearl, 
eastern regional vice-president; Roger 
S. Calvert, secretary and _ treasurer; 
and Eugene L. Hummel, assistant sec- 
retary and treasurer. 

Election of the new officers took 
lace at the annual meeting of the 
tm’s board of directors, which was 
held concurrently with the stockhold- 
ers’ meeting. The following were re- 
elected as directors of the company: 
Lloyd C. Backart, Roger S. Calvert, 
Paul F. Millett and James R. Sebas- 
tian. 











“Here’s one case 
where wire rope care 
paid off big!” 


THE TIGER BRAND SPECIALIST SAYS- 


"Usually when I show up on the job, I 
hear all the 'gripes' about wire rope 
but today it was different. This con- 
tractor got rid of the bugaboo of early 
rope breakage and saved himself thou- 
sands of dollars. He was feeling so 
good, he even Slipped me a cigar. 
"He's done everything in his power 
to minimize wear and breakage of 
wire rope by keeping the condi- 
tion of his equipment right up to 
‘snuff'. And he's got the best 
bunch of shovel runners you ever 
saw. They certainly know how to 
handle these machines without abus- 
ing the rope. 
"But that's not all. Last year they 
switched to Tiger Brand Excellay 
Preformed Ropes and they've been 
getting better service than ever 
before. You can see that with 25 
trucks on the job, any work stop- 
page—even for half a day—would cost 
them real 'dough'." 


How proper wire rope application saves you money 


There is always one best type of wire rope for every To help you maintain these operating standards, 
application and the Ticer Branp Wire Rope Spe- —_we have prepared a booklet entitled, “Valuable 
cialist can help you select the right ropes for your _—Facts about the use and care of Wire Rope.” Every 
particular needs. He’ll check your equipment, keep key man on your operating staff should be supplied 
you posted on proper rope care, and a dozen other __ with this much needed information. Send the handy 
things to assure long service life at low unit cost. coupon for your copy. 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS Sntan tech b Wien Cee 


Rockefeller Building, Dept. D-4 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK Cleveland 13, Ohio 


Gentlemen: Y) 
A M i R H CAN Tl G E h B RA N D Please send me a copy of your bookle*, “Valuable 


Facts about the use and care of Wire Rope.” 
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TUBULAR 
BARROW 


BRICK and TILE 
BARROW 


MILL 
BARROW 


= SS 


COAL DELIVERY 
BARROW 


CONCRETE 





JACKSON MANUFACTURING COMPANY 


HARRISBURG © PENNSYLVANIA 
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Winkler and Suozzi 
Found Business Firm 


Henry W. Winkler and Daniel 
Suozzi have filed a business title 
“Bison Machinery & Tool Supply 
Co.”, with the Erie county clerk’s 
office. The firm is located at 709 
Seneca Street, Buffalo, New York. 


Carl C. Weiland 


| Weiland Named President 


| Of Indianapolis Belting 


Carl C. Weiland, president of the 


| Central Supply Co., Indianapolis, has 


been named to head the Indianapolis 


| Belting & Supply Co. of the same 
| city. 


Founded in 1902 and 1903 respec- 
tively, the Central Supply Co. and 
the Indianapolis Belting & Supply 
Co. were established by the late Louis 


| C. Huesmann. The Central Supply 





Co. are wholesalers of plumbing, heat- 
ing and refrigerating supplies. Upon 
the passing of Mr. Huesmann, Mr. 


| Weiland was made president of the 


firm. 

Other officers of Central Supply 
Co. include F. L. Weiland, executive 
vice-president and J. F. Werner, sec- 
retary and treasurer. 

As president and directing head of 
the Indianapolis Belting & Supply Co., 
Mr. Weiland has retained most of the 
men of the former organization. They 
include, also, R. L. Bailey, purchasing 
agent; R. J. Branham, sales manager; 
W. B. Kastrup, office manager; Ray 
Pitcher, comptroller and H. Sechrist. 


Bockstahler Resigns 


After 45 years as vice-president and 
general manager of the Indianapolis 
Belting & Supply Co., Indianapolis, 
George M. Bockstahler recently an- 
nounced his retirement from business 
life. The late Louis C. Husemann ap- 
pointed Mr. Bockstahler manager of 
the firm in 1903, when it was founded. 








G. M. Bockstahler 


A few years later he was made vice- 
president and general manager, a post 
he held until recently when the firm 
was merged with the Central Supply 
Co., Indianapolis. 

As one of the twelve original em- 
ployees of Indianapolis Belting, Mr. 
Bockstahler’s direction and leadership 
contributed to the steady growth of 
the firm. He was active, also, in indus- 
trial distributor association affairs; lo- 
cally, sectionally and nationally. 


Harper Appoints Sherwood 
Pittsburgh Office Manager 


‘Donald Sherwood has been named 
district manager of the newly estab- 
lished Pittsburgh office of The H. M. 
Harper Co., manufacturers of non- 
ferrous and stainless steel nut and bolt 
products. Formerly, Mr. Sherwood 
was located at the Cleveland branch 
office of the Harper company, follow- 
ing intensive training and sales ex- 
perience at Chicago headquarters. 

The new district sales office, located 
at 6000 Penn Avenue, Pittsburgh, 6, 
Pa. is the most recent development in 
the firm’s policy of permanent local 
sales branches. 


Donald Sherwood 








Deming Deep Well Turbine 
Pump showing vertical, 
multi-stage construction. 


BECAUSE 
IT SAVES 


DEMING TURBINE PUMPS 


It takes equipment that SAVES MONEY to sell a 
tight-fisted “Buyers’ Market”. That’s why smart 
industrial salesmen are pushing Deming Deep Well 
Turbine Pumps. In the cities or beyond the city 
water mains, in all kinds of plants from dairies 
to giant manufacturing plants, Deming Turbine 


Pumps are keeping water costs at minimum levels. 


Those are the facts to tell your customers and 
prospective customers who are in a “cost-cutting 
mood”. Deming Turbines cut water costs... often 
as much as 60%! Some owners of these modern 
pumpers have paid for the entire cost of the 
equipment in less than a year. 


Facts you need to know to sell Deming Deep 
Well Turbine Pumps are readily available... in 
“BULLETIN 4700-8", NOW, while it’s fresh in your 
mind, write for a copy. Then STUDY it for real 
sales ammunition ! 


THE DEMING COMPANY 


511 BROADWAY e e e SALEM, OHIO 
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These and other free Victor sales aids are out to get more prof- 
its for you. Write today for your supply of these “salesmen” 
and take full advantage of this big, hard-hitting program. 
Stock the complete Victor line of quality blades and frames. 
It’s the best way to become hack saw headquarters in your area. 
f yd 


Sere 


“ea 3) 
\@ 


R SAW WORKS, INC., Middletown, N.Y. 


Makers of hand and power hack saw blades, frames and band saw blades 
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Ralph M. Johnson 


Norton Names Johnson 
Vice-President of Sales 


Ralph M. Johnson has been ap- 
pointed vice-president in charge of 
sales by Norton Co., Worcester, Mass. 
Formerly, he had been vice-president 
and general sales manager for the 
company’s abrasive division. 

In addition to the sales of grinding 
wheels and other abrasive products, 
Mr. Johnson’s responsibilities will now 
include the sales of abrasive grain and 
ore, pulpstones, refractories, Norbide 
products, non-slip floors as well as all 
publicity pertaining to these products 

Mr. Johnson entered the employ 
of Norton in 1915 as research chemist. 
He became successively assistant chief 
sales engineer, salesman, district man- 
ager of the Philadelphia office and 
warehouse, chief sales engineer and 
western sales manager. He was made 
general sales manager, abrasive divi- 
sion, in 1943, vice-president in 1945 
and became a director of the com- 
pany in 1946. He also is a director 
of the Behr-Manning Co. of Troy, 
N. Y., a Norton affiliate. 

Mr. Johnson is an executive com- 
mittee member of the American Sup- 
ply & Machinery Manufacturers’ As- 
sociation, Inc. and heads that organi- 
zation’s Marketing Methods Com- 
mittee. 


Nesbitt Named To Sales 
At Moore-Handley 


J. R. Nesbitt, general sales manager 
of Moore-Handley Hardware Co., Inc., 
in Birmingham, Ala., has been elected 
vice-president in charge of sales. He 


| succeeds the late C. C. Blackwell, who 


died last year. Mr. Nesbitt also was 
elected to the board of directors. 

J. Craig Smith, executive vice-presi- 
dent and director of Avondale Mills, 
Sylacauga, Ala., has been elected a 
director of the company. 








RAINBOW V-BELTS 





UNITED STATES 
RUBBER COMPANY 
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ARMSTRONG-BRAY | 7/74 
BELT HOOKS—BELT PLATES—BELT LACING By 

WIREGRIP precision made Belt Hooks come Hebets on 

witn extra (patented) blue aligning caras— he si re ( 90L5 


are held more rigid, assuring perfect align- 
ment ot hooks—less hook loss from handling 


—a better job when applied with any make . age | c are made of 
lacing machine. 6 sizes. y Special Alloy Steel 


PLATEGRIP Fasteners for . . . Conveyor 
belts. Make strong dust-tight joints in belts, 
ot any width. Spread tension uniformly 
across belt, allow natural troughing of belt 
and operate smoothly over tlat, crowned or 
take-up pulleys. Sizes for belts from V4“ to 
1Y” thick. 


STEELGRIP Flexible Lacing, applied with a 
hammer, clinches over and protects end of 
belt. Makes strong, flexible joints. Boxed 
with 2-piece hinged rocker pins or can be 
obtained in long lengths for conveyor belt 
use. 
Buy all belt needs from this 
one reliable source. 


ARMSTRONG-BRAY& CO. 


“THE BELT LACING PEOPLE” 
5356 NORTHWEST HIGHWAY 
CHICAGO, ILL. 











TOOL NO. 91 
Adjustable Steel Wrench 
4”, 6", . 10”, 12” 


Sold Through 
Recognized Distributors 


PRENTISS SWIVEL BASE 


The Base is Machined to close 1. Special alloy steel 
tolerances to insure POSITIVE 2. Electronically hardened edges: 
LOCK. 3. Smooth working joint 

4. Perfectly aligned cutting edges: 
5. Complete variety of tools 
6. Hand-honed cutting edges 


The base plate is cast in one 
piece and slotted in the front. 
When the wrench is tightened, 
this base plate or split ring 
squeezes against the hub on the 
vise body, locking the vise to 
the base. 


‘Sold Only 
Through Distributors 


PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 
OF THE CHARLES PARKER CO. 





UTICA DROP FORGE and TOOL CORP. 
UTICA 4, NEW YORK 
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Distributors Exhibit 
At Chicago P. A. Show 


More than 12,000 visitors, includ- 
ing purchasing agents, distributors, 
executors and shopmen from plants 
in the industrial areas in and around 
Chicago, recently were in attendance 
at the 15th Annual Products Exposi- 


tion of the Purchasing Agents Associa- Q. “MR. DISTRIBUTOR: 


tion of Chicago held in that city. 


The attractively decorated booths eas WHAT DOES 


featured the products of 100 manufac- 
turers and distributors, and demon- Kuingel 
strations of supplies and machinery 


i derws ] t continuous! uw 
na MEAN T0 YOU? 


A. "...A LINE OF AUTOMATIC 
REGULATING VALVES that’s 
been profitable to distributors 
for over 40 years!” 


Distributors can’t be expected to know the many 


- 


- eet —— 


technical reasons for the dependability and superiority 


Sota afi | of KLIPFEL Valves. They can, however, and do 
SAMUEL HARRIS & CO.’s exhibit 
was staffed with Guernsey Clarke, Ray 
Batz and Hans Sunde, salesmen for 
the firm. 


know why they prefer to stock and sell this quality line. 
Most of them sum it all up by saying KLIPFEL 
Valves rate high with their customers and fill a large 


part of the demand for automatic regulating 
No. 1 Weight and 
Lever Type 
Reducing Valve 


valves without excessive inventory. 


We'll be glad to give you additional information on 
the desirability of the KLIPFEL Franchise. Today, 
while you think of it, write Dept. CK-4, 


a « Float Valves, Reducing Valves, Tank Thermostats, Back 
4 Pressure Valves. 
d 


Sold through wholesalers everywhere. 


CLIFFORD PETERSON TOOL CO. 
put Reese Rogers (Oster Mfg.) and his r 
power threader up front so Harry Eck- 

lund, of Peterson, could get a demon- 
stration for customers like S. G. 
Thomas of Barbara-Greene Co. 


No. 431 Ball Type MANUFACTURING CO. 
Reducing Valve Division of Hamilton-Thomas Corp. 


Hamilton, Ohio 


O. IBER CO.’s display found Oscar 
Iber on his feet and giving out with a 


sales talk, to prove to his son Bill ; ' 
Ams “ ” No. 77 Single Seated No. 27 Globe Type No. 649 Spring Loaded 
that he hasn’t lost “the touch”. teat Valve pn al rhe 
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needs the “5000” 
general marker. 














BOXES 
BARRELS 
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There’s an OLD FAITHFUL Marker for 
the exacting needs of every industry. 
Sell the full OLD FAITHFUL line. 





the |! \MERICAN CRAYON compony Vi. 
as em eiey OO Sy 
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MATERIALS 


(UNCO eaisomtsr 


A top quality line of hoists and trolleys 
that will cut materials handling costs in 
any plant. Sell Conco units with full 
confidence of long-life and quality per- 
formance. Conco has been a leading 
name in the materials handling equipment 
field for a quarter of a century. Write 
for full information on this profitable line. 











Spur Gear Hoist. High 
speed, high quality, in 
capacities ranging from 





Differential Hoist Capac- 
ities one-half, and one- 
ton. A fast-selling low- 
cost hoist, with a large 


I-Beam Trolley in four 
models, plain or geared 

types in capacities from 
market. Y% through 10 tons. Y through 20 


CONCO ENGINEERING WORKS 


Division of H. D. Conkey & Co., Division St., Mendota, Illinois 




















THREE BASIC 7 
ASSEMBLIES PROVIDE 
VERSATILITY 


PUMP ONLY 
ASSEMBLY 
The “Pump Only” assembly is an 


adaptation designed to readily use 
existing power or operating facilities. 









FLEXIBLE COUPLED 
ASSEMBLY 
Greater flexibility and utility is made pos- 


sible when CMC DUAL PRIME Pumps are 
assembled in a flexible coupled manner. 





CLOSE COUPLED 
ASSEMBLY 
Close coupled construction assures perfect 


pump and motor alignment necessary for 
peak performance under given conditions. 





CMC innovations such as improved open thrash type impellers, double 
shaft seals and the exclusive double jet method of priming, guaran- 
tee faster priming and greater capacities. Models range in size from 11” to 10°— 
capacities up to 240,000 G.P.H. Write today for latest catalog. 


ONSTRUCTION Mune 
WATERLOO, IOWA, U.S.A. 


























Chicago P.A. Show 
(Continued from page 195) 







* 


SUPPLIES, INC.’s Bill Burke, right, 
button-holed The Bristol Co.’s Jerry 
Gray for a quick look over his firm’s 
product display. 














SCREW MACHINE & SUPPLY CO. 
had salesmen J. H. O’Connor, Dan 
Ronan, George Ronan and Russ Reid- 
land on tap at the P. A. Products 
Show in Chicago. 





CHICAGO PRECISION SUPPLY 
CO. salesmen wore white shirts and 
ted ties. Pat Perry, Dave Mathews, 
Carl Schoenborn and Art Thiel made 
up part of the sales crew on duty at 
the booth. 





(Continued on page 199) 








WIN 
CUSTOMERS 
























HOLD 
CUSTOMERS 





° A single trial | 
proves their high 
production records 






@ Uniform quality and | 
service bring repeat orders 







e GRIFFIN factory experts inthe | 
field help your salesmen | 
create new accounts 








GENERAL SALES AGENT 


JOHN H.GRAHAM& CO. INC. 


105 DUANE ST., NEW YORK 7, .N. Y. 
MADE BY G. W. GRIFFIN CO., FRANKLIN, N. H. HACK AND COPING SAW BLADE SPECIALISTS SINCE we. 


"3 
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VJ ~ 
HAVE THESE MODERN FEATURES/ 


WEINBERG & McKEE 
Compiled Catalog 


Action illustrations demonstrate the use 
of many products. 


Nationally Advertised L 
with manufacturers ad 
of their trade-marks, 


ines are tied up 
vertising by use 


600 West Jackson Bivd., Chicago 6, Ill. 


Easiest PRECISION VISE 
to Sell COMPETITIVELY 


BETTER PROFIT MARGIN "7 
Enclosed design keeps out chips and dirt. | 5 YEAR GUARANTEE Above: The: Maver taetoyglet 
Grease-packed spindle and unbreakable ~ p i pao is screens 
> tig into a ; 
nut. Broached : — a ing against the back _ position. 
keyway — no , ) ee a = wall, 
wobble. ee 4 The services for ARRO TOGGLE BOLTS 
‘ are endless for anchoring quickly and 
securely to hollow construction. Thevs 
10 = bolts have special features and are | 
Sa. Wes SL —_ * | | sturdily built of the best materials and 
CONVERTIBLE INTO : 4 / | workmanship to outlast the partition 
STATIONARY VISE . Y 1 / | | or walls to which they are attached. © 
i ’ ‘ : | | Arro quality is recognized everywhere. 
NO NEED TO CARRY we ae | | Made in screw sizes “% to %2” inc. 


EXTRA STOCK 

















Write for catalog sheets and 


new discount information. 
Sizes 2 to 6” 





Wilton Tool Mfg. Co.» 


936-D Wrightwood Ave. * Chicago 14, Ill. 


W I] 0 N V S ES My ARRO EXPANSION BOLT COMPANY 


ALSO POWRARMS AND PISTON SETTERS ARSON, GHEY 
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CRERAR ADAMS & CO., relied on 
George Huss and J. D. Besant, sales- 
men, to answer questions put by Bill 
Manning (Blackhawk); Cliff Borneman 
(Trimont) and Otto Stadheim (Pyrene) 
with Milton Arenz of Crerar, Adams 
on duty, too. 


THE WORLD 
accurat 


am 


CHARLES H. BESLY & CO. relied 
on G. E. Peterson to answer the quer- 
ies of J. F. Gaudian of Armstrong Bros. 
Tool Co. with Joe Hansen and Arthur 
Wolfrum both of Besly, lending a hand 
and an ear. 


GREAT LAKES SUPPLY Corp. went 
all-out at the exhibit with salesmen 
Bill Swanson, Manny Wald, Russell 
Fleick, Luke Niep and Harry Hardy 
on tap for questions and answers. 


BARRETT-CHRISTIE CO. was at- 
tended by Ed Fogarty (Delta File); Joe 
Guerna (Wells Mfg.) Walter Hunt, 
Anne Hackney and Ray Hartman of 
the firm, R. B. Jones (Victor Saw) and 
Bob Christie, Barrett-Christie Co. 
(Continued on page 201) 








C/R Hammers 
have malleable 
iron heads with 
replaceable coiled 
rawhide faces. 


-60 
WS) _S 


RAWHIDE is tops 


for “‘soft’’ mallets and hammers. 





And you can’t beat Chicago 
Rawhide. Tightly coiled, speci- 
ally treated C/R surfaces won't 
split, crumble or mushroom. 
They absorb shock, deliver 
powerful blows, protect delicate 
surfaces, and stand up under 
tough use. Always ask for 


Chicago Rawhide. oat 


CH caco (amide MFG.CO. 


1205 ELSTON AVENUE CHICAGO 22, ILLINOIS 


Other C/R maintenance products are: round, flat and twist belting; belt pins and belt lacings; 
gears, pinions and gear blanks; aprons and hand leathers ; hydraulic packings. 
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Don’t say ‘PLIERS’, 
say CHANNELLOCK! 





The Channellock 
pliers with our exclusive 
tongue and groove joint give more 
features. Greater Strength — Longer 
Wearing — Closely Spaced Adjust- 
ments — Self Cleaning — Visible Ad- 
justments — No Wear on doint Bolt. 








Use Channellock 
for your repair needs— 
electrical, plumbing, ignition, battery, 
automotive, and aviation work. 

Only these pliers incorporate the 
exclusive Channellock tongue and 
groove joint. 


There is a line of 
standard pattern 
pliers, too, with 
Channellock 
quality construc- 
tion.. including 
diagonal cutters, 
needle-nose 
pliers, linemen’s 
and electricians’ 
pliers, battery and 
standard slip- 
joint pliers. 
Choose the pliers 
that fit your 
needs . . . Choose 
Channellock. 


CHAMPION DEARMENT TOOL CO 
MEADVILLE «+ PA. 








Only 


Champion DeArment makes 


ee etl 
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Wedding IS EASIER, MORE PROFITABLE 


with TRINDL 


ARC WELDERS 


* 
MODEL 125A WELDER 


A Big Money Saver 
For Any 50 


a ie 


bso TIME © REDUCES COSTS © INCREASES PROFITS! 


ay exclusive, easy _- TRINDL WELDER Its a big saver for any shop... aa 125A 
2 on built ° nm easily be carried right to the job = connected to an enient 
roperly wired 116 volt Foo cycle AC supply line . . . With it you can BUILD’ OR | REPAIR 
oie and home appliances, farm impiements and tools . . . Fabricate special shop equipment, 
jigs and fixtures out of prime or scrap sheets, bars and tubes and do hundreds of other repair an 
—— ee jobs when you need them and as you want them done. oo. 125A has 












16 heat ing from 20 to 125 amps, handles 1-16” to 5-32” 
Comes Seca fe Ready to ~ ara Else to Buy. Also available for 220 and other 
voltages at slight additional cost. 


TRINDL WELDERS HAVE PAID HANDSOME PROFITS TO THOUSANDS OF 
SATISFIED USERS—TRY ONE YOURSELF AND BE CONVINCED! 


geremeats TRINDL WELDERS, WELDING SUPPLIES & ACCESSORIES are Available te Save 
You Both ... Time and Money 


Write, wire or phone today 
FOR PARTICULARS AND CATALOGS 
Jobber and Distributor Inquiries Invited. 
Write for Selected Distributor Plan 


TRINDL PRODUCTS LTD. 


17 E. 23rd St. Dept. AY-49 Chicago 16, Illinois 







A RANGE OF MODELS FOR EVERY WELDING JOB! 













IN SELLING 


QUE-DEE 
CAST-IRON 


PULLEYS 
and SHEAVES 


1, At low inventory cost, you-can fill immediately any stock pulley or sheave order 
with standard sizes of Pyott Que-Dee Flat Belt Pulleys, Sheaves and Bushings. 


2. If you prefer you can stock Pyott Que-Dee Flat Belt Pulleys only. However 
bushings are interchangeable with pulleys and sheaves if you want to stock both. 


Write for information on the money- 
making, money-saving Pyott Franchise. 


3. You can save time for manufacturers be- 
cause installation consists of tightening only 
three bolts. The same bolts inserted in de- 
mounting holes act as jack screws for re- 
moval in field service. 









4, Large factory stocks in fast moving sizes 
prevent delays in maintaining your fast 
turning inventory. 


FOUNDRY & MACHINE CO. 


5. Made by PYOTT, they are priced to sell 319 NORTH SANGAMON STREET 
competitively. CHICAGO 7, ILLINOIS 





PYOTT a, 








om Ce OO 





PEDERSEN BROS. TOOL & Supply 
Co. booth found Will Pedersen and 
his son Roy listening for pointers on 
impact tools from Independent Pneu- 
matic’s Don Gibbons. 








Bolt, Nut, Rivet Makers 
Investigate Packing 


The Packing Committee of the 
American Institute of Bolt, Nut & 
Rivet Manufacturers has authorized 
a field investigation of the packing 
practices of fastener manufacturers 
in order to provide a sound basis for 
practice recommendations to its mem- 
bership. 

A committee study has demonstra- 
ted that 17 member companies are 
using 218 different sizes of shipping 
cases, and that no individual shipping 2 GORHAM STANDARD 
case size was used by more than one . for the Commercial 
company. Field 

The field investigation will attempt 
to learn just how the packing practices 
of fastener manufacturers affect the 
interests of: 

(a) Transportation Companies 

(b) Warehousers 

(c) Distributors Be == 

1. Hardware aoe oe Ry = “A GORHAM M-40-B for 
2. Industrial San x Heavy Cuts in Hard 

(d) Retailers pee 3 Material 

The investigation will be conducted : 
by James O. Peck Co., specialists in 
industrial and commercial field re- y 
search, under the supervision of the 4 


Institute and its Packing Committee. HERE’S no time like RIGHT 


y NOW for GORHAM Tool Bit sales 

+++ hew manufacturing methods 
and processes—new shops opening 
up—enlarging of present plant facili- 
ties and always the constant need in 
those plants who know the high quality 
and dependability of GORHAM Cutting 
Tools will boost your sales to a new high. 
Selling the right line is very important and the 
GORHAM line is right—for you and for your custom- 
ers. You can always find new markets for GORHAM 
High Speed Steel Tool Bits—we'd like to help you. 





GORHAM GORMET 
for more Abrasive 
Materials 


FASTER SERVICE is being given 
over-the-counter customers at the Mur- 
ray Co., Dallas, as a result of a = 
arranged counter sales room. Behin 

the counter are Forrest Brown, Glen G oO R | A M TO © | L ¢C © ] | PA NY 
Reno, Richard Johnson and Clifford 14400 WOODROW WILSON AVENUE, DETROIT 3, MICH. 
Fogio. 
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Cash In Now on the Sensational New 


“Gets You In” at a Profit 
and opens the way to bigger jobs 





Just what you've been waiting for 
For —an entering wedge into a lot of For use 
profitable business. Amazing indoors or out 
Factory floors Pack-Patch repairs cracks and e 
holes in wood, concrete and 
masonry floors and sidewalks. saving ond 
° Packed in air-tight containers, 
Ramps @ Stairs ready for use; weather-proof, Permanent 
City sidewalks freeze-proof; truck over the patch e 
immediately; very low in cost. Ex- Inexpensive 
Parking courts clusive protection—a high-profit e 
deal for wholesalers only. Sells -routi 
Loading docks to industry, cities, shippers for te be a 
platforms and docks, everybody oF trettic 
having a surface for foot or 
vehicular traffic. 


Traffic aisles 





























Write for liberal discounts and cooperative literature 


EUCLID-URBANA COMPANY, INC. 


Euclid Ave. at Urbana Cleveland 12, Ohio 


























BEARING 











GRINDERS 


Accuracy and Performance 
Records already established 


In the more than 30 years that Valley Grinders have been 
used by many of the country’s largest industrials, they 
have established fine records where accuracy and per- 
formance count. These grinders are all powered by 
Valley Motors and every unit is built to a single high 
standard of quality. This means complete satisfaction in 
service which builds profitable demand for these efficient, 
low-cost tools. 





Valley Electric Corp. 


4221 FOREST PARK BLVD. ¢ ST. LOUIS 8, MO. 
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SPRING LOCK 
WASHERS 


with “Controlled 
Tension” built in 


i FOR LONGER LASTING 
> SERVICE...BETTER QUALITY 


| Diamond G "Controlled Tension” in 
+ every spring lock washer makes assem- 


blies tight . . . keeps them right. Gar- 
rett's exclusive “Controlled Tension” is 


| the secret of the success of Diamond G 


Spring Lock Washers . . . the result of 
absolute, precision control in manufac- 
turing. Every lot of Diamond G Spring 


| lock Washers is “torture-tested" to 
| assure maximum quality and peak per- 


formance. Write for lock Washer 


+ Booklet. 


WASHER FOR EVERY NEED 


Whatever your needs in spring lock 
washers, there’s a Diamond G to an- 
swer it—high carbon steel, bronze, 
aluminum, stainless steel and monel 
metal spring lock washers finished or 
plated with cadmium, nickel, brass, 
copper or other finishes . . . plus the 
new Di d G Alumi Spring Lock 
Washer that combines lightness of alu- 
minum with the strength and durability 
of steel. 





Garrett also manufactures a complete 
line of flat washers, spring washers, 
springs, stampings, hose clamps, snap 
and retainer rings. Write for technical 
booklet on small parts. 


DIAMOND G PRODUCTS 
Manufactured by 
GEORGE K. GARRETT CO., INC. 
1421 Chestnut St., Phila., Pa. 


OF SMALL PARTS 





Robert J. Huelsman 


Huelsman and Hallissey 
Named By Billings & Spencer 


Robert J. Huelsman has been ap- 
pointed to the sales department of the 
Chicago office of Billings & Spencer 
Co. of Hartford, Conn. and Edward 
I’. Hallissey has been transferred to 
the Chicago office’s sales department. 

Mr. Hallissey has been with Bill- 
ings since May, 1930. He was ap- 
ee to the sales department in A fully equipped “hook and ladder” has liter- 

2s 

Mr. Huelsman formerly was em- ally thousands of parts and surfaces. 
ployed by Modern Engineering Co., Repainting it can be a tricky proposition. 
by the Bell & Howell Co., and by Clean, even stripes, and sharp definition 
Ryerson Steel’s mill procurement de- between painted and unpainted areas are essen- 


artment. ; j i 
partmen tial...and the job must be done in a hurry. 





At least one refinisher has learned that he 
can do the repainting faster—and better— 
with Permacel Masking Tape. By using 
spray guns to apply the paint, and Permacel 
to control and confine it, he can turn out 

a handsome engine in record time. 


And this is merely one of thousands of 
different uses to which Permacel is put. 
Have you ever thought about it for your 
business? Our staff of trained technicians 
will be glad to help you discover ways of 
cutting time and costs with Permacel Tapes. 


Edward F. Hallissey 
Cullen Leaves 


Browning Bros. 
Bernard N. Cullen has resigned 
from the office of vice-president and 


general sales manager at Browning 


Bros., Inc., distributors of New York INDUSTRIAL TAPES 
City. INDUSTRIAL TAPE CORPORATION + NEW BRUNSWICK, N. J. 
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GOOD 
RY 7447/4) 


NOLAN CAR 
DOOR OPENER 


Every plant with a rail 

siding should have at 

least one. Saves time 

and money. One man can 

open or close the most 

stubborn freight car 

door quickly ... safely 

with a Nolan Car Door 

Opener. Thousands have 

been sold and used with 

j success at freight load- 

+ of ing and unloading spots. 
Good repeat item. 


NOLAN PULLER JACK AND 
LOAD BINDER 


(formerly Anchor Puller Jack) 


Originators 
of the 
packaged vise 


i \sYOUR COLUMBIAN 
2 DISTRIBUTOR IS ALWAYS 
READY TO HELP YOU 


COIUMBIAN VISES 


Used in industrial 
plants, construc- 
tion work, quar- 


machinery and 
other heavy arti- 
cles. Two types: 


THE COLUMBIAN VISE & MFG. CO. 


9025 Bessemer Ave. + 


Cleveland 4, Ohio 


ries, mines and oil 
fields for moving 


Ny 


3 ton (5 ton with sheave block), 15 ft. load 
chain, 314 ft. tail chain with release block. 
¥4, ton, 8 ft. load chain, 3 ft. tail chain. 


NOLAN GEAR PULLER 


(formerly Anchor Gear Puller) 





Pays for itself on its first few jobs. Pulls 
gears, wheels and many other articles. Uni- 
versal application eliminates four to ten 
types or sizes of other devices. 


NOLAN RERAILERS 


(formerly LOCKING CAM 
Anchor Rerailers) 
Highly efficient 
for getting cars 
and locomotives 
back on the track. 
Railroads and in- 


dustries are big ey, PATENT 
users. R NO.1488103 


NOLAN TRACK BRACES 
(formerly Anchor Track Bra.es) 


Holds railway tracks 
to desired gauge 
where service is 
severe. Can 

be used 

again and 

again for 

quick, mp» 

easy,low “i 

cost repairs. 


All Nolan products are 

carefully made of the highest grade ma- 
terials. Orders are handled promptly and 
efficiently with your shipping and billing 
instructions carefully followed. Write for 
free catalogs and price sheets. 





the World Largest Mahers of Vises 





STRENGTH + ACCURACY + WORKMANSHIP + DEPENDABILITY 





GLASS 
RTERS 


A complete ‘stock of all types 

N=] gece 01010 Meloy 4-13 meh Zell fe] o) i= 

for immediate delivery including 
Corning Standard Low Pressure, 
Pyrex Red Line, Pyrex Heavy Wall, 
and Pyrex High Pressure in all stand- 
ard diameters. With our own cutting, 
desire melateMelalareliare moll] lui-talem leelul ol 
shipments can- be made on special 
lengths.eOur stock includes MacBeth Flat 
glasses, Pyrex Oil Cup glasses and Pyrex 
Standard Sight glasses. Whatever your re- 


quirements, for Swift Service, write, wire or 


SWIFT 


LUBRICATOR CO., INC. 


telephone. 


24 Home Street Elmira, N. Y. 


THE NOLAN COMPANY 


(Formerly The Mining Safety Device Co.) 
8 PENNSYLVANIA STREET * BOWERSTON, OHIO 
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A GUEST at the recent Mid-Year 
Southern Association Meeting in Biloxi, 
Miss., Joanne Holden, daughter of Dick 
Holden, Silliter & Holden, Hartford, 
busied herself enroute home from the 
session by writing this .. . 


“Report on My Visit 
To Southern Meeting” 


When I heard that Dad was taking 
me to Edgewater Gulf I was very 
much excited. I thought of what a 
wonderful privilege it would be to 
meet all the nice people who are in 
the same business that my father is in. 

I also thought of how interesting it 
would be to see historical places. 

When we reached the hotel, I was 
impressed by the beautiful surround- 
ings around Edgewater Gulf. 

The third day that we were at the 
hotel, Mr. Lyon and Mr. Blackmen 
invited me to visit the Belingrath Gar- 
dens. There I saw the most beautiful 
flowers that I had ever seen. 

The next day while Dad went to 
the meetings, I went to the Longfellow 
house where the ladies had their 
luncheon. I enjoyed it very much, es- 
pecially the food. Then Friday night, 
which was a big night for me! This 
was the night of the banquet. The 
dinner was just delicious for they had 
my favorite kind of meat. I enjoyed 
the speaker very much, and I thought 
his jokes were very humorous even 
though I had to ask my father a few 
questions on what they meant. 

Sitting at the table next to me was 
a lawyer from Washington who was 
speaker at one of the meetings. He 
was very interesting to talk with on 
his experiences in criminal work. He 
also gave me a few tips on speaking 
in front of a group of people. 

The next day we left for New Or- 
leans. We saw many historical places. 
The place I thought most interesting 
was the Cabildo, a museum full of 
relics from the War of 1812. 

It will always be a pleasure to re- 
member how wonderful the people 
were to me. 

To me, it was really Southern hos- 


pitality. 





BIG JOBS... 


ox yctle 3° 


IIlustrated is the Wells 
No. 12 with self-contained 
wet cufting system. 


The Wells No. 12 Saw is a sturdy production 
tool for fast and accurate cutting at a minimum cost. 
It doesn’t require an expert to operate this machine. 
Just place the stock in the quick-acting vise and push 
the starting buttons—the hydraulic head descends 
automatically, feeding the blade into the stock at a 
uniform rate, governed by electrically controlled, ad- 
justable blade pressure. At the completion of the cut 
the head returns to a predetermined raised position 
and the motors shut off. 


Get full details from your Wells dealer. 





DESIGN DETAILS 


CUT-OFF CAPACITY: 





12" x 16” 


DIE BLOCK CAPACITY: 
Maximum Cutting 
Maximum Clearance, Bed to Blade 


WEIGHT, Approximate 


Write for complete information on 
Wells Metal Cutting Band Saws. 











See us at the Western Metal Congress, Los Angeles, 
April 11-15, Booth No. B-148 


Products by Wells are Practical 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
2300 GROVER AVE., THREE RIVERS, MICH. 
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goers 


MASONRY DRILLS 


hrough Anything! wherever 
men lift... 


For fast, clean drilling of any and all non-metallic 
materials, Willey’s Masonry Drills are your best bet. 





Willey’s Masonry Drills give you greater drilling Wherever men lift, you'll find a 


speed. They are quiet, require no coolant, cut clean ‘ it’ 
holes without chipping, outlast dozens of old-style drills. ety emia Ser gers “Sang 
You can use them with a portable electric drill, a hand Electric Hoists. That is why, a few 
brace or drill press. Use speeds up to 1000 R.P.M. 
according to the material to be drilled. Easily sharpened 
on any standard grinder using a silicon carbide wheel. market in load-handling equipment 


years ago, when we pioneered the 


Sizes from 3/16” to 12” . for small business with the ‘Budgit’ 
Write for New Catalog—No. 449 Electric Hoist, we found a market 
waiting them in heavy industry. It 


was a natural! 
WILLEY’S CARBIDE TOOL CO. 
SOLE MAKERS OF.,WILLEY'S METAL 
1342 W. Vernor Highway Detroit 1, Michigan News of the easy, quick, effortless 


lifting; economy of operation; and 











safety features of ‘Budgit’ Electric 





Hoists spread among owners of ga- 





rages, service shops, repair shops, 


boatyards, farms; among dairymen, 





poultrymen, hospitals, stores. All who 


had loads to lift found a solution to 


CORRECTLY APPLIED..that’s the mr ans 
VIKING ROTARY PUMP [izantanenenent 


‘Budgit’ Hoists and new markets are 
The sturdiness built into the Viking rotary pump is well illus- constantly developing. Look into 
trated in the Viking rotor and idler above. Their wide tooth some of these markets — old and 
form and slow operating speed result in efficient operation, new! We’ll wager your sales will in- 
with long, dependable service. crease beyond your belief! 








This original “gear within a gear” design, most copied of all 
rotary pump principles, is the key to good pumping. Look Cony « wnely of Gal : 
to Viking for the correctly engineered pump for your job. lotin Neo. 371 with 

. 


you when calling on 


prospects, It will help ) 


Tl Send us your pumping problem to- you sell *Budgit’ 
Vinay day and ask for bulletin 49SMM. om 
IKING Both problem and request will be — 
ANN DUMPING ME given immediate attention without Mili ‘BUD( I I sf 
my ; 


obligation to you. M : 
Hoists 


MANNING,MAX WELL & MOORE, INC. 


Pp UMP '¢ OMPANY MUSKEGON, MICHIGAN 
Builders of 'Shaw-Box' Cranes, ‘Budgit' and 
C d F \| ‘Load Lifter’ Hoists — other lifting specialties. 
[sleole] am meiih Oowd Makers of Ashcroft Gauges, Hancock Valves. 
! Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 


MANNING 
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Emil Gairing 


Gairing Elected President Of 
Cutting Tool Manufacturers 


Emil Gairing, president of Gairing 
Tool Co., Detroit, was elected presi- 
dent of the Cutting ‘Tool Manufac- 
turers’ Association at the lifth Annual 
Membership Meeting held recently in 
Detroit. He succeeds D. F.. Van Deu- 
sen, president and general manager of 
Kelly Reamer Co., Cleveland. 

Norman Lawton, works manager of 
Star Cutter Co. was elected vice-presi- 
dent of the association and R. S. 
Spencer, president of Detroit Boring 
Bar Co. was elected treasurer. Harry 
J. Merrick continues as executive sec- 
retary. 

Elected to serve the next three years 
on the board of directors of the asso- 
ciation were: Walter F. Fuller, presi- 
dent of Fuller Tool Co., Detroit; E. J. 
Kaiser, manager, Davis Boring Tool 
Div., Giddings & Lewis Machine Tool 
Co., Fond du Lac, Wis.; R. S. Spen- 
cer, president, Detroit Boring Bar Co.; 
and Robert H. Wolfe, vice-president, 
Arrow Tool & Reamer Co. Detroit. 


Thompson Made Manager 
Of Goodrich Sales Dept. 


J. R. Thompson has been named 
manager of flat belting, conveyor, ele- 
vator and transmission belting in the 
industrial products sales department 
of the B. F. Goodrich Co., and Paul 
W. Van Orden has been made man- 
ager of “V” belts and packing. 

Previously, Mr. Thompson had 
been manager of the Denver district 
of industrial products sales. He has 
been with the company since 1930, 
starting in the textile division of 
Martha Mills, Silvertown, Georgia 
after graduation from Georgia Tech. 

Mr. Van Orden, a graduate in en- 
gineering from the Michigan School 
of Mines, has been with B. F. Good- 
rich 21 years, in belting sales and en- 
gineering. 





Over 100,000 foc dll 


Types and Sizes, Available 


Kester Flux-Core 
Solders are made with 


a single core in sev- ‘LABORATORY 


eral core sizes ranging 

from an opening that CONTROLLED : 
contains 2 of 1% to 
7% of flux by weight. 
POSITIVE These core sizes are 
FLUX available in each of 68 
strand sizes. Use of 
UNIFORMITY the correct size assures 
you of absolute 
soldering control. 


A Technical Service For Your Customers 
Have your customers consult our Technical 
Department on any soldering problem. There 
is no obligation to you. 


KESTER SOLDER COMPANY KESTER 


4201 Wrightwood Avenue, Chicago 39, Illinois 


Factories Abo ot SOLDER 


Newark, New Jersey * Brantford, Canada 
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Sherman 


Brass Fittings 
For Industry 


aa 


SUL et ID 


7 
if 
4 
faz 


Hose Couplings 
For water, steam, oil and air. Also hose 
nipples, bushings, menders, nozzles and 
other fittings. 


Barrel Faucets 
Two sizes, with choice of ground key lock 
lever or self-closing lock lever. Heavy 
cast brass, solid brass handle. 


COSTS MORE - 


WORTH MORE 


DIFFERENT 
6743) 


Right Size and Pressure 
for Every Job 


HIGH 
CARBON 
STEEL 


Smooth Black 
Finish 


ADDED 
GRIPPING 
POWER 


Up to 1% Tons 
Better Leverage 


CALIBRATED ONE 


ALWAYS SCALE 


Shows Jaw 
Opening Size 


PARALLEL 
For Better 
Work-Holding 


Today, your customers want their’ 


money’s worth before they buy. You can 
give them full value with BMC Pressure 
Lock Wrenches. Costs only a few cents 
more for this plier-wrench with all the 
extra values ... it’s six tools in one... 


HAND 
OPERATION 


Opens with a Flick 
of the Thumb 


adjustable pliers, pipe wrench, locking 
clamp, gripping tool, monkey wrench, 
and hand vise .. . No. 7 — 3%” Jaw, 


$2.29; No. 9 — 1” Jaw, $2.59; No. 11 
— 1%” Jaw, $4.89 Retail. Fair Traded. 
Red plastic or steel handle grips. Free 


sales helps. 
Write for name of nearest BMC Distributor. 


BNC MANUFACTURING CORPORATION, BINGHAMTON, N. Y. 





Air Nozzles 
Four models of straight and angle pattern 
nozzles. Choice of hand button or lever. 
Air volume accurately controlled. 


Brass Hose 
Clamps 


MAKES QUALITY 
_—- SCREW MACHINE PRODUCTS 


sizes. eA /2 It’s no question... it’s a fact! 


When your customers need cap screws, set screws, 
Fusible Plugs 


High grade brass, 
filled with pure tin. 
Outside and inside 
styles, in long and 
short pattern. 


milled studs or coupling bolts of any machineable 
material and with any thread, they know ...WHO 
makes them better. 


WHOis .. Wi. ik Diind len wie. PA. 


Ottemiller products are sold through Mill Supply Houses. Write 








Sold — through Industrial 
Wholesalers. Write today for 
catalog and discount sheet on 
the full Sherman line. 


H. B. Sherman Mfg. Co. 


BATTLE CREEK MICHIGAN 


for free folder which illustrates-and describes the complete line. 
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GENERAL MANAGER C. M. Green- 
man of the Severin Supply Co., Okla- 
homa City, takes a few minutes from 
regular duties to brush up on informa- 
tion contained in the firm’s catalog. 





Alcott of Riechman-Crosby 
Celebrates 40th Year 


. Forty years with the same firm and 
in the same business is something 
more than unusual, but that is the 
record that has been established by 
Richard Alcott, vice-president and 
general sales manager of Riechman- 
Crosby Co., Memphis, Tenn. 

Mr. Alcott left home (he was born 
in St. Louis) in his late teens and 
journeyed to Memphis, seeking a job. 
His first (and last) interview was with 
Riechman-Crosby. Immediately, he 
was placed in the warehouse. He 
wasn’t there two weeks, however, be- 
fore the partners of the firm, J. A. 
Riechman and H. H. Crosby felt he 
had natural sales ability, and they sent 
him to cover Arkansas and north 
Louisiana territory for the firm. That 
was his “happy hunting ground” for 
the next 12 years, during which he 
laid the foundation for a successful 
career. 

Off duty, Mr. Alcott spent his hours 
in learning more about the products 
he had to scll, and their applications. 
“When you have a good product,” 


Richard Alcott 





HACK SAW BLADES 


That Bring You Repeat Orders 





Since Jan. Ist, 1949 all SPARTAN Hand and Power Blades 
are packaged under the new decimal system. Hand Blades 
come 100 saws per box and Power Blades come 10 saws per box 


Another Profit Product 


COMPASS SAW ASSORTMENT 


Pens Le 
MPASS SAW KIT 
r WOOD and METAL 


ahi NCLUDES 





Ww MS 4 Great Soles dsrait-- 


YOU BET IT IS! This is the COMPASS SAW KIT that’s crammed 
with appeal for home craftsmen as well as for industrial users 

. . electricians, plumbers, carpenters, and all workers in wood 
and metal. 


JUST LOOK AT THAT PACKAGE! There's a “super-de-luxe” 
showcase and counter display piece! And you can easily 
imagine what a wonderfully convenient container the package 
will make for storing the saws in the home workshop! Tell 
your customers all about it! 


Sold Only Through Distributors 
SPARTAN SAW WORKS SPRINGFIELD, MASS. 


INDUSTRIAL DISTRIBUTION © APRIL, 1949 209 





SPECIALIZATION .. . For the first time 
Johnson Steel & Wire Com- 
pany is a specialty plant. Here 
are extra refinements not 
found in a_ tonnage mill. : 
Working with the Johnson 

Scientific Laboratory Control, 

Johnson Quality Control fol- 

lows through in the mill, 
keeping a watchful eye always 


on all the factors involved gives you 


— Wearhouse socks FLARED-TUBE 
~ FITTINGS 


Tal 


316 STAINLESS 





JOHNSON 


STEEL AND WIRE COMPANY, INC. 
WORCESTER 1, MASS. 


NEW YORK PHILADELPHIA - CLEVELAND DETROIT AKRON CHICAGO 
ATLANTA 5 (@)8t-y ee) | TULSA LOS ANGELES TORONTO 


— LL 


| MORE HAND| 


. They're acid-resistant to cut corrosive 


b — action. They're double-sealed to stop 

as leaks. And they're easily installed to 
@ : He minimize maintenance costs. That's the 
an * a story of Koncentrik Fittings . .. now avail- 
. » » by mailing or showing rm able in Type 316 Stainless Steel . . . now 
this bulletin to every prospect . , ready to help you solve your customers’ 
—_— tough coupling problems. 


IN yo UR TERRITORY! Send for details today. Descriptive bul- 


letin K-149 shows how Koncentrik's pat- 


It tells why the exclusive features of Bowser rotary 4 ; ented, floating seat centers automatic- 

hand pumps ADD UP TO A BETTER DEAL for you | la ally to eliminate line losses . . . how each 

and your customers. 3 fitting is designed to withstand excessive 
, . \ " pressures and vibration shock. And how 

The et favors — — and yo heats — guerre SS part interchangeability keeps your stock 

sear gt ol = — apentente units tor Sew low... and your profits high . . . with 

quid transfer operations. | ensentdh, 
Ideal for industrial stockrooms, contractors, garages, ; “ Distributor Franchises Avollable 


stores, farms and many others. Handle most liquids 
from naphtha to No. 50 oil. 


eee Sor contain aut ee eee sitar esti THE SPECIAL SCREW 
°. . pump price list and discounts. wi 
sei Aes Barrel | 8-gal. Dial PRODUCTS co. 











BOWSER, INC. Pump with and 9,999-gal. s 
1369 Creighton Ave., Fort Wayne 2, Ind. Drip Pan Totalizer 5447 Dunham Rd., Bedford, Ohio 


LIQUID CONTROL SPECIALISTS SINCE 1885 
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he felt, “there is no such thing as 
over-selling a customer.” 

In 1921 he was made territorial 
sales manager, and in 1928 he became 
vice-president and general sales man- 
ager. 

Mr. Alcott was active also in the 
Southern Supply and Machinery Dis- 
tributors Association, where he held 
membership on the executive commit- 
tee in 1945 and later was made second 
vice-president. In 1947 he became 
first vice-president, and in 1948 was 
clected to the presidency. 

In his long career in industrial dis- 
tribution, Mr. Alcott has found that 
the successful salesmen needs only 
four attributes. 

1. He must have a sincere liking 
for all kinds of people. 

2. He must put the customer first, 
himself second. 

3. He must know his products and 
their applications. 

4. He must, if necessary, be willing 
to spend nights and Sundays on the 
job. 


Feuchter Made Engineer 
For Federal Bearings Co. 


J. L. Feuchter has been appointed 
service engineer for the Ohio territory 
of ‘The I'ederal Bearings Co., Inc., 
Poughkeepsie, N. Y. Formerly, he 
was sales manager of the bearings 
division of Jack & Heintz Precision 
Industries for three years. 

Prior to that time, Mr. Feuchter 
was associated with Norma-Hoffman 
Bearings Corp. as sales engineer in 
their Cleveland and Detroit offices. 

He will make his headquarters at 
Federal’s Cleveland office, 402 Swet- 
land Building, Cleveland, Ohio. 





THERE IS ADVENTURE in selling 
abrasive wheels, in the opinion of 
Clyde M. Short, city salesman for 
Rogers-Bailey Supply Co., of Chat- 
tanooga, Tenn. 








The Nation's No. 1 


Welders Gloves 


Built right, special heat-resist- 
ant leather. Entire back one 
piece, no burned-out seams. 
Wool heat breoker inside. 


j 


MADE INUSA 


j STEELGRIP 


HEREVER men work, there you will 
find immediate sales openings for 
STEEL-GRIP SAFETY APPAREL. 

Management, in small and large plants 
of all kinds, realizes the importance of this 
protection, recognizes the quality of STEEL- 
GRIP and makes purchases that result in 
good profit. 

This complete line of SAFETY AP- 
PAREL, that covers all needs from head to 
toe, makes it possible for you to supply 
every requirement. 

We have been a source for SAFETY 
APPAREL for more than 35 years. Each 
item in our extensive line has been devel- 
oped in quality, in comfort, in durability, 
to be ideally suited for the need. 





@ Included in the line are GLOVES, MITTENS, APRONS, 
HANDGUARDS, ARM PROTECTORS, FLAME- PROOF 
CLOTHING, LEGGINGS, SPATS, and FINGER GUARDS. 





SAFETY APPAREL 


FOR 
OF 


ALL PARTS 
THE BODY 








GLOVES 


1648 GARFIELD ST. 
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OLD HICKORY 


STEEL CRI 


P 


EG. U.S. PAT. OFF 


(OM PANY 


DANVILLE, ILL. 
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seller! 


‘Tugit’ is E dghobte tool that lifts, 
pulls, and ¥ Fiohtt ins, using an entirely 
new princlp >. " works like a hoist 
—hand-ld¥er @perated with gearing 
and auto =) ic oad brake instead of 
the ordingh 
rangemen i e 

) 


haiwi and ratchet ar- 


one-ton size weighs 
und sells for $42.50. 
it’ weighs 183/, Ibs. 


The sm " 
only 141, Abs 
The two-tdk ‘i 

What af and varied market 
you have & ugit’. It should be in 

verybody who has 
lifting 


Sf & 
in close Xt wrters. 


ling to do — especially 


Thera Y Hots in many manufac- 
turing is Mwhere ‘Tugit’ is invalu- 
able. Construction gangs, road and 
telephone crews, men in service and 
repair shops, farmers, fence erectors, 
scrap-yard foremen—all are pros- 


pects for this radically different tool. 


In addition to its mechanical and 
functional excellence, ‘Tugit’ is small 
enough to fit in any worker's toolbox. 

You should sell many ‘Tugits’. 


Have you sufficient copies of Bulletin 
No. 388? If not, send for a supply. 


‘FUGIT’ 


MANNING,MAXWELL & MOORE, INC. 


MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
“Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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SALES am WITH B-RIGHT-ON 


SOCKET SCREW PRODUCTS 


@ Right down to the last detail B-Right-On Socket 
Screw Products are designed for profitable SALES. 
Premium fasteners, B-Right-On Socket Screws come 
to you in a premium package . . . metal-edged to 
take rough handling . . . attractively designed to 
catch the eye . . . clinch the sales. 

For fastener sales, stock B-Right-On Socket Screw 
Products! 100% dealer cooperation policy... 
plenty of hard-hitting selling aids. 

An authorized distributorship may be open in 
your locality. Check this opportunity today. 


THE BRIGHTON SCREW & MFG. CO. 
1827 Reading Road 
Cincinnati 2, Ohio 





THE 


Duplicates Precision Notches 
WITHOUT DIES! 


The new precision D1-Acro Notcher 
eliminates the need for punch press and 
dies on many production notching op- 
erations. It is also ideal for experimental 
work as it can be quickly adjusted for 
any size or shape notch. Many straight 
shearing operations can also be per- 
formed with this flexible unit. 


CUTS CLEAN—NO BURRS OR 
ROUGH EDGES 





The powerful D1-Acro Notcher has an exclusive roller bearing cam design 
which provides a tremendous pressure with a small amount of effort. The 
precision-ground Vee-shaped ram and blades of alloy tool steel assure 
clean cuts and permanent accuracy. 


LARGE CAPACITY. The D1-Acro Notcher cuts 90° notches up to 6” by 6” 
in 16 gauge steel in one operation. Larger notches, and wider or narrower 
angles, can also be obtained. 
SEND FOR 40 PAGE CATALOG. There are sales for you on 
all six “Die-Less Duplicating” production boosters—Di-Acro 
Benders, Brakes, Shears, Rod Parters, P Not 
Write for complete dealer information. 
ATRD is pronounced “DIE-ACK-RO” 


rf am =) ONEIL-IRWIN mec. Co. ~ 


Fa dons 312 EIGHTH AVENUE, LAKE CITY, MINN. 





Pee 
DI-ACRO 
PRODUCTION EXAMPLES 
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A WELDING CLINIC recently staged 
at Pulver Machinists Supply Co., Chi- 
cago, presented the Delta Mfg. Co., 
new combination arc and spot welders. 
Bob Zahn, Delta representative, dem- 
ontrates arc welding, powered by the 
spot welder in the foreground. Mean- 
while ... 


CUSTOMERS with Cal Kalcony, Pul- 
ver salesman, watch Bill Shepard, Delta 
representative, demonstrate high pres- 
sure spot welding on an air operated 
welder, a possible accessory to this new 
5 KVA spot welder. 





Lyon Corp. Institutes 
Public Relations Campaign 


A public relations campaign in the 
local newspapers of the two manufac- 
turing communities where Lyon Metal 
Products, Inc. has its plants, Aurora 
and Chicago Heights, Ill., recently was 
undertaken by that firm to give the 
people in each community a broader 
understanding of the company’s over- 
all operations. 

In a series of six three-quarter page 
messages, the firm has told the general 
public about its line of products and 
national markets; its national sales or- 
ganization and production facilities; its 
employee benefit programs; the volume 
of business it does (in terms under- 
standable to the layman) and the com- 
pany’s financial contributions to com- 
munity welfare and good will in the 
form of its payrolls, purchases and 
taxes. 

The Lyon Corp. believes the cam- 
paign has succeeded in fulfilling each 
of these objectives, judging by the let- 
ters received and comments made by 
citizens of Aurora and Chicago 
Heights. It was so successful, in fact, 
the firm plans to repeat something 





similar in 1949. 


T SELL! 


Literally thousands of these new Vaco 
ZBS50 kits sold in just a few months 
prove that buyers, engineers, mechanics 
... in fact anyone interested in tools... 
can’t resist this beautiful 5-in-1 screw 
driver set. 


There’s a good reason why the ZB50 
is a best seller, day in and day out. It’s 
the handiest, most useful, most attrac- 


Introduced in '48, the Vaco Duplex 
illustrated above cont S$, month by 
month, to break all previous sales 
records. One publicity item alone 
featuring its handy character produced 





assemble 


blade gives the user a regular and Phillips 
type. 


screw driver in one easy-to-carry unit. 
Exclusive, no-wobble construction makes 
this b ful tool out ding. Finest 
Vaco quality at an attractive, low price. 
Available in two sizes. Full information 
on request. 


tables ¢ 
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TMati 
thousands of inquiries. The reversible t Oughe pashan you 
i 


“YOK oO : 
Color. fuse illustrated = © hea 
© fit the gPPlication 


aay 


$3520 
SS mat 


tive value you’ve ever seen! Three regu- 
lar and two Phillips blades fit inter- 
changeably into the clear, break-proof, 
shock-proof Amberyl* handle... giving 
the workman all the drivers he needs 
in one compact package that easily 
fits into the back pocket. 


The price? It’s exceptional, at $2.95 list. 


CATALOG 


useful s 


! 
1 
! 
t 
! 
! 
! 
' 
! 
! 
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PLANTS TODAY TAKE 4° SECOND LOOK Al CONSTRUCTION 


EE MORGAN VISES 


— -— FOR YOU - 


Your suggestion of proper tools to help 
your customers cut down that constant 
problem of high production costs can be 
worth money » you. MORGAN VISES can 
help materially and 
| also help maintain high 
| manufacturing _ stand- 
| ards. MORGAN VISES 
are built well — extra 
heavy weight and even 
distribution of this 
weight makes’ them 
practically unbreakable — 
original accuracy and pre- 
cision last indefinitely — no 
maintenance needed. Here 
is a moneymaker we'd like 
you to know about. Sold 
under a selective distributor 
policy. 


Pm 








4) MORGAN VISE CO. 


108-112 N. JEFFERSON STREET 
CHICAGO 6, ILLINOIS 











that’s why it’s 
easy to sell the Calder line of 
dressers and tool steel cutters. 
They are available in the right 
size for every job. Dressers have 
Right and Left hand Threaded 
Bushings for automatic tighten- 
ing—feature extra weight for 
easy use. 


We also feature a fine line of 
diamond dressing tools. 


Sold Only Through Distributors 


-CALDER MANUFACTURING CO, 


Lancaster, Penna. 
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(No. 92-A) 


Double Yet 
BLOW TORCH 


Exclusive double jet burner pro- 
duces a pencil-point flame —a 
flame within a flame, register- 
ing 2300°F. by pyrometer read- 
ing @ Ideal for sweating copper 
fittings, brazing, or fine preci- 
sion work ® Idling flame keeps 
torch fully generated for in- 
stant use — ideal for intermit- 
tent work ® Objectionable 
noise noticeable in single bur- 
ner torches is eliminated ® 
Seamless brass, high polished 
brass tank with bottom fill © 
Tank capacity is one quart ® 
Fuel used—gasoline ® Weighs 
only 414 pounds @ Identical 
burner, No. 95-A, has one-pint 
Capacity. 
See Your Jobber 


THE TURNER BRASS woesce 


Pos vee woke 
Since 





Edmond A. Neal 


Nicholson Names Neal 
To Aid Sales Director 


Edmond A. Neal has been ap- 
pointed assistant director of sales for 
the Nicholson File Co. of Providence, 
R. I. 

Mr. Neal joined Nicholson in 1939, 
following three years with Devoe Ray- 
nolds Co. as a market analyst. He was 
first assigned to New York City as a 
service engineer. In 1941 he became 
sales representative in charge of the 
Philadelphia area and in 1943 assumed 
similar responsibility for New York 
City and upper New York State. 

In 1946, Mr. Neal went to the 
Providence office of the company 
where he has assisted H. L. Whitney, 
director of sales, in market analysis 
and sales management. 


Procurement Information 
Available At Army Center 


A procurement information center 
has been established in the office of 
the assistant secretary of the Army to 
supply information concerning Army 
procurement of supplies and equip- 
ment. Lt. Colonel Edgar M. Teeter 
is the officer in charge. 

Letters requesting information on 
current Army procurement programs, 
submission of bids, buying and pur- 
chasing offices and abstracts of bids 
should be addressed to: 

Procurement Information Center, 
Office of the Assistant Secretary of 
the Army, Room 4E789, The Penta- 
gon, Washington 25, D. C. The 
telephone number is REpublic 6700, 
extension 4327. Prospective bidders 
and manufacturers interested in se- 
curing information may write, tele- 
phone or call in person at the office. 

The Air Force and the Navy are 
expected to set up procurement in- 
formation centers in the future but 
have not made definite plans yet. 








Whether you've ever used “K” fittings or not, 
we ask you to pick one up and examine it closely. 
Notice the smooth walls inside and out. Notice the 
clean, sharp threads and chamfered entrances. 

You can tell by looking at a “K” fitting that it’s 
sound and symmetrical. If you sawed it in two, you’d 
find the walls of even thickness; the entire casting 
close-grained and free of defects. 

Over the last sixty-odd years, “K” fittings have 
earned an enviable reputation for their fine quality of 
workmanship and material. They’re the kind of fittings 
that build good will for supply houses. 








THE 3000 SHAPES AND SIZES OF ‘*K'’ CAST-IRON FITTINGS INCLUDE: 
STANDARD AND EXTRA HEAVY SCREWED FITTINGS 
STANDARD FLANGED FITTINGS 
STANDARD AND EXTRA HEAVY COMPANION FLANGES 
DRAINAGE AND SPRINKLER FITTINGS 





DAYTON 1, OHIO 





Fittings Company, Branford, Conn., and 
Kuhns Bros. Co., Dayton, Ohio 
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PRECISION FITTINGS 


KUHNS BROTHERS CO. 


COMBINED MARKET FACILITIES with Malleable Iron 


TM. Rey S. Pat. Off 


WITH MANY 
ADVANTAGES 


PATENTED -U.S.Pat.Nos ¥) 
: 2,386,429; 2,395, 
tt Other Petents Pending, 


An excellent account opener that 
builds volume — and profit. Many 
industrial applications. For air, oil 
and coolant lines on machines. 
Many advantages. Exerts uniform 
clamping pressure... will not 
collapse or distort thin wall tubing 
...extra long take up — reduces 
inventory requirements...easy to 
install — without removing hose... 
vibration proof — will not loosen... 
can be reused many times. 


Order FREE SAMPLE 
a profitable item 


Send free sample 


Name 





Company 








Street Address 
City. 
State 











BREEZE CORPORATIONS, INC. 
D\igda-bemeSi-lii-l-le- Mi d-1es ee 
33 South Sixth Street 


ee a) ee a 2 





\ WELDING TORCHES 


wv. 


Your men will find ready acceptance for the 
Gasweld Line. There’s a Gasweld Torch for 
every use—from featherweights to heavy duty 
types — the right torch for every job. 

Gasweld’s free-flow jet mixer assures superior 

welding and cutting for all operations. Extra 

rugged construction assures longer service with 

minimum maintenance. 

A sound plan of sales co-operation assures 
maximum results and profits for distributors. 
Profit by the ever-widening market for this fast-selling 


equipment. 
Wall Chemicais 


: Division 
THE figquid CARBONIC CORPORATION 


3110 South Kedzie Avenue 
Chicago 23, Illinois 


Gasweld Equipment conforms fully 
with standards of Underwriters’ 
Laboratories. 


© Nationally-Used 
® Industry - Proved 
© A Complete Line 


Write today for a copy of the Gasweld 
Catalog and full information on prices 
and discounts. 








Join with 


GARDINER 
SOLDER! 


Federated Gardiner Brand 
ACID CORE SOLDER is scien- 
tifically alloyed from the 
purest metals, resulting in a 
precise composition which 
will give strong, lasting bonds. 
For automotive and general 
work. Comes in all commer- 
cial sizes and quantities. 


METALS DIVISION 
AMERICAN SMELTING AND 
REFINING COMPANY 
WHITING, INDIANA (CHICAGO) 
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= STAINLESS STEELS 


QO) NAVAL BRONZE STEEL 
“\# ALUMINUM 


127 CHURCH ST 


THE MOST COMPLETE SOURCE 


e 


> WASHERS ” 


oe 


BRASS 


MONEL EVERDUR 


NICKEL ALLOY STEEL 


NEW YORK 7, N. Y. 





F. N. Manning 


Wimberly & Thomas 
Names Supply Head 


F. N. Manning has been named 
manager of the industrial supply de- 
partment of the Wimberly & Thomas 
Hardware Co., Inc., Birmingham, 
Ala. Mr. Manning has had more than 
21 years experience in the industrial 
supply and wholesale hardware field, 
having been associated with the Long- 
Lewis Hardware Co. of Birmingham, 
prior to joining the Wimberly & 
Thomas organization in 1932. 

Mr. Manning will manage the de- 


partment under the direction of ‘. ZEPHYR 1950 SERIES 


Lloyd Mason, vice- -president. Y%-INCH ELECTRIC DRILLS 
In a recent election of officers, ZEPHYR 500 SERIES 


Hughes B. Kennedy was named chair- Yo-INCH ELECTRIC DRILLS 
man of the board. Other officers re- 
elected were James F. Shackleford, (Wi No. 1950-H 
president; H. L. Schmitt, secretary- (With Jacobs Hand-Tite Chuck) 
treasurer; M. E. Thomas, Fulton Seel- : 
binder, E. B. Somerville and Mr. (With Jacobs Geared Chuck) 
Mason, vice-presidents. 

The board of directors includes 


Messrs. Kennedy, Schmitt, Seelbinder, YOUR BEST BET...El THER ONE OR BOTH 


Shackleford and Mason. 
These drills are the latest in proved, streamline design. In its capacity range, 


each represents a big advancement in the combination of high power, quality 
and refinement in construction, and long-life performance. Due to the shape, 
size, and light weight, each offers a new handling ease and convenience that 
readily appeal to the user. They are your best bet for maintenance, production, 


and utility drilling operations. 


Backed by a consistent advertising program in 
leading industrial and consumer publications. 


Write for new Booklet on Portable Power Tools and 
ask for Portable’s Complete Sales Plan and Discounts 


J. Lloyd Mason 


Buffalo Hospital Names Weed 
“Walter C. Weed, president and 


ET 
treasurer of Weed & Co., Buffalo, has FE LE C T R l C TOO LS, | NC. 


been elected to the board of directors Rie eile Bias se Sendame Guinea Gh Serteiiasted 
of Millard TY illmore Hospital in 


Buffalo. 267 WEST 79TH STREET, CHICAGO 20, ars yy" 
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WESTERN CHAIN 


1819 BELMONT AVE 





No! 


A new sales booster... that keeps 
your name before your customers! 


Here's something NEW in the merchandising of shim stock! 
Three big advantages for you: 


] For the first time, a sturdy metal wall rack to be filled 
® with four cartons of shim stock in gauges of the cus- 
tomer’s choice. There's no need to buy fixed, inflexible 
assortments. 12 gauges from .001 to .012” are available. 


? FREE imprinting of your firm name across the top, 
© when ordered in quantities of twenty-five or more. It's 
excellent advertising, gets your name into the shop on an 


every day basis. 


2 Larger units of sale for you! You sell the rack and 
® four cartons of shim stock at one time. 


A Better 
Welded 
CHAIN 


for every industrial pur- 
pose, for every essential 
industry—wherever chains 
are needed, you'll find 
Wesco Chains doing a 
better job because they 
are better welded chains. 


Proof Coil Chain 
BBB Coil Chain 
Sling Chains and 
Log Chains... 
Railroad Chain. 


Write for the Wesco 
Industrial Chain Catalog 


COMPANY 


CHICAGO 13, ILL. 





INATED SHIM COMPANY, INC. 


NEW WALL RACK... 
Features your firm name. 
Holds any 4 gauges your 
customer chooses. 


SELL PACKAGES INSTEAD OF INCHES! Laminated Shim Company's 
line of packaged shim stock scves space and time ond waste 


in stocking and using. Write today for catalog and price sheets, 
explanation of distributor protection and cooperation policy. 


LAMINATED SHIM COMPANY 


INCORPORATED 


SHIM STOCK GLENBROOK, CONN 
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AN-COR-LOX NUTS 
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renracatese ses - _— ict a 
Stainless Steel 


FLOATS 


and other products 


have been favorites with American Industry for 
more than 60 vears. We have floats in Stain- 
less Steel, Copper, Aluminum, Monel, Nickel, 
and Everdur—for any service. The demand is 
always for our tanks, coolers, bends, kettles, 
heaters, dippers, chemical apparatus, expansion 
joints, coils, and our engineers are at your 
service for consultat‘on without charge. Get 
all details on HARRIS products and service. 


ARTHUR HARRIS COMPANY 


210-218 N. Aberdeen St. Chicago 7, Ill. 
SSRI Ree ONS 








- ) The Practical, 


=F a good-looking 


a Beacon for 


Fixed 
Position 


WVVINTIN Te 
LANTERNS | 


EMBURY MFG. CO., WARSAW, N. Y. 











THE NEW DIRECTOR of personnel 
at Fairbanks, Morse & Co. is Louis R. 
Gaiennie. He will make his head- 
quarters at the Beloit, Wis. plant. 





New Personnel Appointments 


Made By Kieley & Mueller 


Robert J. Donnelly has been ap- 
pointed general sales manager; Ward 
K. Stallings has been named chief en- 
gineer; and A. W. Bailey, general of- 
fice manager of Kieley & Mueller, Inc., 
North Bergen, N. J. manufacturer of 
automatic control valves. 

Mr. Donnelly has been associated 
with the company for the past ten 
years, specializing in the marketing of 
the company’s products. Mr. Stallings 
assumes his new position with the ex- 
perience of eleven years in the firm’s 
production, engineering and sales de- 
partments. Mr. Bailey joined Kieley & 
Mueller in 1948. His background in- 
cludes an extended period of close as- 
sociation with the Fisher Governor 
Co., with whom he was affiliated for 
many years. 


P & H Building 


New Dallas Warehouse 


Construction recently was begun in 
Dallas, Texas on a new P&H office and 
warehouse to serve the Southwestern 
territory of Texas, Oklahoma and 
New Mexico. Manager of the office 
is James Enochs. 

P&H—the Harnischfeger Corp.— 
has had a district warehouse in Dallas 
for over 20 years but was forced to 
build larger quarters because of greatly 
increased business. 

The new building, located in the 
Dallas Trinity industrial area, will be 
a modern, one-floor structure housing 
the latest in service facilities. There 
is warehouse space of over 10,000 sq. 
ft. available for equipment and parts 
storage, and a P&H 50-ft. span, three- 
motor overhead electric _ traveling 
crane will be installed. 








ao 


fe iter ict) 
DETROIT 


Industry Needs 
BELTING to increase 
PRODUCTION = Your 


Profit Opportunity ! 


As industry extends its postwar scope of 
activity it is likewise extending its use of 
Conveyor Belting, to maintain proper effici- 
ency standards in materials-and-product- 
handling operations. Almost every stop of a 
distributor's salesman can mean a belting 
sale... if he can “fill the bill” with the right 
belting for the job intended. 

By offering “BUFFALO” Belting the sales- 
man can insure high profit returns through 
additional sales and customer satisfaction . . . 
from the complete selection of finest-quality 
“BUFFALO” Belts for standardized or 
special industrial use. 


Write for free samples and 
Distributor Profit Story 


BUFFALO WEAVING & BELTING CO. 


209 Chandler Street 
¢ BUFFALO 7, N.Y: ..* - NEW YoRK 


o PHILADELPHIA e SAN FRANCISCO 
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BIG FAVORITE 
for BIG JOBS! 


@ C&L No. 75 
HEAVY DUTY FIRE POT 


Quick 
DETACHABLE 


Investigate the * 


EXTRA PROFITS 
IN SELLING 


@ Generates extra 

large, powerful 

blast flame, that is 

regulated easily by 

flame control device in 

detachable burner. Han- 

dles 8” metal pot—quickly 

melts 75 lbs. of solder, kettle 

of paraffin or insulating 
compound, 


Write for Catalog showing full 
line of Fire Pots and Blow Torches 


CLAYTON & LAMBERT MFG. CO. 


1716 Dixie Highway . Louisville 10, Ky. 





TOP QUALITY 
Since 192] 





Extra profits are always worth 
investigating . . . especially when 
they’re tied up with Extra 
Customer Satisfaction. You get Push Broom 
them both, selling Chicago Saws. 


Every blade is made of top qual- 
ity saw steel . . . precision heat 
treated for toughness .. . evenly 
balanced and accurately fitted. 
And when your customers enjoy 
the quiet running, keen cutting 


edge ... the money savings from INDUSTRIAL 
less frequent sharpening 


they'll come back for more. oo BRU S L ES ano 4 ROOMS 


Behind this famous line of saws 
is an agressive advertising cam- 
paign running in leading publica- 
tions that reach the men who are 
using and buying saw blades 
-. + your customers. 


Floor Brush 


® The right “Tool” for the job . . . you can supply your 
customers with just that from the complete CAPITAL 
line of Industrial Brushes and Brooms. Maintenance and 
cleaning requirements represent an expensive operation 
in plants, railroads, schools, public buildings—in many 
places too numerous to mention here. You have the 
solution to this problem for the plant managers in your 
territory. Good profits are yours when you sell the 
DISTRIBUTOR PROTECTION if CAPITAL line and we urge users to buy through their 
local distributor. 


Write today for full particulars 
regarding a Chicago Saw distrib- 
utorship in your territory. 


“Red Cape 
Metal Case Broom 


CHICAGO SAW WORKS 
nc INDIANAPOLIS 


ee ee eee ORTH ig BRUSH AND BROOM MANUFACTURING CO. 
CHICAGO ILLINOIS CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 
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AN INSPECTION TOUR of a new 
addition under construction for Rex 
Supply Corp., Houston, is taken by 
J. W. Madden, new president, and 
O. S. Ferguson, secretary-treasurer. 


Rex Supply 
Elects Officers 


J. W. Madden has been elected 
president of the Rex Supply Corp., 
Houston, succeeding G. R. Waddell 
who recently resigned. Others elected 
are A. J. Ferguson and Roy March, 
vice-presidents; O. S. Ferguson, secre- 
tary-treasurer, and R. J. Percida, assist- 
ant secretary-treasurer. 


SKF Appoints S. H. Smith 
Cincinnati Manager 


Stuart H, Smith has been named 
Cincinnati district manager of SKF 
Industries, Inc. Mr. Smith has been 
assistant district manager of the De- 
troit office since 1944. 

Recent additions as field represen- 
tatives for SKF have included C. N. 
Benson and D. B. Eden, Boston; A. R. 
Ehrnschwender, Cincinnati; J. T. 
Paradise, Atlanta, and G. L. Hansen, 
Portland, Ore. 

Mr. Benson joined the company in 
1916 and was supervising engineer of 
the paper-mill division for many years. 
Mr. Eden, formerly, was quality-con- 
trol supervisor. Messrs, Ehrnschwen- 
der, Paradise and Hansen joined the 
firm in 1948 as engineer trainees. 





CUSTOMERS of Matthews-Morse 
Sales Co., Charlotte, N. C., seek en- 
gineering advice from Frank Pritchard, 
who handles inside sales. 





4 


ALWAYS Ze Right Cnnediin 





Water, Steam, 
Air, Oil, Gas, 
Hydraulic... 
High or Low 
Pressure 


OSs” WASHER TYPE 
HOSE COUPLING 
STYLE W-16 


The coupling that has led the way in making the name DIXON 
synonymous with quality and reliability. Designed and built to com- 
bine great strength and durability with ease in connecting and dis- 
connecting. Tightening of free-swiveling wing nut insures a completely 
leakproof seal. Powerful, full-circumference grip of the “BOSS” Offset 
and Interlocking Clamp precludes all possibility of blow-offs. Fur- 
nished in Y%" to 6" sizes, with male or female spuds. Cadmium plated 
for protection against rust and corrosion. 


Sold in Accordance With Our Established Distributor Policy 


UD IN : N 
PRODUCERS OF Jhe Quality Line COUPLINGS + NIPPLES » MENDERS * CLAMPS 
“BOSS” “GJ-BOSS” “DIXON” “KING” “AIR KING” “DIX-LOCK” 


PHILADELPHIA, PA. BRANCHES: CHICAGO «+ BIRMINGHAM * LOS ANGELES »* HOUSTON 
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A GOOD PRODUCT 
.. GOOD SALES Jig”. —— 
.. GOOD PROFITS ee 


Precision Built Bronze Bearing Pillow Blocks yma — Li — Seer 
OILITE Bronze Bearing Pillow Blocks are conrmeneed adhesion 7 he 


4 + © : : ; : b 
A erfect combinati nn low-cost bearing units sturdily built of ber to core. Serene one-piece 
0 virgin zinc alloy and precision machined. i ae Bee a 
Each unit is fitted with two OILITE Anti- taining dirt - proof thrus 


e Friction Bronze Bearings with an oil re- washers. Only a few of many 
ini ve betw hem—a sprine-lid sizes listed. We serve resale 
or usine Ss taining groove between them—a spring: dealers and original equipment manufacturers. 
@ @ oiler is furnished for lubrication. =. 
SPECIFICATIONS 


CENTRA PILLOW BLOCKS | [we et, at closd,, 
and MANDRELS } § ¥% 140 Ibs, 


200 





‘ 
Pad 
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The same rigid manufacturing 

standards distinguish these CEN- 

TRAL Products as has identified 

our well-known line of Standard 

Drives. We want Distributors who nents meee eaten aaiils 

are ready for a _ profit oppor- = oILITE Bronze Bearing Mandrels are 

tunity - + - ready to push a good ideal for all industrial and home work- 
shop applications. Shafts precision ma- 

product and make sales effort pay. chined cold-drawn steel, collars die cast 

Let us send all details now. of virgin zinc alloy. Delivered individu- 


ally boxed with two CENTRAL Pillow 
Blocks and spring-lid oiler. 


DIE CASTING & MFG. CO., INC. 
CENTRA 2935 W. 47th St., Chicago 32, Ill. ig rte 


187 Breckenridge St., Buffalo, N. Y. 
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GREATER PROFITS 
CLIPPER 


——— 
—~ 


FEATURE and SELL 


) | Rubyfluid 


‘S Vv Constant Consumer Demand — ras ones 
Y WY No Factory Sales to Users a 


: y Customers prefer Rubyfluid 
of H | j d H d because it’s fast acting, eco- 
4 Nationa y bs vertise nomical and so easy to use. 

Rubyfluid thoroughly condi- 


y ov Firm Resale Price Policy a tions metal for a smooth, strong 


‘NX y ? m : union—produces no harmful or 

y ¢ H 4 U : Q | , objectionable odors. : 
Ig est nl orm vd ity Pic Oe Sell this “tested by use” 

' soldering flux for customer sai- 


Sold ONLY ia > | isfaction and more profits to 


‘. ~ . you. 

Through Authorized Distributors : For stainless steel — Sell 
. q Ruby’s Stainless Steel Flux— 
CLIPPER BELT LACER COMPANY, GRAND RAPIDS 2, MICHIGAN, U.S.A. or, | perfected for that metal. 


oa ee a eae SM ce aN ea Y , FOR INFORMATION 
» en Sa cn WRITE 





RUBY CHEMICAL CO. 
76 McDowell St., Columbus, Ohio 


\Rubyfluidy 
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“Threadwell Tools 


do many jobs 





Albert C. Pitzonka 


R. C. Neal Co. 
Adds Pitzonka To Staff 


Albert C. Pitzonka has been ap- 
pointed to the sales and operating staff 
of R. C. Neal Co., Inc., to work closely 
with and under the jurisdiction of 
Frank J. Grunder, assistant sales man- 
ager. His duties will include all phases 
of special tooling requirements. 

Before joining the Neal organiza- 
tion, Mr. Pitzonka was vice-president 
and sales manager of the J. R. Stewart 
Co. of Syracuse, specializing in all 
kinds of special machinery and tooling. 

He will make his headquarters at the 
Buffalo home office of the company. 








Steel Warehouse Group 
Announces New Members 











Headquarters for the American Steel 
Warehouse Ass’n., Inc., Cleveland, 
recently announced the following new 


members clected to their national | 
mene | try them on Your tough ones 
| event 





Southern California chapter: Com- | 
stock Steel & Supply Inc., Phoenix | 
and Tucson branches. | 

Pacific Northwest chapter: Gilmore 
Steel & Supply Co., Portland; United “Ha, ha, ha,” a guy said to us the other day. “Those Threadwell 
States Steel Supply Co., Portland. cartoons get me. But isn’t selling a serious business?” 

Washington chapter: Marshall : ; : ; . 
Wells Co., Seattle; United States Steel A v-e-r-y good question. We think selling IS a serious business. 
& Supply Co., Seattle. That's why we are constantly conditioning new prospects and 

Pittsburgh chapter: J. B. Booth & hammering away at old customers, who are full of repeat 
Co., Pittsburgh. business. 

New York chapter: Hanover Steel 
Corp., Union, N. J. 

Philadelphia chapter: Morris, 
Wheeler & Co., Inc., Philadelphia. Threadwell Distributors, we haha'd right 
back, come in by constantly making 

i sborn Mfg. sweet music on that famous old instru- 
cenaty: pee Sanaa S iment, the cash register. They KNOW the 
As Factory Sales Agent advantage of Threadwell’s 100% Dis- 

John Clark Alberts has been named tributor Sales Policy. We'd be glad to 
factory sales representative of the ma- tell you about it, too, if you want to get 
chine division of The Osborn Mfg. in on the snowballing demand for 
Co. of Cleveland. He has been as- Threadwell products. 
signed to the Northern Indiana, IIli- 
nois, Iowa, Wisconsin and Minnesota 
area and will make his headquarters THREADWELL TAP & DIE COMPANY, Baeeatinie sane 
in Osborn’s Chicago office. Taps © Dies © Drills © Coynterhoras! Nyse Se ee 











“But,” our guy said, where do Threadwell Distributors come 
in?” 
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We have a 
copy for you- 


i 
EXCLUSIVE FEATURES H 
1. Saves time —one hand operation—"‘lift, slide, lock!" 
2. Saves tooling expense —smaller, simpler jigs. 
3. Saves space in tool crib. 


4. Indispensable for toolroom work in addition 
to production. 


SFEEFITSE- SOLD ONLY THROUGH RECOGNIZED DISTRIBUTORS. 


! 
! 

! 

! 

! 

! 
= 
! 

! 

! 
! 
! 


__{$#22 


“a facts about industry's 
rating of gauges that you 
will want to know... 


CARDINAL MACHINE COMPANY 


new literature available 
GLENDALE, CALIFORNIA 











XE 


CAR 
MOVERS 
... for high 


sales 
average 


Three types give you 
complete coverage for 
any railyard job of 
shifting or moving. Get 
the proper car mover 
into the hands of your 
customers who ship 
and receive freight 
and you will ma- 
terially increase 
your car mover 
sales. 


® Power King 
© Never Slip 
© Slip Proof 


© Safe 
Car an 





APPLETON 
ro. wisconsin 





ght application necessary 
and seals belting from for- 
iter 
ump on belt or pulley 
and preserves belting 


as resin, grease, etc. 


@ keeps belting pliable in all kinds of 
atmosphere and under all conditions. 


@ good for all types of belting 


The regular use of CANTOL BELT WAX will not 
only insure better traction but will give a new 
lease on the life of the belt Itself. CANTOL spells 
good business for distributors . . . let us send you 
facts and cash in on them to your advantage. 
We urge users to buy through their local distributor. 


CANTOL WAX PRODUCTS CO. 





BLOOMINGTON e INDIANA 
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You may well have read some of the 
Marsh advertisements contained in 
this folder. Brought together they 
tell a story about gauge preference 
in field after field of industry that is 
important to you. Everyone who 
handles pressure gauges will find 
this presentation profitable reading. 

Your copy, sent on request, will 
demonstrate two things: (1) that 
Marsh Gauges are the right gauges 
for you to handle, and (2) that 
Marsh, through such advertisements 
as these, drives home to your cus- 
tomers unremittingly the story of 
Marsh acceptability. 


JAS. P. MARSH CORP. 
Dept. C, Skokie, Ill. 


the gauge 
with the 
HRECALIBRATOR 


” 

“Recalibrator ae 

bs e -* . 

correct © Sryent—the finishing 
a 


touch to a superlative gavge- 


GAUGES *® VALVES © TRAPS. 
DIAL THERMOMETERS 
HEATING SPECIALTIES 








bal 


Dudley M. Condit 


Condit Heads Committee of 
Chicago Cancer Society 


Dudley M. Condit, assistant to the 
president of Sterling Products Co., 
Inc., Chicago, has been appointed to 
head an area committee which will 
solicit contributions among heavy ma- 
chinery manufacturers in the Ameri- 
can Cancer Society’s April fund drive. 

The civic post makes Mr. Condit re- 
sponsible for the collection of a por- 
tion of the Society’s $750,000 Chicago 
area goal. 


Norris, Daugherty 
Advanced by Utica Firm 


Edward Norris was elected chair- 
man of the board of directors and 
W. V. Daugherty was made president 
of the Utica Drop Forge & Tool Corp. 
at a recent meeting of company di- 
rectors. In his new position, Mr. 
Norris will maintain an active role in 
over-all company policies and will con- 
centrate on sales development. 

Mr. Daugherty, who moves up from 
vice-presidént, has been associated with 
Drop Forge since 1940. Before com- 
ing to Utica, he was president of 
Thomas Devlin Mfg. Co. 

Mr. Norris has served as president 
of Dorp Forge since 1937. Prior to 
that he was president of the Utica 
Heater Co. 

Other executives of the firm in- 
clude: George P. Krug, vice-president 
and treasurer; Thomas R. Hughes, sales 
manager; and Frank P. Tenney of 
Cleveland, Ohio, vice-president. 


Taylor Forge Names 
Murphey Advertising Head 


R. W. (Pat) Murphey has been 
ie advertising manager for 
Taylor Forge & Pipe Works, whose 
general offices and main plant are lo- 
cated in Chicago. Mr. Murphey has 
had extensive industrial advertising 
experience and is well-known in the 
Chicago area, 








SSE 


LUBRICATING 


DEVICES 





Figure 77 
Hydro Gas Engine 


Figure 85 
Marine Grease Cup Lubricator 





AIR PISTOL 
A profitable item because every 
industrial plant equipped for 
air can use it. 








Supply Industry's Need... . 


Immediate service on orders . . . that means 
no waiting for your customers—no valuable 
loss of time for shutdowns. ESSEX Units 
guarantee uninterrupted service and our more 
than 48 years of practical engineering ex- 
perience is assurance of proper units for any 
job. This is a good opportunity — don’t 
miss it. 


@ sight feed lubricators 
@ plain lubricators 

@ hand oil pumps 

@ plural oilers 

® grease cups 

® oil gauges 

® water gauges 

@ oiling devices 

@ air cocks, etc. 


ESSEX BRASS CORPORATION 


2000 FRANKLIN STREET Est. 


1907 DETROIT 7, MICH. 











BOLTS - NUTS - RIVETS 
AND SCREWS 


LARK Bros ott (0, 


MILLDALE , CONN 
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To Belting Mfrs. & 
Sewing Machine 
Jobbers... 


We Would Like to Tell You: 
e HOW and WHY you can make 
money with “H & B” Round 
Belting. 
How other dealers have made 
money with the “H & B” Round 
Belting line. 
What we are doing—in adver- 
tising and sales helps—to help 
you make the most profits. 
® 


For full information 
send for Catalog I-3. 


MT 
SHINGLE LEATHER Leer 














/ ATLAS PERFECT 


lo -Aaud: CAR MOVER SPURS 


PERFECT ) PERFECT 
PORTER'S NEW HanokuP 6C WIRE CUTTER SHARP E TEMPERED 


A one-hand tool with two-hand tool power — cuts 14” soft bolts 
in thread — 3%" soft rods and cable. Hook blade pulls staples, gets 
under tight wire, lifts clenched nails. 


HanoKuP 6A Angle Cutter— same capacities as above, but 
cuts close —and no scraped knuckles. Excellent for form wires, ATLAS PERFECT SPURS are 


cotter pins, protruding bolts or screws. on do - - f th 
one oO 
HanoKuP 6T Shear Cutter —cuts *%” baling or box wire : e strongest 
steel strapping up to .035” x 114” on bales, boxes, cartons, crates, also steels available today . There 
— el . ‘“‘must’”’ in shipping and receiving rooms, strip is nothin g on th e market that 
All three HandKIliP tools are 8” long, weigh 34 Ib., have tough, is any better for this purpose. 
hard, alloy steel heads, grip-fitting handles, specially coated for non- 
slipping, weather and water resisting. Adjustment gives longer life. 
Buy them at your leading supply house, hardware distributor or SIZES FOR ALL MAKES 
dealer. Available immediately. F 
Write for circular. 0 CAR MOVERS 
Don’t Forget Those Redesigned Porter Two-Hand Cutters. A 


Tool for Every Purpose. Manufactured only by 


H. K. PORTER, INC., Somerville 43, Mass. || 4 pPLETON-ATLAS CAR 








ge ry ec mrnovEn MOVER CORPORATION 
~~) ORTER CUTTERS 
These popular two-hand tools are 


1421-25 So. 2nd St. Milwaukee 4, Wis. 


now 15 ways bh, formerly at Appleton, Wis. 


etter. They’, 
sti si ey're 30 
oa 20% easier to handle : {2 
, eir capacity and TSX 
TAG ay 
. Pia th ‘4 ’ 
cy ° | gum GET ANGERS = 
Nats SHEAR BD SY? 
CUTTER CUTTER . ~ 





























® sodering paste 

© sodering sticks 

© sodering oil 

© sodering flux 

© sodering liquid 

® sodering syrup 

® sodering acid 

® stainless steel polish 
e solid sal ammonia 


e 
CASE COMTAINS 
23 FEtT 
Ge TercK 
fo, &s aft 
pe5 Ley j 
FEELTE Display carton avail- 


elie 9 os Bho THE RIGHT SODERING 


in most popular sizes. F L U X 


Demanded by name for years, by machinists and mechan- 
FOR EACH NEED 


ics in all phases of close tolerance work. Your stock is in- 
@ 55 years of accumulated 


complete without a good supply of these convenient experience is at the dis- 
isi ; posal of your customers 
precision packages. Fourteen standard thicknesses from eT eax Gakakedl Gaidie 


.0015 thru .015. Available in 12” strips, /2" wide, each iden- is ready at ail times to 
give attention to their in- 


tified by thickness and encased in moisture-proof cello- tricate and unusual soder- 
. / ea ing problems. The answer 
phane envelope, 12 pieces each thickness to a box. Coil is to a sodering problem is 
25’, thickness indicated every 12”, packed in clear plastic aivcud eaulk é tam a 
: ; : ; sotri la? Ate. flux—a change in tempera- 

case. Write for price sheet and stocking distributor's’ dis rei mtg al 
ALLEN specialists always 

count plan. have the answer. Send for 


DETROIT STAMPING COMPANY io sodering char. 
332 Midland Avenue Detroit 3, Mich. 





L. B. ALLEN CO., Inc. 
6731 BRYN MAWR AYE. 
CHICAGO 31, ILL. 
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Picture a worker - 


Sometimes you give your prospect a 
better idea of what a ‘Load Lifter’ 
really is if you picture it as a man — 
a strong, faithful worker always on 
the job. A worker who never kicks 
if the load is within capacity. A 
worker who never loafs on the job 
nor takes time off for breakdowns 
due to structural weakness. 


Picture the ‘Load Lifter’ as a valu- 
able worker on the job three shifts 
a day, day after day, lifting capacity 
loads many times each hour with ease 
and speed while demanding the mini- 
mum amount of attention. Tell how 
the ‘Load Lifter’ is able to work like 
this — about the mechanical superi- 
orities and special features which 
make it a strong, dependable, effi- 
cient performer at all times under all) 
conditions. 


You'll also want to tell him how 
the ‘Load Lifter’ handles the toughest 
lifting jobs at a low yearly cost for 
current, minimum maintenance cost, 
absolute safety for his workers — all 
of which add up to bigger profit for 
him. Be sure to tell him that he’ll 
find a ‘Load Lifter’ to meet his every 
industrial need. 


Keep yourself well supplied with 
Catalog No, 215. If you need 


more copies, write us, 


mms LOAD LIFTER 
IM Hoists 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 





Dave Owen 


Marwedel Appoints Owen 
Oakland Branch Manager 


Dave Owen recently was made 
manager of the Oakland store of 
C. W. Marwedel. In addition to his 
duties as store manager, Mr. Owen 
now has direct contact with all the 
salesmen working out of Oakland, 
numbering seven outside and four 
specialty salesmen. 


Marlow Pumps Names Rubin 
Sales Manager 


Andre S. Rubin, Jr. has been ap- 
pointed sales manager for Marlow 
Pumps, Ridgewood, N. J. and will 
actively direct sales and sales engineer- 
ing for the self-priming centrifugal, 
diaphragm and plunger industrial 
pumps manufactured by the company. 

Mr. Rubin has been affiliated with 
the firm since 1942 when he became 
assistant to the late A. S. Marlow, Sr., 
founder of the organization. Widely 
known in the field, he has been active 
in the development of the company’s 
self-priming centrifugal pumps for use 


in industry, 


Andre S. Rubin, Jr. 
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DRILL 
CLEANER HOLES! 
NOW...DRILL MASONRY 


UP TO 4 TIMES FASTER! 


© Two styles (fluted or round shank) for 
deep or shallow holes 


© Wide range of sizes 


¢ Carboloy Cemented Carbide tips drill 
any masonry 


* Drills stay sharp up to 50 times longer 


© Fit any standard rotary drill press, or 
hand brace 


© Drill clean, accurate holes . . . quietly 


¢ Available singly or in 3 handy kits of 
six assorted drill sizes each 


These advantages mean 


HIGH SALES 


(and CARBOLOY 
MASONRY DRILLS 
are an open line!) 


ES, they drill such accurate holes, so 

quickly and easily, and they last so 
long—that Carboloy Masonry Drills almost 
sell themselves! 

If you're interesved in customer-satisfac- 
tion, and a steady flow of profits, you're 
eligible to sell these drills. 

Don’t wait. Send us the coupon today, 
and we'll give you the full story on this 
profitable opportunity . . . no cost or obli- 
gation. 


CARBOLOY. 


MASONRY DRILLS 


SEND COUPON TODAY TO FIND OUT MORE 
ABOUT THIS PROFIT OPPORTUNITY 





CARBOLOY COMPANY, INC., 
11131 E. 8 Mile St., Detroit 32, Mich. 


Gentlemen: 


Please tell me about your resale proposi- 
tion on Carboloy Masonry Drills. 


NAME 





TITLE. —____. COMPANY. 


ADDRESS 
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SCREW DRIVERS 


A fine Tool now sensation- 

ally improved to bring you 

greater sales with its Greater 

Safety—Greater Strength! The 
new NOCOMBO Handle of ex- 
truded Ethyl Cellulose presents 
no more fire hazard than hard 
wood! It’s stronger than any 
other plastic Tool Handle ever 
made! It won’t bend when 
warm or shatter when cold, and 
it’s a superior electrical insula- 
tor. The tough Chrome Vana- 
dium Blade is forged in one 
piece in Round Shank or new 
Forsberg Reinforced Square 
Grooved Design ... stronger 
than a square blade! Neither 
type can be turned in nor driven 
into the handle! Your cus- 
tomers will go for these big 
sales features! . . . ORDER 














Brighten your sales picture 
by selling a quality tool and 
a famous brand name in this 
colorful counter display mer- 
chandiser! Your dealers will 
want this attractive package! 


orsber 


@ MFG. CO., BRIDGEPORT, CONN., U.S.A. 





Fils 


BELT FASTENERS 
FOR HEAVY CONVEYOR ano RIP PLATES 


AND ELEVATOR BELTS OF 
ANY WIDTH 


Flexco HD Fasteners make a tight, butt joint of great strength and 
durability . . . distribute the strain uniformly. Operate smoothly over 
flat, crowned or take-up pulleys. Made of steel, Monel, Everdur and 
Promal. 

Flexco Rip Plates are for repairing and patching damaged belts. 


Ask for Bulletin F-100 
FLEXIBLE STEEL LACING COMPANY ¢ 4633 Lexington St., Chicago 44, Illinois 














Strong, Smooth, Readily Troughing 
Order From Your Supply House 











Bae: 


BLACKMER leadership is 


In quality, dependability and service, Blackmer 
offers the finest rotary hand pumps that money can 
buy. The 404 is typical of their proved-in-use 
performance. Its smooth cranking action transfers 
all types of liquids in a full, non-pulsating flow. 
Blackmer “Swinging Vane” pumping elements 
are self-adjusting for wear. Self-priming, the 404 
handles suction lifts up to 20 feet without a 
v foot valve. It is designed for mounting on barrels, 
mone ort ese drums, underground and skid tanks. Blackmer 
in fueling farm tools hand pumps have proved their superiority in all 
because of improved types of applications all over the world. Other 
trouble-free design. ° 
Full 10 GPM at models are available for larger capacity or 
easy turning speed. specialized requirements. Write for details. 





BLACKMER PUMP COMPANY “arcmin? 
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A complete line from a single 
source... easier to sell...greater 
dependability...enables you to 
give better and quicker service 
to your customer. Three reasons 
that add up to more profit for 
you. Medart's outstanding ad- 
vertising campaign in leading 
trade journals means a greater 
Medart market for you! 


No. 56-V 
V-belts and 
V-sheaves / 


No. 46-G 
Gears and 
Sprockets 


All Other Power 
Transmission 
Equipment 


Not just catalogs... but informa- 
tive, helpful power transmission 
equipment guides. Minimize 
complicated engineering compu- 
tations... excellent for your refer- 
ence files. Write for yours today! 


é EDART 





QUICK SERVICE and accuracy in ac- 
counting are a first consideration with 
Fred H. Steipp, Jr., and Annie L. 
Class of Teale Supply Co., Annis- 
ton, Ala., when filling a customer's 
order. 





Dallman Co. Plans 
West Coast Warehouse 


The Dallman Co., northern Cali- 
fornia distributors of industrial equip- 
ment, tools and supplies, has under 
consideration plans for a $300,000 
warehouse and office building in 
Fresno, Calif. A 40,000 sq. ft. build- 
ing will be constructed on a seven- 
acre site recently purchased by the 
firm. 

Guy W. Plank, vice-president, will 
be general manager of Fresno opera- 
tions; and the building also will serve 
as wholesale distribution point for the 
Dalco Appliance Co., a subsidiary 
handling electrical appliances. 

The Dallman firm recently pur- 
chased the outstanding stock of Cali- 
fornia-Fresno Supply Co. and now is 
operating in that company’s offices in 
Iresno. 


Schaible Co. Acquires 
Williams Valve Co. 


The Schaible Co., producer of valves 
and plumbing and heating equipment, 
has acquired the business, plant and all 
facilities of the D. T. Williams Valve 
Co. of Cincinnati, manufacturers of 
high pressure valves used in industrial 
and public works. The Schaible com- 
pany has purchased all stock owned by 
shareholders in the Williams com- 
pany. 

Operations of the Williams firm, 
which is to be conducted as a new 
Schaible division, will be maintained 
at the Williams plant, located at 
Spring Grove avenue, Township and 
Jessamine Streets in Cincinnati. 
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)) 
PRONOUNCED 
MACK-IT 


Mac-it Hollow Lock 


Screws—positive lock 


ing that stays locked 
can be adjusted re 
peatedly with no 


loss of efficiency 


WE'RE HOPING 
TO SEE YOU AT... 


BOOTH 159 


TRIPLE MILL SUPPLY 
CONVENTION 
CLEVELAND, OHIO 
Public Auditorium 
April 25 and 26 


Yes, this year, more than ever 
before, a// of us can benefit 
from a mutual exchange and 
understanding of ideas for in- 
creasing our socket screw 
sales in 1949 and 1950. 

Mac-it representatives will 
be at our booth in the conven- 
tion hall to discuss marketing 
problems in your own territory. 
They’ll talk frankly with you 
about Mac-it’s merchandising 
and advertising plans, and 
how they affect you. 

Look to Booth 159 for your 
biggest socket screw business 
ever. We’re looking forward 
to seeing you! 


Marketed Nationally Since 1913 by 


STRONG, CARLISLE & HAMMOND COMPANY 
Cleveland 13, Ohio 


Manufactured by MAC-IT PARTS COMPANY Lancaster Pa 





Mr. Heffler tells our story better 
than we can. Stock and feature 


Key Sealing Compounds. It 
means steady, profitable, repeat 


business for you. 


— 
For Waterproof Service 
Recommend Sealing with 
Key-Tite. 


Key Compounds are stocked by 
1250 aggressive supply houses. 
Write for price schedules and 


descriptive literature. 


For oil-proof Service 

Recommend Sealing 

with Key Graphite 
Paste. 


AAPHITE PASTE 
KEY COMPANY 


2621 McCasland Ave., East St. Louis, Ill. 








E. C. GARRITY, JR., Vice President of 
Garrity Company, Chicago, Illinois, reports 
that his firm has joined other wholesalers all 
over America who are now selling and stocking 
Herman Nelson Propeller Fans. Like others, 
this aggressive firm has discovered that it’s 
profitable to sell and stock quality Herman 
Nelson comfort and health 
products to supply the huge 
industrial, commercial and 
institutional markets. If you 
are interested in the profit- 
able Herman Nelson Fran- 


chise, write now! 
Herman Nelson 
Propeller Fans 


THE HERMAN NELSON CORPORATION 
MOLINE, ILLINOIS 








A 


COLLET 
EQUIPMENT 


(aa) for Standard 
Type Taper 
Shank Drills 

(a) for standard 
Type Taper 
Shank Drills 
blank 

(f) blank 

(d) for Hand Taps 

(h) for Hand Taps 
for Straight 
Shank Drills 
for using up 
drills with twist- 
ed tangs or bro- 
ken shanks 





The complete line of COLLIS Collet 
Equipment gives you the answer to 
every drilling, reaming, and tapping 
requirement. COLLIS units are made 
by men skilled in the manufacture of 
taper products. Our more than 40 years 
of experience is at your service to sup- 
ly the proper type and size of unit 
lor your customer’s needs. Immediate 
deliveries. 


e 
THE COLLIS COMPANY 
CLINTON, IOWA 
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SITTING PRETTY, John H. Flora, 
president, Hagerty Brothers Co., Pe- 
oria, spends more time in his brand 
new, handsomely-appointed office. 





Hajoca Splits Annual Meet 
Into Four Regional Units 


The Hajoca Corp. this year dis- 
carded its former single general meet- 
ing for branch office sales and manage- 
ment personnel in favor of four con- 
centrated two-day regional sales meet- 
ings of supervisors, branch managers 
and salesmen. A general meeting was 
held in February for branch managers 
and key operating personnel only. 

The first regional sales meeting was 
held in Allentown, Pa.; the second in 
Philadelphia; the third in Richmond, 
Va.; and the fourth in Jacksonville, 
Fla. Managers and key operating per- 
sonnel of all branches met in Phila- 
delphia late in February for a discus- 
sion on operating problems. 

C. C. Lowry, vice-president of Gen- 
cral Sales who arranged the schedule, 
says more interest was developed in 
the smaller meetings than had been 
shown previously. More personalized 
attention was given to sectional and 
individual branch problems in the re- 
gional meetings than in the national 
meeting. 




















“We have a little three-act playlet which 
introduces our line —” 





M. Dickinson 


Bassick Names Dickinson 
Field Service Engineer 


M. Dickinson has been appointed a 
field service engineer for The Bassick 
Co., Bridgeport caster manufacturer. 
His duties oe the company will in- 
clude development work and field con- 
sulation with customers on technical 
problems or projects involving use of 
casters, wheels and wheel mountings. 


Scovill Mfg. Co. 
Advances de Brauwere 


R. L. de Brauwere has been elected 
assistant vice-president of the Scovill 
Mfg. Co. He will continue as assist- 
ant secretary of the firm and as secre- 
tary and director of A. Schrader’s Son, 
Inc., Brooklyn, N. Y. 

Mr. de Brauwere is well known in 
the rubber industry, having been with 
Schrader’s since 1915. He started in 
the purchasing department and later 
became traffic manager, advertising 
manager, branch manager of the Ak- 
ron office, and general sales manager 
of Schrader ffom 1925 to 1940. 

In 1934, he was elected assistant 
secretary of Scovill, in addition to his 
duties as general sales manager of 
Schrader. 


Westinghouse Names Busch 
District Sales Engineer 


Carl R. Busch has been appointed 
district sales engineer for the Westing- 
house Lamp Division’s eastern district. 
Mr. Busch will keep industries, utili- 
ties, and fixture manufacturers in- 
formed of recent developments in 
lamp engineering and research and 
guide them on lighting applications. 

He will travel throughout New York 
state and northern New Jersey from 
his headquarters at 40 Wall Street, 
New York. 





IT’S tHe 
i | HARRINGTON 


qcAt 
w ELECTRIC 
2 HOIST 


EASY TO SELL, 
PROFITABLY... 


because 


Interchangeability of spur gears - - - it is made by a recognized and es- 


permits change in hook speeds — tablished manufacturer of hoist products. 
and capacities, 


. it is light in weight and can be car- 
ried from place to place easily. 


. it is of sturdy construction: provides 
fast, dependable operation; gives long, 
trouble-free service. 


. it requires only an ordinary elec- 
trical outlet. 


... it is made in a range of speeds (from 
12 to 50 feet per minute) and in capa- 
cities from 170 to 2000 pounds. 

Write for details, today. 


OTHER HARRINGTON PRODUCTS 


Peerless Hoists 

Cumalong Lever Puller 
Screw and Differential Hoists 
Cranes and Trolleys 


THE 
HARRINGTON 
COMPANY 


17TH AND CALLOWHILL STREETS 
PHILADELPHIA 30, PA. 


MAKERS OF HOISTS SINCE 1876 
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‘Thriftipaks 


a 


ARC WELDING ELECTRODES 














Steel, cast iron, bronze. WITH A YEAR to go before finishing 
In sturdy 18” tubes. i G.I. on-the-job training, Lee F. Cle- 
L —_ oa a = ee at 

emco Supplies, Inc., Greensboro, 
GAS WELDING RODS ‘ D N. C. He has had stockroom and 
Steel, bronze. bookkeeping experience as part of his 
In sturdy 36” tubes. ¢ training. 





HERE’S HOW YOU MAKE MORE 3 Quinn and Dew 
MONEY ON “THRIFTIPAKS” . | Assigned by Lewis Supply 


@ INCREASE YOUR MARGIN OF PROFIT © GET LARGER UNIT SALES Frank Quinn, Jr., who has been in 
@ ELIMINATE LOSS, DAMAGE, ERRORS @ REDUCE HANDLING COSTS sales training at Lewis Supply Co., 


Just think of all the ways Thriftipaks help you make more money on welding Memphis, Tenn. fo t the past three 
rods and electrodes. There’s no counting ...no weighing... no wrapping. years, has been given the Jackson, 
There’s’no loss from broken or bent rods...there’s no going back and forth Miss. territory and will make his head- 
to rod stocks. Thriftipaks only need to be picked up to be sold...it’s quick, quarters there. 

efficient, profitable! You make a larger unit of sale and your customers pre- Leon Dew, also a trainee at Lewis 
fer to have these nationally advertised welding rods in handy, labeled, easily for the past three years, will travel the 
stored packages. Write for literature and prices today! Burdox welding rods Pine Bluff, Ark. territory. He succeeds 
and electrodes are also available in 50 and 100 Ib. bundles for large users. Walker T. Lewis, Jr., who has been 


made manager of the Lewis-Diesel 
Engine Co. branch at Little Rock, 
Ark. 

TT OXYGEN CO. : 
3328 Lekeside Avenve, Clevelond 4, Ohie Link-Belt Names Jones 
Please send full details on Burdox Thriftipaks: Export Manager 


Name 





Roy E. Jones, heretofore assistant 
export manager, has been appointed 
Address export manager of the Link Belt Co., 
City & State Chicago, Ill. He will make his head- 
quarters in New York City. He suc- 
ceeds Carl A. Woerwag, who is retir- 


MAKE MORE WELDING SALES AND PROFITS ns oe 
WITH THE COMPLETE BURDOX LINE health. 


Firm 




















Safety Equipment 


Extra-Flex 
Welding Cable 











t 

h this one source of supply you mee’ 
anes for welding equipment, = 
ting accessories and protective — . we : 
... making three sales at the same 5 ig a 


: : lus highest quality ot —_ i ed Dix 
a ones esha 0 onny sell BURDOX. Portable for James S. Watson and Ed Dixon 


as this opportunity? — Cylinder Trucks of S. Donald Fortson Co., Augusta, 
Are you cashing in on Mh Ga., in the firm’s well-appointed sales 
room. 
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CASE STUDY NO. 2: 
Metalworking Plant Surprised! 


This big fabricator reported all scrap being 
turned in. When told needed scrap includes 
old equipment, not just “production” scrap, 


they uncovered extra tons of iron and steel. 


CASE STUDY NO. I: 


88 Carloads 


Here’s a photographic equipment manufac- 
turer with a systematic metal-salvage pro- 
gram. No more scrap, they said. Yet, after 
more careful study, they found 88 carloads of 
heavy iron and steel scrap in a 30-day period! 


CASE STUDY NO. 3: 
Paper Converter Delivers! 


This plant replaced 3000 obsolete ma- 
chines with new ones. Held old ones 
for occasional spare parts. Changed 
mind, scrapped 2800, reduced inven- 
tory, got high price for scrap. 


You, too, may have heavy iron and steel scrap you don’t know 
about. It’s the heavy scrap that makes the best steel and by proc- 
essing faster, increases steel output. Appoint one top official of 
your company to find it. Today, it’s dead inventory. Tomorrow, 
it can be money in the bank. But better than that, it can help to 
build the one million tons of reserve scrap that we need to in- 
crease production for domestic use and for secu- 

rity purposes. Remember—scrap reserves are low, 

the price of steel scrap is high. Help America and 

yourself by putting your scrap back to work. 


INDUSTRIAL DISTRIBUTION 
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Robert L. Springer 


Springer Made Manager 
Of Firth Sterling District 


Robert L. Springer has been ap- 
pointed Chicago district manager for 
the Virth Sterling Steel & Carbide 
Corp. Recently he has been assistant 
manager of that district. 

. { \t Mr. Springer is well known in the 

3 \y tool and die industry, which he has 

del ivery ‘a 1 served for nearly + lan Formerly 

on : he was associated with Vanadium Al- 
: loys, also Rustless Iron and Steel. 


most 
Farquhar Machinery Co. 


Sizes . | = . Completes Modernization 


Ps ~~ as The Farquhar Machinery Co. of 
' Jacksonville, Fla. is just completing 
modernization of the second floor of 
its building to house the new general 
offices. The space on the ground floor 
will be converted to an enlarged dis- 
play area. 
e Lee Cearnal, who had been city 
complete lines— salesman, now is devoting his time “ 
special sales promotion of pumps. Don- 


* detachable * 400 class ald McLean, chief price clerk for sev- 


eral years, succeeds to Mr. Cearnal’s 


* 700 class te kK class old position. 


Harry Coleman is the new price 


—and attachments clerk, and Matthew Peters becomes 
billing clerk. 


e Jackson Feeder Chain and New Detroit Office Location 
Elevator Buckets For Cutler-Hammer, Inc. 


New and expanded quarters for the 
Write for full information company’s Detroit district sales office 
and warehouse have been opened by 
Cutler-Hammer, Inc., of Milwaukee, 
Wis. The new quarters are located at 
. 15427 Woodrow Wilson Avenue, De- 
Peoria Ma llea ble Ca stin S c troit 3, Mich., and provide facilities 
9 ) . for the sale and distribution of the 
. be. firm’s motor control and allied electri- 

Foot of Alexander Street — Peoria, Illinois cal products in the Detroit area. 
E. F. Weiss is Detroit district man- 

ager for Cutler-Hammer. 
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Carriage Bolt 


hig Item tn the Wade E buggy Cra 


.-- AND STILL IMPORTANT 
IN MODERN INDUSTRY! 


But carriage bolts are only one 
of hundreds of kinds of metal 
fasteners supplied by Sterling 
Bolt to industry today. 

In steel or brass—cut thread 
ae or rolled thread—stock or special 
p- Ss 4 ad \\ order—the name STERLING 





or - f BOLT is your assurance of qual- 

. ity bolts, screws, washers - and 

as metal fasteners of all types. 

he ; a Whatever your fastening need, 

as —— for prompt dependable service 

ly : and delivery of the right fastener 
at the right time, CALL THE 
STERLING BOLT CO. Phone, 
write or wire today. 

of 

ng 

of 

ral 

JOT 

lis- 

ity 

= IN STEEL OR BRASS 

ev- 

al’s 

‘ice When you sell your customers STERLING BOLT 

nes _ packaged fasteners you can do so with the assur- 

‘ ™ ance of cultivating good will which results in 
profitable repeat business. 

yn FF PHONE, WRITE, TELETYPE OR WIRE TODAY! 

the \ 

fice * 

by : 

kee, 

1 at 

De- 

De COMPANY 

the 205 W. JACKSON BLVD., CHICAGO 6 

otri TELETYPE CG-488 

TELEPHONE HARRISON 7-9880 
os SALES OFFICES: 


Union Trust Bldg., Cincinnati 2, Ohio @ 17 W. Market St., Indianapolis 4, Ind. 
161 W. WisconsinAve., Milwaukee 3, Wis. @ 1228 N. HadleySt.,St.Louis6,Mo. 
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SHELDON 


T S-56 PRECISION LATHE 


It Pays to Sell What they Want 


Today’s machine tool buyers are looking for, (1st) 
production capacity per dollar, (2nd) greater precision 
—tolerances are closer, (3rd) more convenience. 


Sheldon T-S56 Precision Lathes exactly meet these 
demands. (1st) They have sufficient capacity to handle 
the great bulk of lathe work—111” swing, 1}” hole thru 
spindle, 1” collet capacity, 35” between centers. (2nd) 
Spindle bearings are “Zero Precision” Taper Roller 
Bearings—can work to the very closest tolerances, will 
hold its extreme accuracy. (3rd) Comes with 4-speed 
V-belt underneath drive—has quick change gears, power 
cross feed and all standard quality features . . . is of the 
new lighter, faster, handier and less expensive type 
precision machine tools, in such great demand today, 
for tool rooms, small part and second-operation produc- 
tion and general maintenance work. 


Write for catalog showing Sheldon Precision Lathes, 
and Sheldon Milling Machines and Shapers. 


SHELDON MACHINE CO. Ine. 


Manufacturers of Sheldon Precision Lathes ¢ Milling Machines © Shapere 
4232 N, KNOX AVENUE ¢ CHICAGO 4%, ILLINOIS, “<S. 4 
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William J. Joyce, Jr. 


Wayne Pump Names Joyce 
Research Administrator 


William J. Joyce, Jr. has been ap- 
pointed head of the Wayne research 
laboratories of The Wayne Pump Co., 
Fort Wayne, Ind. Formerly, he was 
chief engineer of research of Ray- 
bestos-Manhattan, Inc., and _previ- 
ously headed the product development 
division of the American Optical Co. 

Mr. Joyce also was in experimental 
engineering work with General Mo- 
tors Corp. 


New Firm Formed 
As Ohio Transmission Co. 


The Ohio Transmission Co., a new 
organization with headquarters in Co- 
lumbus, Ohio, has been formed to dis- 
tribute industrial power transmission 
sales and service throughout central 
Ohio. A complete stock of power 
transmission equipment will be car- 
ried, including gears of all types, chain 
and sprockets, V-belts, sheaves, bronze 
bushings, bearings, pillow blocks, coup- 
lings, gearhead motors, and speed re- 
ducers. 

Vice-president and manager of the 
firm is Norman C. Pence, formerly of 
the Ohio Belting & Transmission Co. 
Clayton Cousino, president of the 
new firm, and B. A. Cousino, treasurer, 
also are connected with the Ohio 
Belting & Transmission Co. of To- 
ledo, Ohio. 


New Building in Toronto 
For Fairbanks, Morse 


The Canadian Fairbanks, Morse 
Co. Ltd. has opened a new building 
in Toronto, Ont., for the distribution 
of industrial supplies. 

The new plant also houses a ma- 
chine service shop and complete engi- 
neering department. 





NEW CATALOG 





Large easy to read type. 

Individual page index for ready reference. 
Types of products grouped together. 

Selling features of tools described. 

Index of class numbers, weights, packaging. 


A real selling weapon! 


NOW BEING SENT TO BILLINGS STOCK CARRYING DISTRIBUTORS 
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A BETTER DEAL 
BUMT ANOTHER PLANT. 
FOR /11CHIGAN 
RED COAT 





Why have we had such 
spectacular growth?—A 
growth so fast, so solid 
we had to get a second 
big modern plant—just 
for fabricating Michigan 
RED COAT Abrasives. 

A top product—yes! 
But backed up with a 
POLICY THAT GIVES 
EVERY DISTRIBUTOR 
MORE PROFIT AND 
MORE PROTECTION. 

What do we mean? 
Our selected dealers are 
our friends. We do not 
solicit direct business 
from their customers. 

AND THEY MAKE 
MORE PROFIT PER 
DOLLAR INVESTED ON 
ALL MICHIGAN ABRA- 
SIVES THEY SELL! 

No hocus-pocus! It’s 
all down in black and 
white. 

WRITE FOR THE 
MICHIGAN RED COAT 
ABRASIVE DEAL 
TODAY! 


MICHIGAN ABRASIVE CO. 
2360 W. Jefferson Ave., Detroit 16, Mich. 


Mcchaigar 





RED COATED 


ABRASIVES 
‘The Humidity Controlled Abrasive’ 


238 




















ONE OUT OF THREE separate buildings was the task F. Raniville set itself some 





‘ates. 


months ago. The new building, modern in every detail, means enlarged quarters 
for industrial supplies, salesrooms, general offices, factory and warehouse. 





ACCENT POWER TRANSMISSION might be the theme of stocks and display 
in the sales room of the East Building. Raniville mcn are prominent in every area. 


ee 





THE WEST BUILDING salesroom, like several other areas of the plant, features 


fluorescent lighting throughout. Display boards are everywhere in evidence. 


The remodelling program begun 
several months ago by the F. Raniville 
Co. of Grand Rapids, Mich, to make 
over their three buildings on Pearl 
Street into a single unit in order to 
provide more efficient operations now 
is completed. To celebrate the occa- 
sion, Raniville Co. held “open house” 
on three consecutive evenings for their 
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_ F. Raniville Co. Holds Open House 


employees, friends and customers in 
western Michigan. 

The entire first floor of the new 
plant is devoted to industrial supplies 
salesrooms, power transmission equip- 
ment, production machines display, 
ofces and shipping room. For bet- 
ter display and storage of merchandise, 
new steel shelving and equipment was 

















THRU-PORT—for han- 
dling heavy liquids which 
carry suspended solids 
or where precipitates or 
deposits cause trouble. 








LOCK BONNET — for 


MALE and FEMALE 
END—Available in both 
Globe and Angle valves 
—useful for many spe- 
cial hook-ups. 





UNION END — wher 


Following is a tabulation of working pressures of these 
valves: 








FIGURE NO. WORKING 

MATERIAL Globe Angle PRESSURE 
|". 1030. ..1031 500 Ibs. at 150°F 
CARBON STEEL...... 1040A..1041A 4000 lbs. at 150°F 
600 Ibs. at 750°F 
550 lbs. at 900°F 
475 lbs. at 1000°F 

12-14 CHROME 
STAINLESS STEEL. ...1050...1051.. 4000 lbs. at 150°F 
COMBINATION....... 1060. ..1061.. 4000 Ibs. at 150°F 
12-14 CHROME 600 lbs. at 750°F 
STAINLESS STEEL 550 Ibs. at 900°F 
CARBON STEEL 475 lbs. at 1000°F 
18-8 Stain. STEEL. . .1070A..1071A 4000 Ibs. at 150°F 
(TYPE 316) 


Turu Port VALVES.............. 1000 lbs. at 150°F 
1045A 600 Ibs. at 750°F 
550 Ibs. at 900°F 

475 lbs. at 1000°F 





For more complete information, get in touch with 
the District Office nearest you. Or, if you prefer, 


lines carrying hazardous frequent disassembly is write direct to the factory at Reading, Pa. 
liquids or where there is required or to use in- 
extreme vibration. stead of a else- 
where in the line. 
ae co Reading, Pa. Atlanta + Baltimore + Boston » Chicago + Denver » Detroit 
tO Houston « New York + Philedelphia + Pittsburgh » San Francisco * Bridgeport, Conn. ae READ, 
. | PRa iC. “ 


READING-PRATT & CADY DIVISION 


AMERICAN 


CHAIN & CABLE 
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Socket Cap Screws 
Sturdy, cold formed 
head — continuous 
fibre structure. 


Flat Head 

Socket Cap Screws 
New flush type sock- 
et cap screws — fit 
standard counter- 
sink. 


WRERE BERS eta 


DL OSRIODADISAL ANTE lll, lll, 


Socket Set Screws mw Set Screw Point Styles 


New recision- ; é 
ground cor on = * mt — 
“Blue Devil” socket val + Oin 

set screws assure fin- ¢ Flat Point 

est, super-smooth ¢ Cone Point 
finish. Safer because : < e Half Dog Point 
they’re recessed—es- a Full Dog Point avail- 
a a vail able on special order 


Socket Stripper Bolts 


—also used for cam 
motions, link attach- 
ments, and other ap- 
plications which re- 
quire a long-wearing 
stud. 


Socket Screw Keys 
In all sizes—short or 
long arm series. 


Socket Pipe Plugs 


Safer and stronger 
than common malle- 
able iron pipe plugs. 
Heads don’t pro- 
trude. Made of high 
grade alloy steel. Pre- 
cision-cut threads 
provide an excellent 
seal. 


NEW 1949 catalog of “‘Blue Devil’ 
socket screw products—lists prices, 
styles and sizes. Well illustrated, thumb 
indexed. 


SAFETY SOCKET SCREW COMPANY 


4457 N. KNOX AVENUE « CHICAGO 30, ILLINOIS 
11 Park Place New York 7, N. Y. 
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installed and customers’ orders and 
requirements now can be handled 
more efficiently. 

All of the fenn’s belt-making oper- 
ations—Felix Raniville started in busi- 
ness in 1874 as leather belt manufac- 
turer—have been combined and 
moved to the third floor of the build- 
ing. On the second floor are the gen- 
eral offices, accounting department 
and a large conference room for sales 
meetings. 

Currently, the firm is celebrating its 
75th Anniversary. Affiliated with it 
is the Ton-Tex Corp., established in 
1926, manufacturers of rubber com- 
position conveyor and _ transmission 
belting, and the Gandy Belting Co., 
established in 1880, original manufac- 
turers of stitched canvas belting for 
conveyor purposes. All three compa- 
nies are located in Grand Rapids, with 
branch offices in New York; Boston; 
Philadelphia; Greensboro, N. C.; De- 
troit; Chicago; Waco; Portland, Ore. 
and San Jose, Calif. 

Officers of the companies are F. F. 
Raniville, president; William H. Bea- 
man, Jr., vice-president and treasurer 
and H. W. Bryant, secretary. 


Kennametal Appoints 
Sales Manager 


C. Russell Miller has been named a 
service engineer for Kennametal Inc., 
of Latrobe, Pa., working out of the 
Cincinnati office at 2162 Gilbert Ave- 
nue; Henry B. Worthington, as a sales 
engineer working out of Springfield, 
Mass., office at 1537 Main Street; and 
Thomas J. Kniff, Jr., as an application 
engineer, working out of the Phila- 
delphia office, 3701 North Broad 
Street. 

Kennametal has moved its New 
York office to 11 West 42nd Street, 
New York. L. D. Morton is acting 
manager of the office, assisted by 
Gerald O. Bogner, John A. Storrs and 
J. C. Brady. 





PICKUP SALES orders are checked 
through by Ed Jones and J. V. Clapp 
of C. M. McClung & Co., Knoxville, 
Tenn. 














'eeeMost Powerful 6” Saw Ever Built 


Sell the saw you yourself would buy! You know 
value. You're a judge of performance. Man, here’s a 
saw that meets every requirement you can ask of it. 
And your customers will recognize its superiority too. 
A-6 Guild Saw is different and better because it’s... 


MORE POWERFUL—Actual tests show that the 
Guild A-6 has more cutting power under load than any 
other 6" saw. This means faster cutting. 


CUTS ANYTHING—Saws wood, wallboard, plas- 
tics, transite with amazing ease. Scores tile and brick— 
even cuts through metal sheets and light bars—with 
abrasive wheel. Has wider use than any other similar- 
size saw. 


PERFECTLY BALANCED—This balance feature 
is most important. Assures true, straight cutting .. . 
, “easy handling that’s a revelation. 


NO TIP! Hold it this way and it's perfectly 
balanced. Does not nose down. Ready to cut in a 
horizontal position. 


NO TILT! Place the Guild 
Saw on a narrow straightedge. 
It’s perfectly balanced. Does 
not tilt sidewise. 

NO TWIST! Suspend Guild Saw by a 
string. It holds steady when starting . . . no 
dangerous ‘“‘power jerk’’ or twist. Always cor- 
rectly center-poised. 





4é 
No Other 6” Saw 
Has All These Features! 


It’s cleverly ventilated. * Airdraft and baffle keep 
motor clean and cool. * Sawdust blown out at rear open- 
ing. ® Air blown through front opening clears dust off 
cutting line. © Cutting guide always visible. * Calibrated 
knob adjusts depth of cut. * Extra broad shoe. * Two-way 
ripping guide. * Super-efficient helical gear drive. * Die- 
cast aluminum frame. * Highest quality. 

Ideal for carpenters, farmers, hobbyists, floor men, 
builders, home-owners, etc. who want a medium- 
weight, (12 Ib.) saw for all-around general sawing. 





MORE PROFITS with the New Guild Line 


Remember—the new Guild A-6 is the latest addition 
to the complete line of quality-built, fast-selling Guild 
Tools, 

WRITE today for full information. Porter-Cable backs 
you up with 100% sales protection, hard-hitting na- 
tional advertising, promotion pieces, displays, etc. 








PORTER-CABLE Machine Co. 


1804 N. Salina St. Syracuse, N. Y. 


Manufacturers of SPEEDMATIC and GUILD Electric Tools 
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LOWELL 








REVERSIBLE 
RATCHET 


Can Pay YOU Off in Easy 


REPEAT SALES 


“1916 Pattern” Wrenches such as this one 
are used in countless applications by ma- 
chine and equipment makers in volume. 


DO YOU HAVE OUR LISTINGS? 
DO YOU EVER MENTION 
THAT YOU TOO CAN 
SELL LOWELL WRENCHES? 


Others Do— 


It Pays Off 


LOWELL WRENCH CO. 


WORCESTER 8, MASS. 


WRENCHES 


and 























WHITNEY 


hand 
bench 
hammer 
square 
button 
flange 


channel 

angle iron 

close corner 
tinner’s round 
skylight 
ventilating tank 








—PUNCHES— 


@ Your guarantee of good business is 
selling WHITNEY Punches. This is a re- 
liable line of punches that carries our 
guarantee for good construction and high 
quality product. Fine balance, powerful 
capacity, wide range of types and sizes— 
your assurance of good selling. 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 


242 





VALVES 


Can be placed in any position. 
Flexible Monel Metal Poppet cannot 
leak. For cold or hot water or steam. 
150 Ibs. pressure. Noiseless. Ask 
for bulletin 402. 


Onder from your Jobber 


xy 7 
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W. B. Osgood 


Dunbar Names Osgood 
Engineering Partner 


W. B. Osgood has become a part- 
ner in the Dunbar Engineering Co., 
New York, N. Y., representing Ed- 
ward Valves, Inc., East Chicago, Ind. 

After graduating from the Univer- 
sity of Wisconsin in 1929, Mr. Os- 
good served as sales agent for the 
Globe Steel Tubes Co. and later as 
sales representative, assistant manager 
of sales, and finally district representa- 
tive for the National Tube Co. 


Yale & Towne Division 
Honors C. O. Hedner 


C. O. Hedner, manager of hoist 
sales for Yale & Towne’s Philadelphia 
division, recently was honored by a 
surprise luncheon to mark his 25th 
anniversary with the firm and his 50th 
birthday. 

As a sign of the company’s appreci- 
ation for Mr. Hedner’s productive 
quarter-century of devotion to hoist 
application know-how, he was pre- 
sented with a fine diamond ring. 

Among the executives and friends 
of Mr. Hedner in attendance at the 
celebration were W. Glen Tipton, 
manager, hand truck and Worksaver 
sales; J. V. Marron, director, indus- 
trial relations; C. L. Jessup, sales en- 
gineering; J. J. Murray, manager, serv- 
ice department; Frank Lock, chief en- 
gineer, electric hoist department; H. 
D. Powers, manager, export sales; W. 
B. Crossland, purchasing agent; L. J. 
Wenstrup, assistant to general man- 
ager; H. F. Rose, and J. I. Somers, 
assistants to Mr. Hedner; S. W. Gibb, 
general sales manager; J. W. Alker, 
manager, price bureau; M. G. Peck, 
manager, truck sales; J. T. McCarley 
production manager; J. D. Young, 
manager, scale sales; C. H. Moeller, 
director, field activities; and C. S. 
Schroeder, director of engineering. 














DELIVERIES to Plowden Supply 
Co., Houston, are discussed by A. L. | 
Yauch, manager of stores and_pur- 
chases, and Miss Maric Brown, ex- 
pediter. 





Syntron Appoints Chedsey 
Mining Equipment Head 


George L. Chedsey has been ap- 
pointed supervisor of mining equip- 
ment for the Syntron Co. of Homer 
City, Pa. He will work out of the com- | 
pany’s main office, directing the engi- 
neering design and application of the 
firm’s dewatering screens, vibratory | 
feeders, conveyors and grizzlies to the 
mining industry. 

E. j. McIlvaine has been named 
junior salesman in the vibratory mate- | 
tial handling division of the St. Louis | 
office. | 
John C. Mitchell will take over | 
power tool sales in the Boston, Mass. 
office. 

A. C. Staley, Jr. has been appointed 
as a junior salesman in the vibratory | 
material handling division in the 
Cleveland office. | 

F. J. Kirby, Jr. will handle power 
tool sales in the Cleveland office. 

The Philadelphia branch sales office 
has moved from its former location on 
Spring Garden Street to larger more 
centrally-located quarters at 1018-20 
West Lehigh Avenue, Philadelphia 33, 
Pa. 

The Kansas City, Mo. office has 
been moved and now is located in the 
Wirthman Building, 31st at Troost 
Avenue. 





READY TO LEAVE for Princeton 
University, Perry Marshall stops in to 
chat with his father, W. P. Marshall, 
president of Marshall Supply & Equip- 


6-hole bearing 
blocks give 6 times 
the service, 


First: to get the fast, free-cutting action your grinding 
wheels were built for, keep the proper dressing tools 
handy. Use Desmond dressers, for Desmond makes the 
only complete line, Second: for quickest dressing action 
on medium and coarse wheels, use Desmond-Huntington 
dressers. 


Wheel Diameter Size Number 
0" to 10" 0 
10" to 16" 1 
over 16" 2 


Third: consider the extra service of six sets of bearings in 
Desmond’s_ exclusive Hex Dressers (same cutters as 
Desmond-Huntington dressers). When one pair of bearing 
holes becomes worn, loosen cap screws, pull out bearing 
blocks, and insert them with the pin in the next pair of 
bearings . . . For more practical tips on grinding wheel 
care, call your industrial distributor. He’s at your service. 
- The Desmond Stephan Mfg, Co., Urbana, Ohio. 








the only complete line of grinding wheel 


DRESSERS & CUTTERS 








BALL BEARING 





ment Co., Tulsa, Okla. 


REVO! nie Byrd TOOLS WHEEL TYPE 


ORESSERS CUTTER ree ‘DaEsseRs ORESSERS sree: SLIDE VISES 
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Dogs, and rodents too, can’t share the enthusiasm of 
WITT Can owners who find all the better things in 
these sturdy Cans. A picture of strength, WITT Cans 
stand up under weather, wear, even abuse. Snug-fitting 
lids stay tight because the WITT Can holds its shape 
better than a camera-conscious model. 


The underlying reasons for WITT Can superiority are 
simple, but so important. Heavy gauge steel is deep- 
rolled into the strongest corrugations known, reinforced 
with shock-absorbing steel structural bands, top and 
bottom, and then hot-dipped galvanized by hand, adding 
the heaviest possible coating of pure zinc. 


This greater strength and resistance to weather and 
abuse is the reason why WITT ‘“‘makes no bones” about 
guaranteeing 3 to 5 times the service life of ordinary 
Cans. 


STRAIGHT SIDES Pro- 
vide Rugged Strength... 
Greater Resistance to 
Rough Handling .. . 
Longer Wear! 


Originators of the Corrugated Can 


Nore Com 
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THE WITT CORNICE COMPANY 
Cincinnati 14, Ohio 





I. N. Kimsey 


Goodrich Appoints Kimsey 
Field Sales Manager 


I. N. Kimsey has been named field 
sales manager of the industrial prod- 
ucts sales department of The B. F. 
Goodrich Co. Mr. Kimsey had been 
manager of the Akron district for in- 
dustrial products sales for the last 10 
years. He joined the company as in- 
dustrial products salesman in 1922. 

Mr. Kimsey’s former post is taken 
by John M. Cooney, who had been 
manager of the Boston district for 
industrial product sales for the last 
two years. He joined the firm in 1933 
as a factory employee, became a sales 
engineer and served in that capacity 
until named sales representative for 
industrial products in the Dayton, 
Ohio territory in 1940. 


District Offices In L. A. 
Moved By Chain Belt Co. 


The Los Angeles district office and 
warehouse of the Chain Belt Co. of 
Milwaukee has been moved to new 
and larger quarters at 3838 Santa Fe 
Avenue, Los Angeles 11, Calif. J. V. 
MacDonald, district manager, will con- 
tinue in charge of the new warehouse 
and office. 

Newly installed facilities for the 
machining of sprockets, shafting, shaft 
couplings and other power transmis- 
sion items now supplement ware- 
house stocks of. these items. 


Mine Safety Adds Crews 
To Industrial Sales Force 


Mine Safety Appliances Co., Pitts- 
burgh, Pa., has added Mac L. Crews 
to its industrial sales field force, with 
headquarters in Nashville, Tenn. 

Prior to joining the company, Mr. 
Crews was employed as a field repre- 
sentative by the National Mine Serv- 
ice Co. He is a member of the Mine 
Inspectors Institute of America. 








i | 
LITERATURE on machine tools is 
checked by salesman Walter Krug and 
L. H. Gorton, president, in Mr. Gor- 
ton’s office at Machine Tool & Supply 
Co., Tulsa, Okla. Mr. Krug, formerly 


an industrial supply salesman, recently 
was transferred to machine tool sales. 





New Seattle Warehouse For 
Raybestos-Manhattan, Inc. 


For the convenience of its custom- 
ers in the Pacific Northwest, Ray- 
bestos-Manhattan, Inc. has opened a 
new Seattle warehouse and office at 
314 Occidental Avenue. A complete 
stock of industrial rubber products for 
the industrial requirements of the area 
will be carried. 

The warehouse will supplement and 
service distributors’ stocks and will per- 
mit prompt service and deliveries. The 
principal products carried will be con- 
veyor belting, transmission belting, V- 
belts, industrial hose of all types, and 
asbestos and rubber packings. 

Russell G. Heuman, who is well 
known in the Northwest, will be in 
charge of the warehouse and office. 


New Office, New Manager 
For Morse Twist Drill 


A new branch office in Dallas, Texas 
has been opened at 1903 South Har- | 
wood Street by Morse Twist Drill & 
Machine Co. of New Bedford, Mass., | 
and Alvin A. Bergmann has been ap- | 
pointed new manager of the New York | 
office at 130 Lafayette Street. | 

The new Dallas branch is in charge | 
of Manager James W. Cathey, who | 
is assisted by Wesley Anderson and 
the secretary, Mrs. Ida M. Lambert. 


Stellhorn Names Cronan 
New Sales Manager 


B. D. Cronan has joined the Stell- | 
horn Co., 1505 Washington Street, 
distributor of machinery, tools, weld- 
ing equipment and industrial supplies 
in Toledo, as vice-president and gen- 
eral sales manager. 

Formerly, Mr. Cronan was indus- 
trial representative in the Toledo area 
for Henry Disston & Sons. Earlier he 
was in the sales division of Simonds 


Most complete line of t 
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Victor belting: d woven and 


jous widths, 
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7 Including: 
; Baiata Belting 
QO aUaIMRA w Conves Stitched 
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Belting Specialties 
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Factory: Easton, Pa. 
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FRM + a a — alleen = 
ee 

city_ 
NAME_ 


a TIMES MORE 
POTENTIAL PROFIT 


60% Savings in Space 


PAT. PEND 


MALWREY 


Wea stone inc CORP. 
2909 S. Wabash Ave.,Chicago 16, Il. 


FROME CA\umet 5.6269 


MAUREY tanuracturine corp. 
2909 S. Wabash Ave.,Chicage 16, Ill. . 


Please send us further information 
regarding Maurey-Made Interchange- 
able V Pulleys and Bushings. 


SO PARR Seen 
2 eg 
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FIRST CLASS of the Skilsaw Training Program watch William H. Ferry, SKIL tool 
product manager, demonstrate new slide film presentation for a visual education pro- 
gram for the firm’s tool distributors. They include, first row: Walter Schroeder, 
Bob Heath, Paul Boehne; second row: Don Wilkenson, Bob McKeever, Jos. Carsman; 
third row: Bob Wideman with Bill Downey, sales department; Jack Carlsen, product 
manager; and Ed Sterba, training program director. 


Skilsaw Inaugurates Distributor Training Plan 


Skilsaw executives and department 
heads give talks covering policies, sales 
promotion, merchandising and market- 
ing methods and advertising, in a new 
training program inaugurated by the 
Chicago firm for distributors’ tool 
salesmen. 

The program includes tours through 
the plant to acquaint trainees with 


manufacturing processes; instructions 
on all of the company’s tools, their 
applications and mechanical features; 
a thorough education in a newly 
equipped demonstration room de- 
signed specifically for the program; 
and visual education devices to imple- 
ment the discussions and demonstra- 
tions. 








‘'HE NEW HOME of the H. M. Harper Co., is located in Morton Grove, Ill. and 
contains 120,000 sq. ft. of floor space located on a 46-acre tract. A connecting build- 
ing houses the employes recreation facilities. 
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You get the Big Hello...with 


CROSBY CLIPS! 


I you’ve ever been presented with the Key To The 
City, you’ll know exactly how a man feels when he 
walks in selling Crossy Cuips. He really gets the 
full treatment: purple carpet . . . welcoming com- 
mittee . . . rose petals in the path. 


Well, maybe that’s a little overstated . .. but you 
get the idea, anyway. If a company uses wire rope, 
they must use fasteners. And if they use fasteners, 
they certainly want the best. And there just isn’t 
any other “‘best”’ in this field but Genuine CrosBy 
CLIPs. 

Yes, it’s a quick, easy door-opener when you say: 
“T’m your CrosBy CLIP man.” A pleasant, profit- 
able sale, leading to steady repeat orders. Continuous 
national advertising, plus more than half a century 
of distinguished service on the job, makes CRosBY 
Cups the largest selling drop-forged wire rope 
fastener in all the world. Write this order first... 
on every call! 


THE AMERICAN HANDIWINCH 
Enables one man 
to lift or pull 

loads up to 

10,000 Ibs. 

Weighs 

95 Ibs. Easily 

carried, set up, 

operated any- 

where. Two gear ratios, hand 
brake, many “big hoist” features. 


AMERICAN BLOCKS AND SHEAVES 
All types, all sizes, from 
1% to 250 tons. Blocks 
feature armored con- 
struction; thick side 
plates, heavy pins and 
axles, forged steel hooks 
and shackles. Make sure 
your buyers specify 
AMERICAN. Ask for 

literature that helps you sell. 


Plant No. 2: So. Kearny, N. J. 
Sales Offices : NEW YORK * CHICAGO « PITTSBURGH 


| 
| 
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| 
| 
| 
| 
L 














DROP-FORGED...HOT DIP GALVANIZED 
SIZES FOR %e” TO 3” WIRE ROPE 


Identified by 
this famous 


Red U-Bolt Channel grooved 


base holds rope 
with vise-tight 
ri 
High wings _ 
insure perfect 
lay of rope 


Free-running nuts 


on precision-cut 


Chamfered bolt threads 


bolt ends 


American Hoist 


and DERRICK COMPANY 
St. Paul 1, Minnesota 


@Please send me sales suggestions on [| Crosby Clips 
(_] American Handiwinch [ |] American Blocks and Sheaves 


Name — 


Company___ 
Address. 
EE 
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We be SCOLING YOU. 


You will always be welcome at [npUsTRIAL DisTRIBUTION’s 
conference booth or headquarters room during the Triple Indus- 
trial Supply Convention in Cleveland, April 25th, 26th and 27th. 

INDUSTRIAL DiIsTRIBUTION’s conference booth number 202 at 
the Cleveland Public Auditorium will be open during the after- 
noons of April 25th and 26th. 

Our headquarters room will be located in the Cleveland 
Hotel — and it will be open during the convention every day 
starting Sunday April 24th. 

The staff of InpustRiAL DistripuTion will be at your service. 
Drop in if you have a problem—or just for a friendly chat. You’re 
welcome any time. 









UP 


Entrance to top floor ir 
conference rooms 


LOBBY 


UP 








Industrial 


A McGRAW-HILL PUBLICATION 


tributi 0 nl | 330 West 42nd Street, New York 18, N.Y. 
PV rahenhte- a8 } : 


Pe seme, gt } _ des. ae 
“MILL SUPPLIES | 
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NO GUESSWORK is involved when 
Lynn Parker, right, and Virgil Galla- 
her, fill a customer's order at Rogers- 
Bailey Supply Co., Chattanooga, Tenn. 





Stuart Named Sales Manager 
Of Walker-Turner Division 


Russell F. Stuart, a native of Mil- 
waukee and for 13 years head of Kear- 
ney & Trecker’s eastern U. S. sales 
activities, recently was appointed sales 
manager for the company’s Walker- 
Turner division at Plainfield, N. J. 
The Plainfield facilities are devoted 
to the manufacture of light machine 
tools for industrial and workshop ap- 
plication. 

Mr. Stuart has been associated with 
Kearney & Trecker since 1923. Upon 
his graduation from Marquette Uni- 
versity in 1927, he spent several years 
in the east in service work, eventually 
doing direct selling. That led to his 
appointment as eastern sales manager 
in 1936, with headquarters at New 
York. 

In his new post, Mr. Stuart will be 
located at Plainfield. 


Lewis Named Manager 
Of Quaker Rubber District 


John R. Lewis has been named dis- 
trict manager for the Quaker Rubber 
Corp. in charge of the territory which 
includes the greater part of eastern 
United States. Officially, he will be 
in charge of District No. 2 of the sales 
organization. 

Before entering sales, Mr. Lewis was 
in the production division of the or- 
ganization. For the past few years he 
has been in the manufacturing plant, 
laboratory, cost and time study divi- 
sion, and merchandising department; 
and most recently, he was assistant to 
G. C. Johnson, general sales manager. 

His territory will include Pennsyl- 
vania, Maryland, Delaware, Virginia, 
Tennessee, North Carolina, South 


Carolina, ‘Georgia, Florida and Ala- 
bama. 








nema Dike... 
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PILE DRIVERS 


and in other heavy-duty steam hose applications where unmnter- 
rupted service is of paramount importance. The special armored- 
insulated construction of this hose gives it greater strength, dura- 
bility and safety than conventional types provide, without im- 
pairing its flexibility. Recommended for pressures up to 150 lbs., 
and regularly furnished with Mulconroy High Pressure Hose 
Couplings. 


“DYNAMITE” Steam Hose, Style 801. Tube is special heat- 
resisting compound, reinforced with continuous spiral of steel 
wire, and insulated by woven asbestos lining. Cannot buckle or 
collapse. Carcass is extra strong combination of rubber and duck. 
Cover consists of multiple layers of braided wire, surrounded by 
spiral of half-round galvanized steel. Sizes 44” to 3”. Other styles 
for higher temperatures and pressures. 


-Fai¥.D f 


>on 41 
BU 7 Airc ei * Wou 


Wherever the requirements call for greater resistance to temperature, pressure 
and wear than conventional rubber or all-metal hose can give, you can sell a 
Mulconroy Special Hose Construction that will insure the desired results. 
Send us your inquiries, and we will cooperate promptly in helping you 
secure this extra business. 


NZ 
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5329 JEFFERSON ST.., hak 31, "PA. 


WHERE OTHERS Sen!” 
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CampPBELL offers you a one 
source supply for every type of 
industrial chain— superior chain 
specifically designed for each 
particular job. For chain that will 
stand the most rugged industrial 
use— Specify Campbell. 


Every piece of Campbell welded 
chain is thoroughly tested before 
leaving the factory—all chain is 
carefully inspected. 


Campbell offers superior prod- 
ucts, completeness of the Camp- 
bell line, plus nation-wide adver- 
tising and merchandising. 


There ts ne weak link in the Campbell line. 
A product of INTERNATIONAL CHAIN & MFG. CO., York, Pennsylvania 
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CALLERS at the Office of the Indus- 
trial Supply Division, Allison-Erwin 
Co., Charlotte, N. C. are welcomed 
by Juanita Pridmore, secretary to M. N. 
LeNeave, vice-president. 





Reltool Corp. 
Acquires New Plant 


Reltool Corp., manufacturers of 
metal cutting tools, has purchased a 
new plant for the purpose of expand- 
ing its Milwaukee operations, particu- 
larly the manufacture of milling cut- 
ters. 

‘The new facilities will give the firm 
an additional 20,000 sq. ft. of floor 
space for manufacturing operations. 
Two acres of land adjacent to the new 
plant will provide room for expansion 
and the construction of an addition in 
the near future—so that all of Reltool’s 
Milwaukee manufacturing _ facilities 
will be located under one roof. 

The company is moving its main 
office from 712 W. Michigan Street 
to 4540 W. Burnham Street, the site 
of the new plant. 
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“But | assure you, these visual presentations 
will not sell you against your will.” 


























Show your customers how to 


REDUCE 


MAINTENANCE COSTS 


by Standardizing 
Lubrication Practices 


your range 


of selling 
services 


Lubrication is an important factor in any plant mainte- 
nance program. When production costs are analyzed the 
needless expense of haphazard methods of lubrication 
become evident, both in costly repairs to improperly 
lubricated machinery and excessive labor costs. 

Lubrication practices like all plant operations and 
methods must be standardized. Lincoln Systems of 
Lubrication are standardized to meet each particular 
plant requirement. 

Lincoln Lubricating Equipment is designed for trans- 
ferring lubricants from original container to the ultimate 
bearing, through a wide variety of complete systems... 
from the simplest hand gun and fitting method to com- 
plete automatically-controlled centralized systems. 

Here is your opportunity to broaden your range of 
selling services. Show your customers how to reduce 
maintenance costs by standardizing on LINCOLN. This 
accepted and well-advertised lubricating equipment is 
distributed through industrial wholesalers—under a plan 
of selective representation. Your territory may not be 
completely covered. Write for information today. 





B49-10 


@ APPLY THE RIGHT LUBRICANT 
@ IN THE RIGHT QUANTITY 
@ AT THE RIGHT TIME 












\ 


e 


Bi. 


to complete centralized lubricating systems 


BULLNECK Surface 
Check Grease 
Fitting... 

the modern 
fitting with the 
ball in the top... 





Originated by Lincoln. No open throat to collect dirt 


that will be forced into the bearing. Explain this out- 
standing advantage plus the other features of this 
modern fitting to your customers. 





Builders of complete Lubfication Syste 


LINCOLN ENGINEERING COMPANY + 5739 NATURAL BRIDGE AVE., ST. LOUIS 20, MO. 
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America’s fastest 
selling blades 


A recent impartial survey, con- 
ducted by a leading national 
magazine*, revealed an over- 
whelming preference for Star 
Hack Saw Blades. Popularity 
alone is a good reason to stock 
the complete Star line of blades 
and frames. Add the extra selling 
aids Star gives you and you build 
extra sales, plus good will. For 
instance, Star gives you these two 
handy references on selection, use 
and care of hack saws.. .““Metal 
Cutting”, a booklet for pocket or 
tool kit... The Star Wall Chart 
for workshop wall. Supplies of 
both are free for 

the asking. 

*Neme on request. 


CLEMSON ™%" , | 


Makers of hand and pewer hack saw blades, frames, 
band saw blades and the Clemson Lawn Machine. 
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THE NEW HOME office headquarters and main company warehouse of the 
Republic Supply Co. of California will be located at 2600 South Eastland Avenue, 


in East Los Angeles. 


Republic Supply Co. 
Opens New Offices in L. A. 


The Republic Supply Co. of Cali- 
fornia, distributors of industrial equip- 
ment, tools and supplies, officially has 
opened its new, modern $1,250,000 
home office headquarters and main 
company warehouse in the central 
manufacturing district of Los Angeles. 
The new plant occupies a 14-acre site, 
one block south of East Washington 
Boulevard, at the corner of Eastland 
and Sheila Street. 

Republic’s new home features the 
latest in modern architecture, modern 
materials handling equipment, rail- 
road and highway approaches, and 
similar desirable physical conveniences. 
The warehouse is one story, of steel 
construction, with aisles wide enough 
to allow the use of electric fork trucks 
and transporters. It totals 90,000 
sq. ft., covered, with 23,000 sq. ft. of 
pipe storage area. Two acres are re- 
served for parking, with six acres set 
aside for future expansion. 

At present, under President John J. 
Pike, Republic has 16 branch stores 
in as many cities throughout Calli- 
fornia. Mr. Pike became president in 
November, 1943, succeeding his 
father, P. M. Pike. The latter had 
successfully guided Republic through 
32 years of rapid expansion. Presently, 
the elder Mr. Pike is chairman of the 
board, a position he has held since 
April, 1928. 





John J. Pike 





American Steel & Wire Co. 
Establishes Research Division 


C. J. Forbes has been named to 
head a newly established research divi- 
sion in the industrial relations depart- 
ment of American Steel & Wire Co. 
Formerly Mr. Forbes was assistant to 
the director of industrial relations. 

Establishment of the new division 
was made necessary by the increasing 
importance of the firm’s research ac- 
tivity relating to labor contracts, indus- 
trial relations policies, and similar 
functions informally carried on for 
several years within the department. 





THE ANNUAL SALES MEETING of The Hardware & Supply Co., distributors 





of Akron, Ohio, held at the City Club recently included provision for “the inner 


man”. 
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FLE}{Loc 


Yes, these Products sel! fast and stay sold . . . make friends for 
you... assure a steady, repeat business to make your sales 
effort easier. Complete plant facilities, effective sales promotion 
activities, consistent business paper advertising and prompt, 
courteous service to you and your customers... all a part of 
“STANDARD” advantages. 


“Unbrako” Socket Screw Products—manufactured from high- 
grade alloy steel, to close tolerances—have these outstanding 


advantages: INTERNAL WRENCHING... that promotes com- 
pact designs ... saves space, weight, materials and costs; 
KNURLING . . . an exclusive “Unbrako” feature—which on the 


head of the ‘‘Unbrako”’ Cap Screw speeds assembly—and on the 
threads or points of the ‘‘Unbrako” Set Screw assures positive 


[ : ; Self-Locking; SELF-LOCKING . . . all of our patented “Unbrako”’ 
ae Set Screws, regardless of point, are excellent Self-Lockers .. . 
MWriyeecest YD sizes available in a full range of diameters, lengths, thread series 


and types of points. 


“Hallowell” Shop Equipment of Steel—welded or hydraulically 
riveted—and this fine, neat, ready-made line wears and lasts as 














Knurling of Socket only steel can. There are hundreds of styles from which to choose, 
Screws originated with making it possible to meet the most exacting needs of your 
“Unbrako” in 1934. customers. 





“Flexloc” Self-Locking One-Piece Nuts—of all-metal construc- 
tion, available in N.F. or N.C. thread series. The “Flexloc’ can 
be used over again and again without changing its torque, which 
is controlled. Sizes from #6 to 2” in diameter. Inquire about our 
“Flexloc’” proposition. 


Ask for your copies of the ‘Unbrako,” ‘Hallowell, and 
“Flexloc’’ Catalogs . . . keep them handy for ready reference. 


* PAT. & PATS. PENDING 





OVER 46 YEARS IN BUSINESS 


STANDARD PRESSED STEEL CO. 


JENKINTOWN, PENNA. BOX 519 
BRANCHES: CHICAGO DETROIT ST. LOUIS SAN FRANCISCO 
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NORTON COMPANY 


WORCESTER 6, MASSACHUSETTS 


Mr. George Pomeroy, District Manager 


Factory Management and Maintenance 
1427 Statler Building 
Boston 16, Massachusetts 


Factory Management 
and Maintenance - 


In 1926 “Factory” went on the Norton publication 


* REFRACTORIES AND LABORAT 
OORS - LABELING 


January 20, 1949 


list -- placed there to do a definite Job for us -- to 
reach the management men who are an important factor in 


the selection of grinding wheels and other Norton products. 


In 1949 we are still using “Factory”. 


With its 


improved editorial content and ite circulation well over 
twice that of 1926, it 1s more important to us than ever. 
Today's exvanded induetrial market and keener competition 
make it essential thet we reach the men who read "Factory" 


the production managers, the’plant managers, the superintendents 





-- the men who have the important task of bringing coets down. 


The Norton story in “Factory"® goes to these influential 


men, many of whom can not be contacted personally by our field 


NORTON COMPANY 


R. A. Reed Assistant Publicity Manager 
146 


men and our distributors’ men. 








cma 








WNORTONY 





ome 


Making 
eens Process for 
A Re Wheels Better .. ond Foster 
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Like other leading manufacturers, the Norton Company recognizes the 
importance of reaching the Plant Operating Group — the men who exert 
a vital influence on the purchases of Norton products in the manufacturing 
industries. The letter at the left shows a real record of the continuous help 
that Norton has provided for its distributors and salesmen. 


Twenty-three years ago the Norton Company selected FACTORY to do a 
definite job for them ... to reach the men who select and okay the purchases 
of the products they manufacture: Grinding wheels, grinding machines, 
refractories, Norbide, non-slip floors, labeling machines, abrasive paper 
and cloth, and sharpening stones. According to Mr. R. A. Reed: 


“The Norton story in Factory goes to these influential men, 
many of whom can not be contacted personally by our field 
men and our distributors’ men.” 


FACTORY reaches these powerful buying influences most effectively 
because it has more paid subscribers in the Plant Operating Group than 
any other monthly business magazine serving the manufacturing industries. 
Its paid circulation of more than 51,000 indicates clearly that members of 
this group, the heart of multiple-influence buying, prefer a magazine that 
is written, edited and designed particularly for them. The high calibre of 
FACTORY readership, as proven in survey after survey is a significant 
reason why distributors and salesmen welcome product advertising in 
FACTORY. It sells the men they cannot always see personally — the men 
behind the orders. 


If you'd like an opportunity to examine FACTORY more closely — to see 
for yourself why so many of your customers look to it for help on their daily 
jobs — we'll be glad to send you a complimentary copy. 


FACTORY 


MANAGEMENT AND MAINTENANCE 


ABC*ABP A McGraw-Hill Publication, © 330 West 42nd Street, New York 18, N. Y 
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York, Pa., Chicago, Denver, Los Angeles, Philadelphia, Portland, San Francisco, Bridgeport, Conn. 





















l I 
shoved ea ee |WHIPBET” 


| 
» The fast, ae, el . om. © hoist— 
in capacities from 250 to 2000 pounds—available 


with parallel or cross-mounted trolley, lug or hook 
suspension. 


ALSO. ee 


| 
...@ line of high quality Chain Blocks, Hoists 
and Trolleys. 





FOR INFORMATION about Ford materials han- 
dling equipment, get in touch with the Ford district 
office in your territory. Or, if you prefer, write us at 





York, Pennsylvania. 





FORD CHAIN BLOCK DIVISION 


AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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CHECKING in a shipment of wire 
rope is part of John B. Madden’s du- 
ties as shipping clerk in the J. E. Dil- 
worth Co. of Mississippi plant at Jack- 
son, Miss. Mr. Madden was formerly 
in the Navy. 








Exposition Visitors 
Inspect Ilg Plant 


Eighty-two contractors and engi- 
neers recently made an Ilg plant in- 
spection trip during the Heating and 
Ventilating Exposition held in Chi- 
cago, Ill. 

Upon arrival at the plant, visitors 
were divided into small groups, each 
under the direction of a capable guide. 
Highlights of the tour included dem- 
onstrations of the firm’s insulating 
process in the motor winding depart- 
ment, a new automatic washer for 
metal parts in the paint department 
and the automatic press for producing 
motor laminations. 


Batts Retires 
As Carborundum Director 


Arthur A. Batts has retired as chair- 
man of the board of directors of the 
Carborundum Co., Niagara Falls, 
N. Y., ending 48 years of service with 
the company. 

Mr. Batts joined the board in 1938 
and succeeded the late Frank J. Tone 
as president in 1942. He held that 
position until 1947 when he was made 
chairman of the board. 


Harley Joins Sales Force 


Of Alloy Steel Products 


Henry G. Harley has joined the 
sales staff of Alloy Steel Products Co. 
of Linden, N.J. as a sales represen- 
tative and has been assigned to the 
New York area. 

Previously, Mr. Harley had refinery 
operating experience at Aruba, South 
America and also has sales engineer 
experience in the valve industry. 

Elliott A. Baines also has joined 
the sales force as representative and 
has been assigned to the New York 
area. Formerly he was with American 
Brakeshoe Co. 








Meet us at the Triple Mill Supply Convention, in Cleveland, 
April 25-26. Conference Booths 1357-1358 





Thermoid Impregnation Process 
Assures Longer Hose Life 


In every branch of industry . . . in mines... in the oil fields 
... in foundries, food plants or factories . . . everywhere quality 
rubber hose is required, you can safely specify Thermoid hose 
for customer satisfaction. Thermoid makes a complete line of 
quality hose for every industrial use. 


For every service... air, water, steam, oil...there is a 
Thermoid hose ‘‘built for the job”, each designed for highest 
operating efficiency. 


Thermoid sales engineers are available at any time to help 


you with hose application problems. amas oe 


For more profits and customer good will, eee is 


it will pay you to Speedf/y Thermoid! rmoid’s 


wer operatin a 
Thermoid Quality Products: Transmission Belting « F.H.P. and Multiple Ind . “hrough the use of Thess: = 
V-Belts « Conveyor Belting « Elevator Belting « Wrapped and Molded ndustrial Rubber Products —— 


Hose ¢ Molded Products ¢ Industrial Brake Linings and Friction Materials. 





Main Offices and Factory * Trenton, N. J., U.S.A. 


» 
hermol Western Offices and Factory * Nephi, Utah, U.S.A. 


Industrial Rubber Products « Friction Materials « Oil Field Products 


Company 
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One of the best ways to understand why advertising 
helps you in making more and bigger sales is to 
think about how much advertising helps other peo- 
ple to sell their products to you. 


Have you been reading the automobile ads lately . . . 
whetting your appetite for the new car you hope 
to buy? 


How about the ads for radios, television, the new 
movie at your neighborhood theatre, or the big, 
fancy refrigerator your wife wants (and will prob- 
ably get!) ? 


Advertising plays a big, useful, and informative 
part in everybody’s life. That’s for sure. And it’s 
important to remember that your customers are no 
different from anybody else. The more they see the 
products you sell advertised, the more familiar they 
are with these products and with what they can do 
to help them in their business . . . and the more 
likely they are to say “yes” the next time you ask 
for an order. 


So it’s important to keep abreast of your suppliers’ 
advertising, and to capitalize on its ability to let you 
concentrate on making sales while this advertising 
makes contacts for you... arouses your customers’ 
interest . . . creates a preference for the brands 
you sell, 


It’s particularly important to watch for their adver- 
tising in American Machinist. For more metalworking 
production executives read American Machinist than 
read any other magazine edited in the interests of 
America’s biggest industry. And every time one of 
your suppliers advertises in American Machinist you can 
be sure most of your best metalworking customers 
see this advertising . .. read it... and find new 


‘ 


reasons for wanting to do business with you. qj 


What makes you Duy 









the things 
Vou do? 
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The McGraw-Hill Magazine of Metalworking Production, McGraw-Hill Building, New York 18 
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than any other 


Thor is now shipping from the assem- 
bly lines of its great new Silver Line 
this lightest, smallest, most powerful 
and highest quality 1/4” standard duty 
portable electric drill ever built! 





It weighs only three pounds, is 

y only 7-7/16 inches in length—yet in 
DRILLS * SANDERS this small handful packs power un- 
POLISHERS © GRINDERS 


IMPACT WRENCHES INDEPENDENT PNEUMA 





smaller... lighter...more powerful 


DRILL in the field! 


matched by any tool in its class... 
plus all the features of Thor’s amazing 
Silver Line—die cast housings, all ball 
bearing, Heli-Coil thread inserts, etc. 
Available in seven drilling speeds, 
from 550 to 5000 R.P.M. Write today 
for Silver Line Catalog E-2, or see 
your Thor distributor. 


TIC TOOL COMPANY 


Avrora, Illinois 


Screwdrivers, Nut Setters 


Export Division: 330 West 42nd Street, New York 8, N.Y. 


Birmingham Boston Buffalo Chicago Cincinnati Cleveland Denver Detroit Houston 
Sows, Hammers, Tappers Los Angeles Milwaukee New York Philadelphia Pittsburgh St. Lovis St. Pout 
Toronto, Canada 


Valve Shops, Fender Hommers Salt Lake City Seattle Son Francisco 






ONLY THOR DISTRIBUTORS SELL TOOLS FOR EVERY CUSTOMER'S EVERY 308! 
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“They blast it out. It’s put together with Circle Fasteners.” 








Circle ® Bolts and Nuts are 
produced by skilled bolt-makers with years of 
experience, Customers are attracted by the finished 


appearance as well as the overall quality of these famous products. 


BUFFALO BOLT COMPANY 
North Tonawanda, N. Y. 


Sales Offices in Principal Cities. Export Sales Office: Buffalo International Corp. 
50 Church Street, New York City 








PRODUCERS OF CIRCLE @® PRODUCTS — BOLTS + NUTS «© RIVETS AND SPECIAL FASTENERS 
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one” in the field makes it easy 


4hl RE om H 
M Dasjl y, for Salesmen to select correct drive 


Selling V-Belt drives is easy, when your sales- 


men are equipped to give the right answers 


quick. 


That’s what the famous Dayton 280 Catalog 
does. It gives your salesmen all the details 


they need to properly select drives from 1 -to 


1,000 h. p. It contains the 
thousands of V-Belt drive 


answers to tens of 
replacement needs 


... already figured out. It covers everything 


... pulleys, V-Flat drives, speed-up and speed- 


reduction drives, special drives. All indexed 


for quick, easy reference. 


This catalog is typical of the selling help 
available to Dayton V-Belt distributors. 
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In addition to selling a product..; Dayton Thorobred 
V-Belts ... that is unsurpassed in quality, performance 
and dependability, you, as a Dayton Distributor can 
enjoy these 7 additional advantages: 


@ The Finest Quality V-Belt _ @ Complete Training Program 
. Built. Made with Raytex Forti- to help your sales force sell. 
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THE MARK OF TECHNICAL” ERCELLENCE IN NATURAL AND SYNTHETIC RUBBER 
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The STARRETT Wall Display Case is 
a compact, convenient “silent sales- 
man”. Can be equipped with inter- 
changeable display boards. Ask 
the STARRETT man ubout them. 


A STARRETT TOOL DISPLAY ~ 
is your most potent Sales Tool 





What makes a good display? Universal says quality industrial supplies more un- 
appeal, eye-catching qualities, display mistakably? What ties in so well with all 
possibilities ... plus a product capable of your related lines? 
yielding high volume and profit. Displays of STARRETT TOOLS on your 

Search for a million years and you won’t counters, on your walls and in your win- 
find anything that fits that formula better dows identify your house as headquarters 
than STARRETT Precision Measuring Tools! for the finest in tools, equipment and ma- 
What customer can resist them? Whatelse terials. Plan them today. 


Mielilelelgc Mela aa-latiie)s) 
MECHANICS’ HAND MEASURING TOOLS AND PRECISION 
INSTRUMENTS « DIAL INDICATORS . STEEL TAPES - HACKSAWS 
AND BAND SAWS « PRECISION GROUND FLAT STOCK 


Buy Through Your Distributor 
THE L. S$. STARRETT CO. + World's Greatest Toolmakers ° ATHOL, MASSACHUSETT 
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I pd, 
ly, 
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S TAMPINGS cut from strip steel, lpi, 

_ stainless steel, brass, aluminum or Monel are fed—one by one—intoa j tn 
machine which folds each one into a chain link, producing a b/ 
continuous chain of flat link type. In the smaller sizes, the whole "phy 
operation is faster than the eye can follow. bof 

This type chain has many uses. AMERICAN CHAIN makes it \pf, 
in tensile strengths from 60 to 3000 pounds. f PA, 
Your American Chain jobber , “j 
offers you all types of electric 
welded or forge welded chain— 
weldless chain made of wire or 
stampings—a complete line 
of fittings, attachments and 
assemblies— cotter pins— 
hooks—repair links. 


MR. E. O. JOHNSTONE ¢ Pacific Coast Manager, e. 
is a veteran in the chain business—since 1908. Ips, 


E SELL AMERICAN—THE COMPLETE CHAIN LINE 


York, Pa., Chicago, Denver, Detroit, Los Angele: = York, 
: ¢o Philadelphia, Pittsburgh, Portland, San Francisco, B Ligh , Conn. 
; c= & *% . 
Hx. AMERICAN CHAIN DIVISION 
<acjy AMERICAN CHAIN & CABLE 
= In Business for Your Safety 








